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“YES SIR! THERE MUST 
HAVE BEEN A LOT OF DEALERS 
SWING OVER TO IRWIN 


SCREW DRIVERS,TO DOUBLE 
SALES IN ONE YEAR!” 


Irwin’s 1937 Screw Driver sales double 1936 sales! 
This is an achievement that we are really proud of and 
for which we give credit to the independent hardware 
dealers of this country. 
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Why have Irwin Screw Drivers gained such popularity 
among dealers during the past year? Here are the 
reasons, not only for such a tremendous sales increase 
during 1937, but why we expect 1938 to be our biggest 
year on record. 


(1) Irwin Screw Drivers are NOT sold to chains or 
catalog houses and are priced to meet that com- 
petition over the dealer’s counter. 

(2) The Irwin Screw Driver’line offers dealers a com- 
plete price range from 9c up and drivers to meet 
most every market demand. 

(3) The same [rwin quality and workmanship known 
for 52 years in the auger bit market are main- 
tained in all Irwin Screw Drivers. 

(4) The name “IRWIN” is always associated with 
good tools and public acceptance of Irwin Auger 
Bits for over half a century makes Irwin Screw 
Drivers easy to sell. 
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When you are ready to talk Screw Drivers with your 
jobber for 1938, talk IRWIN. Ask him to show you the 
entire line and compare it in price and quality with any 
other on the market. Put in a stock of IRWIN Screw 
Drivers and know that you are supporting a manufac- 
turer who is supporting you. 

Write for FREE catalogue showing our complete line of 
Screw Drivers and Auger Bits. 


LOOK FOR THIS TRADE MARK! 


Every box of Irwin Screw Drivers carries this 
trade-mark. It is your guarantee of quality 
merchandise at the right price. 


THE IRWIN AUGER BIT COMPANY 
WILMINGTON, OHIO, U.S. A. 


Editorial Index - Page 2! Advertising Index - Page 106 
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..»- BUT IF HE’S “IN A POKE” IT’S 
HARD TO FIND BUYERS FOR HIM! 


The easiest, the most satisfactory and the most profitable lines of mer- 


chandise to sell are those that are best known to your customers. 


TA-PAT-CO collar pads have been used by farmers the nation over 
for more than fifty years. Consistently advertised nationally in lead- 
ing farm papers and over radio, they are universally accepted as the 


standard of excellence in materials, workmanship and value. 


If you are not already selling TA-PAT-CO pads, order them from 
your jobber. There is a long-established demand for TA-PAT-CO 
collar pads with your farm trade. 
TA-PAT-CO is a line that re- 


quires the minimum of your time 










and sales effort to move at a profit. 


Sell TA-PAT-CO Collar Pads. ~ | 
with the Rust-Proofed Red Hooks | 


TA? PAT-CO 


COLLAR PADS 


THE AMERICAN PAD & TEXTILE COMPANY = GREENFIELD, OHIO 
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PERSONAL MESSAGE 
TO ALL OF OUR 
FRIENDS THROUGHOUT 
THE HARDWARE TRADE 


Se ie ee ee ee. ©, |) Oo © OE © 


STAMFORD, CONN., U.S.A. 


DECEMBER 16, 1937 3 


PIS iin "er 2 SN GS A 2 RS a ee 
Hardware Age, published every other Thursday by Chilton Co. (Inc.). Publication office, Chestnut and 56ti Sts., Philadelphia, Pa. Editorial and Executive offices, 239 West 
39th St., New York, N. Y. Entered as second-class neg March 24, 1933, at the Post Office at Philadelphia “under the Act of March 3, 1879. (Printed in U. 8. A.) 
$1.00 per year. Single copies 15¢ each. Vol. 140, No. 








ALLRIGHT.WHO 2/3 








HERES WHERE YOU CAN SEE THIS MIRACLE 


Ne foom ter tig Things — Mwshy Frosen Bexcmm = 


PROVE 


nelvinat 


CHAMPION ICE-MaKER 


OF COLD-MAKING 


Pee /INATORS 
CMM 


“a 
fovres on Kelvinator $ be 


i 4 
x oa 


0 


ZING 


* it ~ its record 
LOW cosr, 


Or 


TOMORROW 


Kelvinator 


nnn MAKER 
ARE 
TOMORROW 


BREAKING THE GREATEST STORY IN REFRIGERATOR HISTORY! 


You have never seen refrigerator ads like the 
tornado Kelvinator is turning loose for 1938. 
There’s plenty in them to get excited about! 

They're in full color... they're full pages... 
they run continuously (and we mean continu- 
ously) in the most popular, most influential mag- 
azines in the country. 

They've got new “interest getting” power 
that starts with the first word and never lets up. 


They’ve gota new way of glorifying a beautiful 
refrigerator in pictures . . . and telling a whole 
sales-story in pictures ... that will be one of the 
big wallops of the year. 
Then there’s a smashing, fighting campaign of 
power-house space in Key Cities... listing dealers. 
BUT THAT’S ONLY A SMALL PART OF 


IT! There’s a complete, balanced, carefully- 


planned, “tailored to order” program for each 
individual dealer’s local use. 

And every detail, every word and line of it is 
sharp-pointed fighting, SELLING HELP — right 
on the target of making sales NOW! 





It’s so big and so good that you'll kick your- 
self all year if you don’t find out about it . . . 


and get in on it... right now! 





Eve 
or 
atc 


The 
ing : 
So | 
indu 
from 
$8.04 
prize 

Ne 
on i 
okt 

Fi 
and 
thro 
tribu 

Se 
ing 
to K 
tell, 
you 


0 


Pow 
econ 
for 
rate 
new 
able 
soci 


® 


fou 
zine 


paig 
ally 
Kel 


3] 


mat 


SEE 


ange P75 KELVINATOR 7 


Tht" OOOO FIRST PRIZE | 


AND THE 7 OTHER PRIZES IN THIS *8,000 
KELVINATOR CONTEST THAT’S OPEN TO THE 
WHOLE ELECTRIC APPLIANCE INDUSTRY? 


FULL DETAILS HERE! 


Everyone in the industry can get in on it—presidents 
or office boys—ANYONE who is not on the Kelvin- 
ator office or factory payroll. IT’S WIDE OPEN! 


There’s something mighty big happen- 
ing at Kelvinator ... again this year! 
So big we want every person in the 
industry to know and understand it 
from A to Z, That’s the purpose of this 
$8,000 contest — with its $5,000 first 
prize. 

Now for the facts you need to get in 


on it... simple .. . straight-forward 
... no red tape nor strings. 

First—See the 1938 Kelvinator line, 
and learn about the 1938 Program, 
through your nearest Kelvinator dis- 
tributor. 


Second — Decide which of the follow- 
ing three factors will be most helpful 
to Kelvinator Dealers in 1938... and 
tell, in a letter of 50 words or less, why 
you think so. 


THE PRODUCT — 12 beautiful new 

1938 models... sealed, silent Polar 
Power unit so amazingly efficient and 
economical it delivers 72 big ice cubes 
for le (figured at the national average 
rate for electric current)... sensational 
new Speedy-Cube ice release ... remark- 
able, exclusive new shelf adjustability 
...and ascore more great selling features. 

1938 ADVERTISING PROGRAM— 

tremendous, continuous full-page, 
four color campaign in foremost maga- 
zines , . , tremendous “key city” cam- 
paign, listing dealers . . . and individu- 
ally tailored local program for every 
Kelvinator dealer. d 

1938 SALES- CLOSING PROGRAM — 


tested and proved sales-training 
materials , , , door openers . . . care- 


fully planned seasonal selling - cam- 
paigns ... generous customer financing- 
plans... and plenty more! 


$5,000 FOR FIFTY FRANK WORDS! 


See the products and get the facts from 
your op reece distributor. 

Use your own good judgment as to 
which of the above factors in the whole 
mighty program will add most to its 
success. 

Then tell us, in a letter of 50 frank 
words or less, why you figure it that 
way. Doesn’t matter a bit which factor 
you think counts most—or whether or 
not that factor actually does turn out 
to be most important, 

We're after frank opinions . . . good 
business thinking by the people in our 
own industry, And an office boy’s letter 
will be read and considered on abso- 
lutely even footing with the letter from 
a president of a company. 

THE PRIZES will be: $5,000 first prize; 
$1,500 second; $500 third: and five 
prizes, fourth to eighth inclusive, of 
$200 each, Substantial enough to be 
worth trying for, in any man’s time. 


THE RULES are just three: anyone in 
the electrical appliance industry can 
compete except people on the Kelvina- 
tor office or factory payrolls; letters 
must be limited to 50 words; and all 
letters must be postmarked before mid- 
night, January 30, 1938, addressed to 
DEPT. K, Kelvinator, Division of Nash- 
Kelvinator Corporation, Plymouth 
Road, Detroit, Mich. 

There you are, Come one, come all! 


SEE THE NEW KELVINATORS AND GET FULL 1938 PROGRAM STORY FROM YOUR NEAREST KELVINATOR DISTRIBUTOR! 


Me Cheampuion bee Makér / 





LIST OF KELVINATOR DISTRIBUTORS 


Albany, N. Y. 
Albuquerque, N. M. 
Amarillo, Tex. 
Atlanta, Ga 
Baltimore, Md. 
Bay City, Mich. 
Birmingham, Ala. 
Boise, Idaho 
Brooklyn, N. Y. 
Buffalo, N. Y. 
Burlington, Vt 
Cambridge, Mass. 
Casper, Wyo. 
Chicago, III. 
Cincinnati, Ohio 
Clarksburg, W. Va. 
Cleveland, Ohio 
Columbus, Ohio 
Dallas, Texas 
Davenport, lowa 
Des Moines, lowa 
Detroit, Mich. 
Erie, Pa 

Fresno, Calif. 
Gastonia, N. C. 
Green Bay, Wisc. 
Greenville, N.C 
Hagerstown, Md. 
Helena, Mont 
Henderson, Ky. 
Houston, Texas 
Huntington, W. Va. 
Indianapolis, Ind 
Jacksonville, Fla 
Kalamazoo, Mich 
Kansas City, Mo 
Knoxville, Tenn. 
Lancaster, Pa 
Lansing. Mich. 
Lincoln, Neb 
Little Rock. Ark 
Long Island City, N.Y 
Louisville, Ky 
Memphis, Tenn. 
Miami, Fla. 
Milwaukee, Wisc 
Minneapolis, Minn. 
Newark, N. J 

New Britain, @onn. 
New Orleans, La 
Norfolk, Va 
Omaha, Neb 
Pensacola, Fla. 
Peoria, Ill 
Philadelphia, Pa 
Phoenix, Ariz 
Pittsburgh, Pa. 
Portland, Ore 
Poughkeepsie, N. Y. 
Providence, R. |. 
Richmond, Va. 
Roanoke, Va. 
Roswell, N. M 

Salt Lake City, Utah 
San Antonio, Texas 
San Diego, Calif 
San Francisco, Calif. 
Savannah, Ga. 
Seattle, Wash 
Sioux City, la 
Sioux Falls, S. D. 
South Bend, Ind 
Spokane, Wash 
Springfield, Mo. 
St. Louis, Mo 
Syracuse, N. Y. 
Tampa, Fla 
Toledo Ohio 
Welch, W. Va 
Wheeling, W. Va 
Williamsport, Pa 
York, Pa 
Youngstown, Ohio, 


Albany Garage Co., 28 Howard St 
Raabe-Mauger Co., 112 W. Copper St. 
Amarillo Hdwe. Co., 506 Tyler St. 

Graybar Elec. Co., Inc.. 167 Walton St.. N.W 
Nash-Kelvinator Corp., 1426 N. Charles St 
George F. Dent Co., 210 Fifth Ave 

R. P. McDavid & Co., 2104 First Ave., No 
Walker Electric Co., 10th & Grove Sts 

E. A. Wildermuth, 1102 Atlantic Ave 
Appliance Wholesalers, Inc., 320 Franklin St 
G. S. Blodgett Co., Inc., 190-200 Bank St 
The Eastern Co., 620 Memorial Drive 

Casper Supply Co., 444 S. Center St 
Nash-Kelvinator Corp., 2451 So. Mich. Ave 
Graybar Elec. Co., Inc., 310 Elm St 

Williams Distributing Co., 406 N. Sixth St. 
Graybar Electric Co., 1010 Rockwell Ave 
Pixley Electric Supply Co., 129 Chestnut St 
Graybar Electric Co., Inc., 400 S. Austin St 
The Elec. Equipment Corp., 116-118 E First St, 
Sidles Co., 118 Tenth St. 

Nash- Kelvinator Corp. , 4809 Woodward 
Winter Co. of Erie, 1015 State St 

Deviin Drew Co., 718 F Street 

Moore & Stewart, Inc., 105 E. Franklin St 
Morley-Murphy Co., 112-14 Washington St 
Carolina Sales Corp., Third & Cotanche Sts 
Bohman-Warne, Inc., 16 Summit Ave 
Modern Utilities Co., Fuller & Lawrence Sts 
Lambert-Grisham Co., Inc 

Straus Bodenheimer Co., 1510 Preston Ave 
Emmons Hawkins Hdwe. Co., 1028 Third Ave 
Kiefer-Stewart Co., 141 W. Georgia St 
Graybar Electric Co., Inc., 2302 Main St 
North Davis, Inc , 439 Portage St 
Richards & Conover Hdwe. 5th & Wyandotte Sts 
East Tennessee Elec. Co, 612 E. Depot St 
Landis Electric Shop, 121 N. Duke St 
Garlock Sales Co., 105 W. Washtenaw Ave 
Sidles Co., 1228 P Street 

555 Incorporated, Broadway & Second 

Nash- Kelvinator Corp., 27th St. & Pearson PI 
Graybar Electric Co.. Inc., 626 6th St 

Arthur Fulmer, 260-270 Monroe Ave 

Graybar Elec. Co., Inc., 68 N. E. 20th St 
Morley-Murphy Co., 424 N. Plankinton Ave 
Graybar Electric Co., Inc., 413 S. Fourth St 
Krich-Radisco, Inc., 422-43 Elizabeth Ave 
Rackliffe Bros. Co., Inc., Park & Bigelow Sts 
C. T. Patterson Co., Inc., 800 S. Peters St 
Tidewater Electric Co., 127-135 E. Olney Rd 
Sidles Co., 502 S_ 19th St. 

Pensacola Hardware Co. 

Marquette Appliance Co., 800 S. Wash. St 
Raymond Rosen & Co., N.W. Cor. 31st & Walnut 
Electrical Equipment Co., 424 N. Central Ave 
C. R. Rogers Co. 5434 Penn Ave 
ApplianceWholesalers of Ore..1273N_E 3rd Ave 
Poucher, Wood & Wallin, Inc. 407-9 Main St 
Post & Lester Co. of R. |., Inc, 89 Broadway 
Gathright’s Inc., 416 E. Grace St 

Thurman & Boone, Inc 

Mabie Lowrey Hdwe. Co., 115 N. Main St 
Flint Distributing Co., Box 1470 

Southern Equip. Co., Cor. Villita & Navarro 
San Diego Standard Elec Corp., 1407 Columbia 
H. R. Basford Co., 425 Second St 

M. Wilensky & Son, Inc., 223 E. Broughton St 
Graybar Electric Co.,Inc., King & Occidental Sts 
M. H. Kirchbaum, 417 W. 3rd St 

Tri-State Electric Co., 407 E. Eighth St 

Radio Equipment Co., 213 W. Jefferson Ave 
Tull & Gibbs, Inc., First & Wall Sts 

Ozark Motor & Supply Co., 308-19 S. Jefferson 
Graybar Electric, Inc. , 1220 Spruce St 
Graybar Elec. Co., Inc., 327 North West St 
Graybar Electric Co., Inc., 416 Ella Mae St 
V.J McGranahan Dist Co., 1702-04 Madison St 
Jones Cornett Elec. Co 

Earle Rogers Co . Main & 12th Sts 
Williamsport Auto Parts Co., 241 W. Third St. 
The Careva Co., Inc., 145-47 W. Market St. 
Stambaugh-Thompson Co., 114-118 W. Fed. St 











GET ALL THE NEW GOODS PICTURE 


UNDER ONE FIVE-ACRE ROOF 
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Dealers and Users Are Enthusiastic in Their 
Approval of the NEW WORLD’S 
STANDARD Series DE LAVAL SEPARATORS 





HER “BLACK AND SILVER BEAUTY,” SAYS FIRST USER IN U.S. A. 
OF THE NEW WORLD’S STANDARD DE LAVAL SEPARATOR 


"THE illustration above shows Mrs. Harold Pearson, of Tippecanoe City, Ohio, 
and her No. 14 New World’s Standard Series De Laval Cream Separator 
which she started using on October 18th; and which so far as we can determine 
is the first one of these new De Laval Separators to be put into actual service by a 
user. Mrs. Pearson is very well pleased with her new De Laval, as indicated by 
the following statement which she made: 

“The new De Laval Separator is certainly a ‘black and silver beauty.’ It is so 
neat in appearance that any farm home is incomplete without one. It runs so very 
easy that it is more play than work to run it. The improved bowl and discs are a 
lot more handy to set up; and the most important part is, there are less pieces to 
wash and as a result a few minutes are saved. I do not know of any farm wife 
who will not appreciate this easier task and time saver. It separates the milk so 
clean that it is beyond comparison with any other machine.” 


A FEW OF MANY COMMENTS 
FROM DEALERS 


“Just received the New World’s Stand- 
ard Series De Laval Separators. Unboxed 
all five, and assure you they make a fine 
display. I feel safe in saying that the 
New World’s Standard is the best machine 
manufactured by you, and the ‘last word’ 
in cream separators.” 


—GLENN R. Jounson, [Ilinois. 


“The New World’s Standard De Laval 
Separator received yesterday certainly is a 
beautiful machine. It surely ought to sell.” 


—Rarpu F. Donatson, Michigan. 


“We have just received the New World’s 
Standard De Laval Separators and con- 
gratulate you on the fine appearance and 
many other improvements you have made 
in this new separator, and which will help 
sell more than ever.” 


—J. J. Netson Co., Minnesota. 


“My customer is more than pleased with 
the New World’s Standard Series De Laval 
Separator. I think myself that it is the 
finest machine ever built by De Laval; 
also is much more attractive.” 


—Wwm. WELIEVER, /ndiana. 


“We wish to congratulate you on the 
engineering achievement that this ma- 
chine shows.” 

—H. K. Duncan, Colorado. 


“I want to take this opportunity to con- 
gratulate The De Laval Separator Co. on 
the wonderful job they have done on the 
new line of De Laval Separators. I sold 
one without seeing it. The customer who 
purchased this machine is also very much 
pleased with it.” 


—H. W. Drecxtrau, Wisconsin. 


“In our opinion the separator is going 
to prove a great success. We especially 
like the turnable supply can and the 
changes in the bowl. The ‘dressed-up’ 
appearance of the machine together with 
the added hourly capacity should be of 
great value in the sales.” 


—kK. P. Oxprietp, Missouri. 


If you are interested in the De Laval Agency, please get in touch with nearest office below. 


THE DE LAVAL SEPARATOR COMPANY 


CHICAGO 
427 Randolph St. 


NEW YORK 
165 Broadway 


SAN FRANCISCO 
61 Beale St. 
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ROLLaTOn a 7 are. 
OR REFRIGERATION 


and giving service is the 
foundation of any succes 
ful business. My partner 
and | decided to make 
Norge our leading line be- 


sold on Norge products. 
We have beer very suc 
cessful.” 























AUTOBUIL 
T WASHERS and DUOTROL IRONERS 


HARDWARE AGE 











e 
“I not only sel sel] . z Pp *asure ¢ 
but | use No Se Norge, “The Norge refrigerator Alte, , ies Suipment 
in my bie Products power plant tops all en al] tebrig ie Study of 
from the Low-T, a in performance and service. market, Heel | : in this 
erator to the ran aabenged The refrigerator is a beau- Wise move 3 ie ver 
itoner and oi e washer, tiful addition to any henge xClusiyes The R Nerse 
always self Urner, | The outlook for business Puts of] olleto, 
idea of ee the in 1938 is very good in = the shay, , - "9€ratorg 
home.” ae-eavipped this district.” 


‘st 
peQue 

3 ON 

»NAME 


NORGE erases “Red Ink” Months with... 
BETTER PRODUCTS—MORE PROFITS—HIGHER TURNOVER 


Every month is a profit month for appliance 
dealers who handle the full.Norge line! There is 
always sales activity in Norge Rollator Refrigera- 
tion, Concentrator Gas or Electric Ranges, Auto- 
built Washers, Duotrol Ironers, and package heat- 
ing and commercial refrigeration equipment. 1938 
products—greatest in Norge history—give dealers 
dramatic sales features that prove Norge superiority 
in convincing showroom demonstrations. 


Get full details about the valuable franchise Norge 
is offering now to aggressive dealers who want to 
make money the year around as Norge Master 
Merchants. Product turnover is bigh—dealer and 
salesman turnover is /Jow in the Norge picture. 
Liberal finance plans and a smashing new adver- 
tising and sales promotion program back the man 
who sells Norge to the limit. 
yourself to get the whole story now. 


You owe it to 


NORGE DIVISION Borg-Warner Corporation, Detroit, M ichigan =e 


NO 


FREE TO APPLIANCE DEALERS! 


A full volume on appliance selling and promotion. e 
One of the greatest dealer helps ever produced. 
Describes a complete plan of store operation. 
Tells how to get the most out of advertising and 
sales promotion. Reveals for the first time a new 
tested method of visual selling. No matter what 
products you sell, this book will show you how 
to make more money in the appliance business. 








| 

| NORGE DIVISION Borg-Warner Corporation, 

. 656 East Woodbridge Street, Detroit, Michigan. 
| 11 would like to receive a copy of your new book 


e . for appliance dealers, 
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A door as modern as 
the latest model car 


|‘ selling garage door equipment you are deal- 

ing with builders and automobile owners who 
not only are mechanically-minded but are appre- 
ciative of the latest in mechanical developments. 


900 National Garage Door Set 


will satisfy the most discriminating, and its smooth performance is most 
convincing that here at last is the ideal garage door—a door which is devoid 
of frills, simple in construction, and quick and positive in action. 


| 


All hardware mounted on the inside 


The doors are made of white pine with three-ply fir panels, fully glazed, and 
most of the hardware is already mounted in place as a 
time-saving aid in their installation. 


Your trade will be interested in this up-to-the-minute 
idea in door manipulation which has won such popular 
acceptance everywhere. Every installation of the No. 900 
National Garage Door Set will create new business for you. 


Further information gladly furnished on request 








y National Builders’ Hardware 

<n) is sold direct to the retail 

Ty dealer—a policy that pro- 

= motes quality, service and 

Doors 8 feet wide by 7 feet high Easier to heat Ample space above car direct selling cooperation. 











NATIONAL MANUFACTURING COMPANY 


STERLING + + + ILLINOIS 
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GARDEN HOSE 
AND FITTING 
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BULL D0G—2-braid 

“The kind that lasts longest” 
The leading brand of high quality garden hose 
on the market. A strictly superior hose from 
tube to cover. Attractive wide corrugations and 
distinctive rich brown color. Made in two sizes: 
¥a” and 3%” —in 25- and 50-ft. lengths, 
coupled. 











Our largest selling brand of 2-braid garden hose. 

High enough in quality to be considered a strictly 

first grade hose, yet priced low enough to 

command a large volume sale and heavy repeat 
Qs business. Made in three sizes: 2”, 4g”, 34” — 
in 25- and 50-ft. lengths, coupled. 









tig-iit 
“An excellent hose value” 


Here is a low priced hose of real value. Built to 
supply the demand for a popular priced hose of 
good quality that will give satisfactory service. 
Made in two sizes: %” and 34” —in 25- and 
50-ft. lengths, coupled. 












eC | a 
ARIAL Here is a special value hose designed for the 
iy consumer who prefers to make a small initial 








~ WI , X, 

r y ae investment but desires a higher grade hose than 

Ye WLY GRR > ““All-Rubber”’ or garden hose sold on price basis 

aoe RY Oe only. Chocolate color. Made in 5%” only — 
ue in 25- and 50-ft. lengths, coupled. 
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BULL DOG 


2-BRAID 
Each 25-ft. and 50-ft. 
length is now available in 
attractive 2-color individ- 
ual cartons. The shipping 
containers hold five 50-ft. 
or ten 25-ft. lengths. 












VIGILANT 


2-BRAID 


Also available in hand- 
some 2-color individual 
cartons. Shipping con- 
tainers hold five 50-ft. or 
ten 25-ft. lengths. 





The new Vixen package 
printed in two colors 
makes a splendid display 
for the retail store. 
Shipping containers carry 
five 50-ft. or ten 25-ft. 
lengths. 
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N THE picturesque Texas town of 
Uvalde, home of Vice-President 
Garner, the Horners have operated 
the general store with a large hard- 
ware department for 50 years. 

The Horners have observed many 
changes in conditions both outside 
and inside the store. Little could be 
done about “outside” conditions such 
as local crops, the weather, and pol- 
itics. “But,” says Mr. Fred J. Horner, 
Manager, “we learned long ago that 





by watching and making changes to 





meet conditions ‘inside’ the business, 
those outside our control became 
quite unimportant.” 

Recently, Mr. Horner made an- 
other change which affects the con- 
trol he receives over his profits. 
“Determining to remove the guess- 
work and profit-leaks from the busi- 
ness,” he says, “we exchanged our 
out-of-date cash register system for 
a modern multiple-drawer National 
Cash Register System. 


DECEMBER 16, 1937 





“It’s the only way 
profits can be protected” 





“Three important features of our 
P 


new National System have convinced 
me that it’s the only way profits can 
be protected. First: a separate drawer 
and separate sales total for each 
salesperson so that each clerk is im- 
pressed with the fact that he’s a 
salesman and that his value to the 
business and to himself is judged 






strictly by the day-to-day records of 
his selling ability. 

“Second: the printed receipt for 
the customer which serves as a con- 
stant reminder to record each sale 
accurately and completely. 

“Third: the multiple-total report 
of the.day’s activity that the system 
provides. This helps make my book- 
keeping simple, always up-to-the- 
minute and complete.” 

You, too, can ‘control profits and 
conditions inside your store with a 
modern multiple-drawer National 
Cash Register System for hardware 
stores. Get in touch with our repre- 
sentative in your vicinity today. He 
will gladly explain the advantages of 
a modern National System. 


DAYTON, 
Typewriting-Bookkeeping Machines ° 


Cash Registers 
° Posting Machines ° 


Check-Writing and Signing Machines ° 


Analysis Machines ° 


Accounting Machine Desks ° 


Bank-Bookkeeping Machines 
Postage Meter Machines 
Correct Posture Chairs 


13 























. + positive proof of the greater value of 
PREMIUM HOT ZINC COATED Pittsburgh Fence 


For many years we have made, on special order only, 
a very high quality special galvanized wire for use by 
railroads and other industrial buyers who gladly paid 
a premium price for it. Because of the higher cost of 
materials and production of this special hot-dip, char- 
coal wiped wire, we did not believe that it was com- 
mercially adaptable to the farm and poultry market. 

However. things have changed. By use of new and 
more modern equipment and more efficient volume 
production we have solved a part of the cost problem. 
And so, today, “Pittsburgh” Fence 
dealers can offer this same wire that 
always brought a premium price, 
at the same price others ask for 
standard grades. 

The enlarged photomicrographs 
illustrated above plainly show the 
superiority of the “Pittsburgh” 
special hot-dip, charcoal wiped 
galvanizing process. You can see 
that the outer coating of purer zinc 














is uniformly applied, and made an integral part of 
the wire by the bonding action of the intermediate 
coating of zinc-iron alloy. The standard grade wire 
photomicrograph reveals only a single coat of zinc- 
iron alloy. Moreover, the special analysis copper- 
bearing steel wire, controlled in its production from 
ore to the finished roll of “Pittsburgh” Fence, will re- 
sist corrosion and last many years after the protective 
coating has gone. 

“Pittsburgh” dealers have the fence story of the 
year—a premium grade product, 
proved to be better by both the 
microscope and by hard indus- 
trial use, yet sold at the same price 
as ordinary wire! 

Write today for the inside story 
of what “Pittsburgh” dealers are 
saying about this new fence. It’s 
interesting ... Address Pittsburgh 
Steel Company, 1639 Grant Bldg., 
Pittsburgh, Pennsylvania. 
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This display helps you sell a 
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SHARPENING 





Sharpening Stone with every edged tool 


@ Here's a display that helps you tie 
up edged tool sales with Carborun- 
dum Brand Abrasives. Its your 
chance to cash in on the famous Car- 
borundum radio program, now on 
the air for the 12th consecutive year. 
Show the display in your store win- 
dow. Whenever you sell an edged 
tool. sell the stone to sharpen it. 





Tell all your salesmen about this 
extra chance to make profits with 
abrasives. 

Sharpening stones, grinding wheels 
and the complete line of Carborun- 
dum Brand products will be fea- 
tured on the radio program. Use this 
display to help you cash in on Amer- 
ica’s best known line of abrasives. 


THE CARBORUNDUM COMPANY * NIAGARA FALLS, N.Y. 


f 


TUNE IN THE 
CARBORUNDUM 
Serurdays at 


7.30PM. EST. 
Columbis Chale 





This striking, colorful 
display is absolutely 


FREE 


with the No. 767 
Assortment of 12 Popular 
Carborundum Brand 
Silicon Carbide 
Sharpening Stones 















CARBORUNDUM 


ABRASIVE -@@™& PRODUCTS 
a 


Sales Offices and Warehouses in New York, Chicago, Philadelphia. Detroit. Cleveland, Boston, Pittsburgh, Cincinnati, Grand Rapids 


(Carborundum is a registered trade-mark of The Carborundum Company) 
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RIVETS may be small in size—but 
their job is a BIG one—recommend 


and sell the BEST 









The BEST tubular rivets cost so little that it ceases 
to be a worthwhile economy to gamble with their 





quality. A saving in cost usually means a sacrifice in 
efficiency! Rivets made by TUBULAR RIVET & 
STUD COMPANY are true to gauge, thoroughly 
dependable and 100% usable. TR & S RIVETS are 
made to standard — not to a price. It’s to your own 


advantage to recommend and sell only the BEST! 


TUBULAR RIVET & STUD COMPANY 
BOSTON + + + MASSACHUSETTS 





Southern Rep. Western Coast Rep. 
CAVERT AND LIPSCOMB T. C. DE LOACH 

Neshville, Tean. Postal Telegraph Bidg. 

Dallas, Texas San Francisco, Cal. 
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bieyeles will have been sold in the United States. This 
record stands as a tribute to the vision and courage of the 
bieyele industry as a whole; to the manufacturer and the 
dealer site, who are prepared to serve with increased 


facilities the demand that is being created. 


With this record of past success, coupled with the 
kind of hard work that has staged a comeback after the 
lean years, and gone on to “all time” heights in sales, it is 
expected that the coming year will be as prosperous - for 
all of us as the past two. Let’s make 1938 and ever y year 
thereafter a “More Than a Million Bike Year.” 


CYCLE TRADES h OF AMERICA, INC. 


Executive Offices: Chanin Building, New York Cit 
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NEATPAK DOES ae Se * MORE SANDPAPER 


The Modern Way 


TO SANDPAPER PROFITS # 


NEATPAK } 


REG. U. S. PAT. CFF. 


f DISPLAYS - PROTECTS - CONTROLS & 


a 


FO ES 
= : =~ 


setentedh tesa 


NEATPAK shelf displays, with the easy sliding tray, 
suggest and sell sandpaper wherever paints or small 
tools are sold. In addition, every sheet is protected + 
from loss, waste, dirt and damage, giving your cus- a 
tomer clean, presentable sandpaper. And stock con- i 
trol is simple—each grit in its own, plainly marked | 
box makes easy counting and sure checking. it 


Ask your Jobber for NEATPAK, the original sand 4 
paper box packing. j 


BEHR-MANNING 


(DIVISION OF NORTON COMPANY) 


TROY, N. Y. and BRANCHES 


HAI2-+-17 





QUALITY SANDPAPER S SIN CE 18 7 2 
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ATEST government releases from Washington report that Ameri- 
can farmers have more money to spend today than at any time since 
1929 .. . farm income up 743 millions the first nine months of 1937. 

















There’s the market to shoot at. Remember, 5 out of every 6 American 
farms have no electric service — so it’s gasoline powered washers, as 
well as other gasoline powered equipment, that they are going to buy. 


aril Nit 


Government reports also indicate that rural electrification is moving 
slowly — and it will be many years at least before any material num- 
ber of additional farms will be on hi-lines. 


art 
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have to go after them. By all means display models of gasoline powered 
equipment on your floor and in your windows — demonstrate them 
ji to every customer who comes in your store. Orders will be easier to 
get if the equipment you sell is powered by a Briggs & Stratton motor. 


\| 
| 
| | | \ So there’s your market — but these orders won’t come to you — you'll 
} 








One million of these world-famous 4 cycle gasoline motors, now in 
— use on American farms, have earned the respect and confidence of your 
farmer prospects . . . Sell where the money is — out on the R.F.D. routes! 


BRIGGS & STRATTON CORP., Milwaukee, Wisconsin, U. S. A. 





This Selling Statement ‘ , 
for the Scones Who cA Timely Suggestion: Now’s the opportune time to reach your 
E ts a Hi-Line Shortly farmer prospects. See your Postmaster about placing advertising matter 


— furnished you by manufacturers of gasoline powered equipment — in 


There is no need for him to every R. F. D. box in your territory — without addressing or stamping. 


wait for the conveniences and 
comforts of modern appli- 
ances. He and his family 
can have them right now. 
Then, if the hi-line comes, 
these gasoline powered 
appliances can be changed 
over for electricity at small 
expense, and the gasoline 
motors used elsewhere on a 
great many jobs on the farm. 
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ILWAUKEE,WIS.U.S.A. 








BRIGGS & STRATTON 
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COLORS call cectLlomens / 


@ Eye-appeal is buy-appeal! These 
brilliant, color-banded Osborn “Brush- 
Dusters” have it! There are 5 lines. 
Each line has its own striking color 
exclusive 


on raised band ...an 


feature. Full range of popular sizes 





in each line. Osborn top quality at 
sales-stimulating prices. Pep up your 
profits! Ask your Osborn Brush whole- 


saler. If unknown to you, write . 


THE OS80RN MANUFACTURING COMPANY 


5401 HAMILTON AVENUE CLEVELAND, OHIO 
Sales Offices: New York « 


Detroit « Chicago e San Francisco 


A PRACTICAL LINE OF 
QUALITY BRUSHES FOR 


THE HARDWARE TRADE 
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“- 


fllerry Christmas! 








Atlas Photos 


... And well our Christian sires of old 
Loved when the pear tts course had rolled 
And brought blithe Christmas back again 
With all his hospitable train.” 


—Marmion, by Sir Walter Scott 
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Made in 7 Single End patterns 
from 4 to 24” and 2 Double 
End patterns combining 4-6 
and 6-8” head sizes. All are 
heavily chrome-plated with 
polished heads and non-slip 
handle finish. Fully guaranteed. 
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DESIGNED FOR 
MAXIMUM uTILITY 









DEALERS: Ask for reprints 
of this series of 3 ads for 
your salesmen. They can 


SELL with them. 











®@ Crestoloy wrench performance starts in with the Crest- 
oloy steel itself... an alloy developed by Crescent engi- 
neers in collaboration with some of the country’s leading 
metallurgists. This remarkable steel makes possible the trim 
greyhound lines which characterize Crestoloy wrenches. 


With this unusual metal, no longer is it necessary to 





FORGED FROM EXCLUSIVE 


depend upon bulk and massive sections to secure neces- 
CRESTOLOY STEEL 





sary strength. 


And so Crestoloy introduced new trimness and lightness 
in adjustable wrench design, and Crescent’s long tool- 
building experience was put to work to get the utmost, in 


utility and performance, from this improved material. 


Special processing, involving among other things the use 


of new and precisely-controlled heat-treating equipment, 








plays a definite part in producing these superior wrenches. : : 
IN PRE- 
HEAT-TREATED 
CISELY-CONTROLLED 
EQUIPMENT TO EXACTING 
STANDARDS 
vane ret ead a AT 


Next time you buy wrenches, insist on Crestoloy. 


CRESCENT TOOL CO., JAMESTOWN, N.Y. 
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MERRY CHRISTMAS:-— 


The entire staff of HARDWARE 
AGE wishes all hardware men 
and their families a Merry 
Christmas, the merriest ever. 
with many more to come. 


LATE SHOPPERS:- 

By the time this issue reaches 
our readers the Christmas holiday 
gift-selling season will be nearing 
a close. There is still ample time. 
however, to catch the late shop- 
pers with attractive windows and 
suitable advertising. Much of the 
staple hardware stock is highly de- 
sirable for holiday gift promotion 
if provided with suitable atmos- 
phere typical of Christmas. Pack- 
aging gift suggestions appropri- 
ately is a decidedly important 
factor in attracting the gift trade. 
The highly successful holiday 
sellers depend very largely on the 
trimmings with which they bedeck 
rather ordinary, every-day mer- 
chandise such as_ socks, ties. 
garters, etc. Christmas wrapping 
materials are easily obtained as 
are evergreens, holly, bells and 
other suitable holiday decorations 
for your windows and store in- 
teriors. The Nov. 4, 1937, issue of 
HarpwareE ACE had a special sec- 
tion devoted to a two-color presen- 
tation of practical Christmas sell- 
ing ideas. Some of these ideas can 
still be used to attract the remain 
ing holiday trade. 


ICE SKATES:-— 

Ice skating has in recent years 
taken on the extra prestige that 
society can give a human activity. 
Leading hotels, night clubs. ete.. 
are featuring “ice ballets” and 
two or three major motion pic- 
tures have been produced which 
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Just Among 
@}tb s-1-9 hig-y- 


By CHARLES J. HEALE 


Editor, Hardware Age 


were based on the prowess of 
Olympic figure skating champions. 
As a result, the society pages and 
the rotogravure sections are fea- 
luring prominent people enjoying 
the healthful sport. Leading 
clothiers are featuring ice skating 
outfits. In other words, it will be 
a great winter for ice skating and 
therefore a vast market for the 
sale of skates and the closely re- 
lated hockey equipment. This is a 
sport for both sexes of practically 
all ages, with tastes and require- 
ments sufficiently varied to justify 
an active merchandising effort to 
bring a full share of the ice skate 
business to hardware stores. The 
standard lines permit enough va- 
riety for all comers and for all 
sizes of pocketbooks. There will 
he plenty of ice skates sold this 
season both as Christmas gifts 
and for the personal use of pur- 
chasers. As usual, the hardware 
stores that promote this activity 
will reap the profits. 


SKATING RINKS:- 


In addition to the thousands of 
outdoor ponds, rivers, lakes, etc.. 
where folks may ice skate at will 
without charge, there is a steadily 
increasing number of commer 





cially operated rinks. both open- 
air and indoors. The indoor skat- 
ing palaces have a longer season 
than the outdoor rinks as they use 
artificial freezing methods.” Many 
of the commercial rinks have pro 
grams of contests for figure skat 
ers or racers. Many have musi¢ 
and professional skaters to in- 
struct and perform as entertain 
ment features. As a result of the 
increasing number of such rinks. 
ice skating is as available to the 
city dwellers as it always has been 
for those located near convenient 
skating ponds. Skating clubs. 
winter resort hotels, railroads and 
bus lines all feature ice skating 
for health and pleasure. On every 
hand the promotion of the sport 
is widespread and is gaining a 
large number of devotees annual 
ly. The ice skate market is a 
tremendous opportunity for hard 


ware store sales activities. 


HOCKEY:- 


Another factor helping to in 
crease ice skating interest is the 
growing popularity of amateur 
scholastic and professional hockey 
matches. They. too, enjoy wide 
publicity. attract crowds and 
serve to stimulate greater interest 
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“These high-class, low-cost 
wall brushes are just 
what my customers want!” 


fom, UNE 


— GUT Tia — 


BRUSHES 









GET YOUR ORDER IN TODAY 
FOR RUBBERSET'S NEW 


TRADE MARK 


QUICK-TURNOVER DEAL! 


HE average man who does his own painting 
Tacs serviceable brushes at sensible prices— 
and that’s the reason for this new Rubberset Wall 
Brush Assortment! It’s planned and produced to 
give your wall brush turnover and profits a quick 
and lasting. “lift!” 

The bristles in Assortment 937 are all pure 
black China Bristle. They’re selected and mixed 
carefully and expertly. Ferrules are metal, neat and 





trimly-fitted. Handles are finished in two colors 
and the whole brush has a “Big Money” appear- 
ance. The famous, hard-rubber Rubberset Setting 
guarantees long service without shedding bristles. 

Get this Assortment out on your counters soon 
as you can! The big brush-buying season isn’t far 
away. And Rubberset Assortment No. 937—packed 
in a container-display is certain to bring you 
plenty of profits all year round! 


Genuine 


RUBBERSET PAINT BRUSHES 
Sell-on-Sight 


THE RUBBERSET COMPANY e« ESTABLISHED 1873 
56 FERRY ST., NEWARK,N. J. © 37 SOUTH WABASH AVE., CHICAGO ® 1534 SOUTH OLIVE ST., 
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n ice skating. Every local hockey 
team, in schools, clubs, churches, 
Boy Scouts, etc., offers an addi- 
tional selling market for this kind 
of equipment, plus the hockey 
sticks, pucks, shin guards and the 
necessary related sundries needed 
by the players. If you have a 
good local team, a picture of its 
members would help round out 
interest in your window display 
on skates and hockey goods. 


CONGRESS:-— 


The current special session of 
Congress costs the taxpayers 
something more than $225,000 for 
railroad fares alone. Each con- 
gressman is allowed 20 cents per 
mile from his home. As some come 
from Hawaii and many from the 
Pacific Coast, it is natural that the 
transportation bill runs high. Just 
what will be accomplished by this 
special session is very doubtful. 
It is not readily apparent that any- 
thing conclusive will develop that 
will justify the session’s cost and 
commotion. Business in this coun- 
try has had enough meddling by 
government and has heard enough 
debate. There may be some slight 
comfort in the more independent 
spirit shown in Congress, whose 
membership now seems less in- 
clined to “jump through the 
hoop” at executive bidding. There 
have been some encouraging dis- 
cussions suggesting an early re- 
peal or amendment of the undis- 
tributed profits tax and other 
badly needed tax reforms, but 
nothing definite or conclusive has 
happened. The hours-wages mea- 
sure may come to vote, but at 
present it is difficult to under- 
stand what final form it will take. 
Even among labor leaders there 
is a lack of enthusiasm for this 
measure although it is the real pet 
of many within the Administra- 
tion’s inner circle. 


LABOR PEACE:— 


If news reports are accurate, 
William Green of A.F.L. and John 
Lewis of C.I.0, are about to make 
peace and exchange Christmas 
cards. The reported bartering for 
terms of armistice do not encour- 
age the hope of any early merger. 
but do suggest a continued truce. 
The public will be better served 
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with a single organized labor fac- 
tion and labor itself should be 
benefited by such a move. Ad- 
mittedly a coalition would give the 
labor group a greater numerical 
strength than it ever enjoyed be- 
fore, but under such circumstances 
there might comesome much needed 
housecleaning. There would be at 
least an apparent point of respon- 
sibility which is sadly lacking at 
present. Business would deal with 
one known spokesman and not be 
bedeviled in the cross fires of in- 
ternal labor strife that gave both 
A.F.L. and C.1.0. the convenient 
expedient of being able to blame 
each other for any disorders, 
strong arm methods and outlaw 
strikes. 


RETAIL UNIONS:— 


The effort to unionize retail 
clerks continues by both of these 
leading labor organizations. Retail 
hardware men will probably con- 
tinue to show a strange indiffer- 
ence toward this subject, until 
they find their own stores picketed 
and the professional agitator-or- 
ganizer on the doorstep. That is 
not the time to work out a proper 
procedure. At that point the fight 
is on and in too many localities 
the political strength of labor 
gives the pickets the better of any 
appeal to the police and other 
authorities. Picketing is going 
farther and farther in its unfair 
arrogance. 


THE PUBLIC:— 

A West Virginia reader sug- 
gests that the great American 
public band itself into a special 
union and wield its great numeri- 
cal strength in a fight for self- 
preservation against the inroads 
of labor unionization. He says in 
part: “Since this country has gone 
wild on joining a union, and since 
there seems to be no limit to 
labor’s demand, especially from 
the radical end of labor, the thing 
to do, as the writer sees it, is to 
form a union that is a union, in 
reference to numbers. The great 
American public, that seems to 
be always taking it in the neck, 
could form a union for the sole 
purpose of protection. Thousands 
upon thousands of Americans, far 
outnumbering any union, and the 
mainstay of this Republic, are to 


be found year in and year out, 
laboring diligently to lay up for a 
rainy day and doing all this with 
very little complaining. But it 
seems as if this great army is get- 
ting tired of being shoved around 
and told to do this. that and the 
other thing. And an answer to all 
this can be worked out, for this 
proposed union, if it is ever 
formed, would be for mutual pro- 
tection from haywire people of 
every description. It is just a 
question of time until this great 
army will have to protest against 
unjust taxation. Either that or our 
blood is just mere rain water.” 


HOUSING:-— 


There is an obvious need for 
more home building. An active 
building program would greatly 
improve general business condi- 
tions and stimulate the sale of 


builders’ hardware and _ related 
building materials. Based on 


previous experiences with govern- 
nent financing and promotion, a 
program managed, operated, and 
financed by private capital would 
probably have more appeal to 
business men. But as the next 
best thing a government-inspired 
program is worthy of support. 
The biggest hurdle such a cam- 
paign faces are the unreasonably 
high labor costs forced by the 
building trades labor groups. 
Many building materials are too 
high, although this could not be 
said of builders’ hardware based 
on its present cost of production. 
The latest data from Washington 
regarding probable developments 
to encourage building is to the 
effect that they have not gotten 
beyond the stage of discussing 
mortgage interest rates and simi- 
lar details. Such matters as labor 
costs have been mentioned but 
that is all. Whether government 
or private initiative sponsor the 
much needed, proposed home 
building campaign, the major ob- 
stacle to overcome will be the 
wage structures imposed by build- 
ing trades unions. And to date, 
the present Administration has 
been so strongly pro-labor that it 
is difficult to foresee an immediate 
adjustment of these labor costs. 
Until they are adjusted, a wide- 
spread building program will be 
hampered from proper progress. 
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By ADON H. BROWNELL 


Chapter 16—Intermediate Course 





Jamb-Floor and Checking-Floor Hinges 


N the preceding chapter you 
learned about the 
types of butts. Continuing the 


various 


same general outline, we will now 
consider other types of hinges used 
commonly in residence work. 

Inasmuch as a complete chapter 
will be devoted to kitchen cabinet 
hardware, shutter hardware and 
screen hardware we will discuss 
hinges for those types of openings 
later. 

Right now let us take up doors 
First let 
us consider single (Fig. 1) and 


hung on spring hinges. 


double acting spring hinges (Fig. 
2) of these ty pes. They are manu- 


factured but seldom = stocked in 








Fig. 1 


brass and bronze. All larger deai- 
ers do stock them in the mere 
popular sizes in black and plated 
steel finishes. 
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These types require a hanging 
strip and the detail illustration 





Fig. 2, 


will show just what I mean by 
hanging strip. The springs are en- 
cased in the knuckle or barrel of 
the hinge. The amount of spring 
power is adjustable by turning up 
the spring tension to the desired 
power. 





In later years manufacturers 
developed the type of hinge shown 
in Fig. 3 to eliminate the need of 
a hanging strip as shown below. 
It made for simpler application 
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Fig. 3A 


and widened the openings. A great 
many dealers then discontinued the 
old style from their stocks. 

Of lesser use among most deal- 
ers are the spring butt hinges, Fig. 


= 


FO sont Nero SH, 





Fig. 4 


1, and the pivot hinge shown in 
Fig. 4A. 

As space permits only describ- 
ing in detail the more popularly 
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used items, I would suggest that 
each student use the catalog of the 
manufacturer from whom his firm 


turers in this chapter, a great 
many of them make a floor hinge 
like the one shown in Fig. 5. It 


Another word of warning. On 
doors over 184 inches thick it re 
refer 





quires a larger size hinge 


is inexpensive and practical. Every 
hardware store | imagine carries 
some for sale. You should carry 
them in your stock in the various 
finishes you sell. 


There are many _ intermediate 
grades of this type from the cheap- 
est to the most expensive. In fact. 
there are too many grades for 
most dealers to stock. Many suc- 





Fig. 8 





Fig. 4A ; . 
. to your manufacturer's catalog for 


sizes. 
Floor type hinges, such as are 





is buying in order to more thor- 
oughly study the merits of these 


various types. Fig. 6 shown in Fig. 8, are sometimes 
, used. 

cessful dealers stock the lowest Several suggestions were made 

price type and the highest price in Chapter 3 of the Elementary 

type. Fig. 6 shows one of the Course as to the value of selling 


higher priced models. Also in this 
best grade it is well to stock them 








Fig. 7 
Fig. 5 Fig. 9 
too with jamb plates (Fig. 7) 
As you can quickly observe where it is desired to screw them checking floor hinges such as is 
from the comparative list of manu- to the jamb rather than the floor. shown insFig. 9. These are made 
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Published in the December 16, 1937, issue 
77) oo | x 
& aif |i 42 ike 
Require ~ . pd a. 3 | gS 
Type Hinge Action Hanging — “8 8s ts eo | = 
Strip Ho | SE | Bo & |» 
| E bo | a: S oo 8B | 5 
| 3.9 | 5 3.8 é | go 
am | om] of A, mS 
_Jamb Hinge Single | Yes - | Adjustable Spring 0 2002 
Jamb Hinge | Double | Yes 4 Adjustable Spring 29 2001 
Jamb Hinge Single No ; | Adjustable Spring | 3000 9002 
Jamb Hinge Double No y | Adjustable Spring | 3029 9001 
Floor Hinge Double| No ‘| No 4200 "| 5050 17001 400 
Floor Hinge Double | No ~~ | Adjustable Spring | 4000 5010 8001 400 204 
Floor Hinge | Double | No ; az Adjustable Spring 15 4001 401 
Floor Hinge Double Cement Plate e | Adjustable Spring 15J J4001 | 401X0400 
Light Floor Hinge | Double | No . | Checking 
Medium Floor Hinge : Double | e | No Checking H71 | 
"Heavy Floor Hinge | Double | No a Checking H72 | 
aes 2 iat = | — 2 
Medium Floor. Hinge | Single “No ee, Checking 88 
Heavy Floor Hinge Single | ‘No | Checking 8814 











* This manufacturer makes these hinges but uses different numbers for each size. 





in both single and double acting. fair to every manufacturer. It is 





The hinge just recessed into the 
floor contains the spring and a 
liquid controlling device which 
regulates the speed with which the 
door closes. This speed can be 
adjusted to faster or slower closing 
by means of an adjusting screw in 
the floor plate. 

The more popular sizes for resi- 
dence use are given in the com- 
parative list accompanying this 
chapter. This type of hinge is 
more extensively used in larger 
sizes for public buildings and will 
he discussed later. 

Every effort is being made 
throughout this entire study to be 


30 


the desire of the publishers and 
author to present an impartial pic- 
ture of the builders’ hardware in- 
dustry. 

However, the next hinge we 





Fig. 10 


want to study is only made by one 
manufacturer so certainly no one 





Fig. 11 
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st. for Jamb-Floor and Checking-Floor Hinges 


Note—While every care has been taken, we 
assume no responsibility for correctness of these 
comparisons furnished by the manufacturer. 
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Note—Where no manufacturing number given, they do not make that particular hinge. 





can complain that we are showing 
partiality in mentioning that 
manufacturer’s name. It is the Soss 
Manufacturing Company, Roselle, 
N. J., makers of invisible hinges. 
Examples of the hinges are shown 
in Figs. 10, 11 and 12. 

These hinges are absolutely in- 
visible when the door is closed and 
give a most desirable effect under 
many conditions. Sagging is elim- 
inated as is the usual unsightly 
crack at the hinge side of the door. 
They have no projecting parts. Or- 
dinarily they are stocked in one 
finish and in about six sizes. The 
smaller sizes for cabinet work are 
most often called for. The Soss 
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Mfg. Co. also makes invisible 
hinges for special conditions and 
I recemmend your referring to 
their catalog for further informa- 
tion. 

To continue the comparative 
schedule idea used in previous 
chapters you will find a compara- 
tive schedule on these pages of 
HarpwareE AGE of those items we 
have been discussing. 

From this chapter and the one 
preceding it you should acquire a 
good working knowledge of butts 
and hinges. In our next chapter 
we will take up lock construction. 
It is a decidedly interesting sub- 
ject. 
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Interior view of the new Leeson store. 
Wide aisles make it easy for customers. 


A “Preview Brought Crowds to 


R. L. Leeson & Sons Co., Elwood, Ind., used 
this method of attracting the attention 
of both prospects and patrons to the 
fact that it had modernized its store 


a leisurely fashion the previous 
evening. 
Ten thousand box holders, in the 


local post office, received invita- 





NVITING people to an even- 
ing inspection or “preview” 
of a remodeled hardware 
store—particularly a big store 
always has great appeal, in a 
smaller city. When free gifts are 
offered to all visitors and the idea 
is put across that high pressure 
selling will not be tried, public 
interest is even keener. With 
these thoughts in mind, the re- 
modeled hardware store operated 
by R. L. Leeson & Sons Co., El- 
wood, Ind., department store 
owners, was thrown open for in- 
spection on Friday evening, March 
26 of this year. 

Business, in the hardware de- 
partment,—which is located in its 
own building—has been steadily 
increasing over a period of years 
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and the improved fixtures and bet- 
ter store plan are helping to con- 
tinue this trend. A member of the 
Leeson organization says, of the 
opening, “Approximately 25 firms 
cooperated with us by having 
representatives here for the open- 
ing night. At that time no stress 
was placed on closing sales, al- 
though there were a few sales 
made. Our main object that night 
was showing customers through 
the store and meeting old acquaint- 
ances from other cities. There 
were several thousand people in 
Favors 
and souvenirs were given to all 
who called.” As a result of the 
“open house” many people re- 
turned on Saturday to purchase 
merchandise they had inspected in 


our store that evening. 


tions to the opening in the form 
of eight-page broadsides, of the 
same size as a daily newspaper. 
The front page suggested that 
people, “Come Friday 
and Then—Come often!” and de- 
clared that the remodeled hard- 
“A master stroke 


Evening 


ware store was, 
in modern merchandising! A mag- 
nificent mart of dependable qual- 
ity!” Further, the ad stated that. 
“Aisle after aisle reveals in pleas- 
the dis- 
tinctive—the correct major equip- 


ing succession—the new 
ment for the modern home—for 
the farm 
the shop 
the athlete 
its here!” 


~— for the mechanic—for 
for the sportsman—for 


If it’s dependable 


In keeping with its own modern- 
ization activities the company’s 
broadside urged the moderniza- 
tion and repair of 
homes. There was an outline of 
the firm’s history, congratulatory 


customer s 
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Tables and shelving are of the proper 
height—everything easy to see and reach. 
e 


This Remodeled Store 


messages from manufacturers of 
lines handled and some “specials” 
There was usually 


were offered. 
a fair and convincing outline of 
the reason for the “special.” 
Throughout the broadside were 
convincing reasons for remodeling 
rooms, buying more modern major 
appliances, repainting, re-roofing 
and the replacing of worn screens 
and outmoded plumbing. Much 
of the modernization material was 
in editorial or 
One editorial type item called at- 
tention to construction improve- 
ments and emphasized the fact that 


news item form. 


many former “luxury items” are 
now offered at the “budget level” 
of the average home-builder. — In 
part it said, “These 
haven't been limited to the gadget 
type of construction, either. Most 


advances 


of them serve a practical purpose: 
all of them add materially to the 
comfort of any home. 

“Many of these developments 
have been made in actual construc- 
tion methods and materials, de- 
signed to actually make building 


DECEMBER 16, 1937 


less expensive. These are the step: 
that have made it possible to build 
more houses and better houses 
during this next period of build- 
ing expansion.” 

The remodeled store of R. L: 
Leeson & Sons Co.. is located in a 
building of its own, adjoining the 
firm’s department store building. 
The entire layout was designed 
and executed by members of the 
staff of W. C. Heller & Co., Mont- 
pelier, Ohio. New wall fixtures 
were installed, each unit being of 
a height making merchandise 
easily accessible to people of aver- 
age height. The Heller organiza- 
tion supplied all of the new dis- 
play tables and platforms, com- 
partment glass and shams for the 
base ledges, and built special booth 
arrangements for separate displays 
of plumbing items. Wherever 

step-up displays are 
Shams convert the base 


practical, 
tilized. 

ledges of some of the display units 
into double decker displays, en- 
abling the sowing of smaller item: 
otherwise be 


which would not 





This Firm: 
Remodeled entire store, 


installed new fixtures and 
widened the aisles. 


Held an evening inspec- 
tion or “preview.” 


Distributed over 10,000 
eight - page, newspaper- 
sized invitations to the 
event. 


Had about 25 representa- 
tives of cooperating firms 
on hand for the opening. 


Distributed souvenirs to 
all those who attended. 











adapted for such display.  Plat- 
forms for higher units of sale, 
such as radio sets, washing ma- 
chines, are placed between table 
units. Only small items of value, 
which are 
shown on glass topped cases. Ad- 


easily, pilfered are 


justable shelving provides consid- 
erable flexibility in the use of 
wall units. 

The tops of wall cases are util- 
ized for showing bicycles and othe: 
bulkier wheel goods, ete. Wide 
aisles, adequate lighting and the 
alternate placing of tables and 
platforms permits a clear view of 
all sections of the store and en- 
courages and facilitates free traf- 
fic circulation throughout the de 
partment. 

The hardware department of the 


(Continued on page 96) 
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It's Last Call for Christmas 
Window Displays! 


INE days more and Christ- 
mas will be here! This 
means that you have seven 


days left in which to sell Christ- 


mas merchandise. eight days in 
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which you can concentrate on 
window displays and __ interior 
decorations as a means to in- 
creased holiday sales. There 


isn’t much time left but, if you 
proceed along the proper lines, 


can make every single day 


you 
count. 
Many firms arrange a single 


display or series of displays for 
the Christmas season and let it 
go at that. Other firms change 
displays during the season and 
give the public something more 
to think about. It all depends on 
your stock, vour display man and 


“ 
< 
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your facilities for display as to 
which is the better method. Gen- 
erally speaking, we’d say that the 
firm that shows most will sell 
most in the long run. That’s the 
reason behind our showing two 
series of Christmas window dis- 
plays during the same season. 

In the preceding issue we con- 
centrated on toys and sporting 
goods. You just have to feature 
toys if you carry them. It’s the 
toy season par excellence, the sea- 
son during which toys are of 
paramount importance. And, in- 
cidentally, it’s a banner time for 
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sporting goods in the bargain. 
Such being the case, we are fea- 


turing a combination toy and 


sporting goods window in_ this 
issue. 
But suppose we dismiss this 


subject for a paragraph or two 
and regard the first display shown 
on these pages. This window is 
devoted to a varied line of elec- 
trical goods ranging all the way 
from such major items as washers 
and Christmas 
tree bulbs and flashlights. You 
can get a pretty good picture of 


refrigerators to 


electrical gift possibilities by look- 
ing at a window display of this 
type. Its well worth studying. 
And it would be decidedly worth 
while to “go thou and do like 
wise.” 

This 
window is of the symmetrically 
Each side of the 
that it 


The 


electrical goods display 
balanced type. 
arranged 
other — side. 


window is so 
balances the 
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washer adds weight to the left 
side but the refrigerator adds just 
as much to the right side. The 
lamps do the same and the mer- 
chandise featured on the plateau 
is arranged in symmetrical fashion. 

The Harpware AGE interchange- 
able fixtures used in this window 
are admirably adapted to the bal- 
anced effect which has been pro- 
duced. And even the wreaths in 
the background serve to enhance 
the general idea. Neutral colors 
should be used for the fixtures and 
it might be well to use shades of 
brown or tan in view of the fact 
that 
cient background for the metallic 


gray would not give sufh- 


finished articles which constitute 
<0 great a part of the display. 
The wreaths. of course, should be 
of holly and the background for 
the lettering in red should give 
sufficient color. 

The other window is of a dis 


tinctly different tvpe. Devoted 
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primarily to toys and sporting 
goods, it is arranged in unbal- 
anced fashion. Pedestals of dif 
ferent heights are used and a mass 
effect has gained on the right by 
the use of the Christmas tree and 
fireplace. The window speaks for 
itself and is full of color l'ree, 
fireplace and sign at the rear give 
the dominant color notes of red 
and green. This being the case, 
it might be well to use either a 
shade of gray or light green for 


the fixtures. 
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The town did not have 
a newspaper of any 
kind so the M. P. Scott 
Hardware Co. filled 
the demand. Now 





D. E. Scott at the “case.” He knows 
all angles of the printing trade. 


2 


This Hardware Firm Issues | 
the Only Newspaper | 
in Dodson, Texas. 





SERVICE 


BAP. Saote CER? { 


re ae i YHERE are many towns in 
Blarcware ™ Wews the United States which do 
pee ________ DE DSON, TEXAS arse aE not possess a newspaper. 


DOVE HUNTERS HAVE A BUSY MONTH And there are many hardware ' 
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ee ee meee erento being autos br, ware Co. of Dodson, Texas. The 
M. P. Scott Hardware Co. wanted 
to advertise, but there didn’t hap- 














pen to be a newspaper in Dodson. F 
Therefore the firm published one 
of its own. ; 
' All this started about a year e 
pont Rigs a ago. Today the firm finds that its 
the reader some venture has been both a profitable 
valuable informa- and popular one. It is profitable ; 
pea Forte aoe because the firm has been able to ki 
tion for the firm. L reach the townspeople of Dodson i 
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Sample pages of The M. P. Scott Hardware 
News. It's an eight-page mimeographed 
publication that fills a decided local need. 


and the inhabitants of the outly- 
ing rural districts with its mes- 
sage. It is popular because the 
people who receive the paper like 
it and find it decidedly interest- 
ing. And, incidentally, the cost 
will amount to one-half of 1 per 
cent of the gross sales of the store 
per year. 

The M. P. Scott Hardware Co. 
has been operated by M. P. Scott 
since 1929. In 1934, D. E. Scott, 
son of the proprietor, purchased 
an interest in the business. The 
younger Mr. Scott had had con- 
siderable experience in newspaper 
advertising work and had been 
identified with the newspaper bus- 
iness for about 10 years. It was 
only natural that he would en- 
deavor to find an outlet for his 
newspaper experience. This de- 
sire together with the fact that 
there was no newspaper in Dod- 
son resulted in the publishing of 
the firm’s own newspaper, The 
M. P. Scott Hardware News. 

The Hardware News is an eight- 
page paper printed on a mimeo- 
graph machine and has a page 
size of 81% by 11 inches. It has 
a circulation of approximately 


2000 and is mailed to box-holders 
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on the rural routes within a radius 
of 20 miles. And it has done a 
good job according to the follow- 
ing statement by D. E. Scott: 

“We have been using this meth- 
od of advertising more or less 
regularly for about a year, and 
believe it is very effective. It was 
adopted because we have no news- 
paper in this small town, but now 
that we have tried it, we prob- 
ably would use it in preference to 
newspaper advertising if it were 
available to us.” 


A Valuable Paper 


The foregoing expression of 
opinion leaves little or no doubt 
as to the value of the publication. 
It may have started out as an ex- 
periment, but it certainly has been 
a successful one. And we might 
add in this connection that the 
early issues of The Hardware 
News were only of four-page size. 
Today they are double in size. 
That tells the story of its effi- 
ciency and popularity. 

The front page of the paper va- 
ries as to content. One issue will 
contain an editorial of “Roads,” 
an intimate column entitled “The 















Old Timer” and a number of local 
items of interest. Another will 
contain a homespun fable and still 
another a poem. The latest issue 
to come to our attention carried 
a two-column article on “The Oil 
Heater Question” which described 
the working of various types of 
oil heaters and incidentally re- 
minded the readers that the M. P. 
Scott Hardware Co. was well 
equipped with oil heaters and was 
in a position to supply the needs 
of the entire section. 

The second page is usually dom- 
inated by an editorial on local 
conditions. Some of these edi- 
torials take a good, healthy punch 
at local abuses, particularly the 
subject of roads. After several of 
these road editorials the August 
issue announced the fact that 
about 15 of the local leaders had 
banded themselves together and 
called upon the local judge and 
commissioner demanding that the 
roads be improved. In the words 
of the editorial: “We got some 
of the finest, freshest promises 
you ever saw. If those fellows do 
all they said they would, we'll 
have some roads that will be near- 
ly as good as Childress County 
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has.” It would seem that The 
News carries considerable weight 
and occupies a real place as an 
arouser of public opinion. 

Commenting on the editorial 
page and “The Old Timer” col- 
umn, Mr. Scott says: “We have 
found that rather strongly worded 
discussions of local conditions 
cause much comment and, not 
infrequently, some desirable ac- 
tion. Of course, we try not to 
offend potential customers, but the 
efforts as ‘the people’s champion’ 
appear to be worth while. ‘The 
Old Timer’ feature, when left out 
of one issue, brought a hundred 
or so protests. Our efforts are not 
so much directed toward selling 
goods as in keeping our store’s 
name before our customers—so 
that when they need hardware, we 
are the first dealers they think of 
—at least that is our hope.” 


Local Interest 


Local items are to be found on 
practically every page. Mr. Scott 
realizes that there is nothing that 
appeals more to the average man 
than the sight of his name in 
print. And he certainly succeeds 
in satisfying that appeal. Men- 
tion a man’s name in a paper and 
he immediately takes an interest 
in that paper and continues to 
read it in the hope of finding his 
doings chronicled again. 

Advertisements appear through- 
out the paper, but they never 
dominate the pages. They are 
there for reminders and sugges- 
tions. In other words, the news 
carries the advertisements and lo- 
cal items never appear in sec- 
ondary positions. 

Every so often there will be an 
article or an item of a specific 
nature which carries a quiet boost 
for the store. Here’s an example. 
It appeared in the May issue un- 
der the title of “Service”: 

“This word ‘service’ is much 
used, misused and often abused. 
It’s a favorite of jack-leg, rough- 
and-tumble mechanics and _ jacks- 
of-all-trades-masters-of-none. But 
it’s a word for which there is no 
synonym. 

““ ‘Service’ was originally meant 
to designate or indicate a labor 
performed for the benefit of a 
customer whose own technical 
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skill was inadequate for the task. 
It is a business originated to 
make it unnecessary for every 
man to be a mechanic, an elec- 
trician, a radio expert, a physi- 
cian, a carpenter, etc., all in one, 
before he could receive the 
advantages of modern life. But 
now ‘service’ is too commonly a 
labor performed by a _ boasting, 
bluffing incompetent for his own 
pecuniary benefit and, as a rule, 
to his customers’ added expense 
and grief. 

“Service? being the  over- 
worked word that it is, there have 
arisen establishments advertising 
‘super-service, under various ex- 
travagant adjectives, as being a 
type of service with extra trim- 
mings. Usually the customer gets 
the trimming. 

“Too many concerns operating 
to perform a service for the pub- 
lic, take advantage of their cus- 
tomers’ lack of technical knowl- 
edge —talk in pseudo - technical 
terms, charge two or three prices 
for work which is either unneces- 
sary or is not done at all, and put 
in all the repair parts the traffic 
will stand. 

“Such unethical and rascally 
conduct has left thousands of hon- 
est service men in all lines with 
no suitable descriptive words for 


the work they do—unless we get 
back to the simpler words and 
call it ‘Honest Service.’ 

“That’s the kind we try to do 
in this store. Honest work at 
honest prices, and not a nickle’s 
worth of repairs you don’t need. 
All kinds of tractors, plows, 
binders, windmills and pumps, 
almost any sort of mechanical 
contrivance can be handled in 
our shop, and our recently in- 
stalled radio service is just an- 
other kind of service work we are 
prepared to handle to your satis- 
faction. And, of course, we guar- 
antee satisfaction on every job.” 

Rather an illuminating article 
don’t you think? The kind that 
should open a customer’s eyes and 
keep him alert as to what is go- 
ing on around him. And it’s a 
good bit of .advertising for the 
M. P. Scott Hardware Co. in the 
bargain. 

Just what have been the defi- 
nite, concrete results produced by 
this paper and what benefits has 
it brought to its publishers? Those 
are questions we wanted to know 
and those are questions we asked 
D. E. Scott. Here is what he has 
to say upon the subject: 

“The only system we have ever 
used to check up on results has 


(Continued on page 94) 
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Window Trimmer: “Back up a bit, boss, and you'll get the full effect.” 
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Fences are made 
better today. 7 i Bere 
These are facts rae 5 ee 
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Sell: More Fence! 








Farm Market Buying Power 


“ul Fy important part of the hardware business of this country 

comes from sales made to farmers. At the present time 
farmers have greater buying power than ever before, and, due 
to radio, advertising and hard surface roads, have a more 
intimate knowledge of home comforts. That the farm market 
has never been scratched in a great many lines sold through 
hardware channels has been clearly shown by every study 
made of farm conditions. A recent study by the Agricultural 
Outlook offers the following sales opportunities ideas: ‘Only 
20 per cent have sinks and drains; only 17 per cent have even 
: cold water piped into the house; only 6 per cent have piped 
: hot water; only 9 per cent have flush toilets; 8 per cent have 


furnace heat and only 4 per cent have either gas or electricity 
for cooking.’ These figures, of course, represent national aver- 
% ages. Local conditions will vary, but the best will not even 
reach twice the average figures. This being the case, there is 
: an impressive farm market available for hardware store outside 
Rs selling activity..... 
BS: “Roger Babson, internationally famous statistician and pro- 
phet, has recently offered some very optimistic comments on 
" increased buying power. He says: ‘Farmers will average $24,- 
000,000 more per week this year than last—a $9,000,000,000 
income, 15 per cent ahead of last year—best since 1929]’” 


—HARDWARE AGE, December 2, 1937 
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Fence for every farmyard means 
sales for the hardware dealer. 




















r \ HE many claims and coun- 
ter claims made about im- 
proved fence qualities dur- 

ing the past year or two perhaps 
have been more confusing than 
informative, but one important 
fact remains—fences, have been 
improved in quality. 

The writer, although associated 
with the manufacturer of one of the 
new era fences, is glad to recog- 
nize that there are other greatly 
improved and very good fences. 
An effort will be made here to dis- 
cuss in an informative and un- 
biased way, the more notable of 
these recent developments. 

As a matter of fact, the standard 
grade of fences were pretty good 
before these latest improvements 
came along. When built of the 
proper weight of wire for the pur- 
pose, and properly maintained, 
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they have given fully satisfactory 


service. Many a time a farmer 
has complained to me about a fence 
that was rusty but still giving ser- 
vice, and which he put up “only a 
few years ago,” then after scraich- 
ing around in his memory, recalls 
that it was built the year after 
Johnny was born and now John is 
24 years old. 1 have delved into 
the histories of many an old fence, 
and marvelled at them. An in- 
stance: a No. 9 gage fence in ex- 
cellent condition that I suspected 
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world shortage of zinc which 
forced all manufacturers of galvan- 
ized products to limit the amount 
of zinc applied. Therefore fences 
made during that period showed 
rust sooner than normal. Thus to 
whatever extent the durability of 
standard quality fences suffered in 
the period roughly from 1910 to 
1920, this was due to factors be- 
yond the manufacturers’ control. 

The chief improvements that 
have been made in fences as the 
result of the deliberate efforts of 
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Fences are needed for pastures—in fact for every place where 
cnimals are kept—and the dealer should get his quota of sales. 


had served a long time; the pres- 
ent owner said it was there when 
he got the farm 22 years before; 
the former owner, retired, well 
past 70, was found on his front 
porch in town with his middle 
aged wife. He recalled that the 
fence was built “the summer be- 
fore the children’s mother died,” 
and that was 34 years ago. 

Just two points of information 
about the quality of early fence. 
The eastern ores used 25 or more 
years ago contained copper. Early 
steel was copper-bearing by chance, 
not by design. It was not until in 
the early 1920’s that metallurgists 
fully accepted the belief that cop- 
per-bearing steel resists atmos- 
pheric corrosion. Therefore there 
was a period between the intro- 
duction of the non-copper content 
Lake Superior ores and the con- 
scious adding of copper to steel 
when fences did not have the bene- 
fit of the corrosion resistance of 
copper content. 

The other point is that during 
the World War period there was a 
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steel metallurgists have occurred 
since about 1922. In fact, this ap- 
plies broadly to the entire steel 
industry. Before that time, most 
steel was either “mild steel” or 
“hard steel.” Today there are 
literally thousands of analyses of 
steel, each custom made for some 
specific job. 

First of the important improve- 
ments in fence wire was the grad- 
ual adoption by one manufacturer 
after another of copper-bearing 
steel. This transition was approxi- 
mately complete by 1930. Most 
manufacturers today identify their 
fences as copper-bearing. 

The next development occurred 
along about 1924-1925, when a 
wave of advertising heralded a 
number of new trade names for 
galvanized coatings. There was 
a lot of publicity “smoke,” but out 
of it all, standard grade fences 
stepped up permanently to better, 
more heavily galvanized fences. 

Copper content steel having 
been established as desirable for 
service in the atmosphere, and with 


steel mills making hundreds of 
special amalysis steels for many 
purposes, efforts were made to im- 
prove upon the steels for fence. 
Twenty years ago, fence wire was 
just fence wire. (Today, in many 
mills, special steel is custom made 
for fence—the exact analysis of 
steel that possesses the most de- 
sirable combination of qualities to 
make finished fences by our proc- 
esses.) Many technical improve- 
ments have been made that because 
of their scientific character are not 
susceptible to wide publicity. 


Bright Coated Wire 


The development that has at- 
tracted much attention the past 
year or two, has been the bright 
coated fence wire as contrasted 
with the dull, dark zinc color char- 
acteristic of the standard fences of 
the previous decade. The mer- 
chandising advantages of brighter 
finished fences have been appreci- 
ated for some time. (In a case or 
two, bright finished fences were 
offered several years ago, but as 
that brightness at that time was ob- 
tained at the sacrifice of quality 
they soon disappeared. ) 

The first of the new group of 
quality galvanized fences was the 
electro-galvanized fence. There 
are two processes of electro-gal- 
vanizing employed in making gal- 
vanized wire for fence. Both of 
these processes are considerably 
advanced in all respects when com- 
pared with the electro-galvaniz- 
ing as known in this country for 
some years and is employed in 
Europe. Each of the processes 
make possible electro-galvanized 
wire for fence by the use of large 
scale equipment and high density 
electric current. 

In both of the recently devel- 
oped processes of electro-galvan- 
izing of wire, electric current is 
passed through a zinc-bearing 
electrolyte to the steel wire as the 
cathode, thus depositing zinc upon 
the wire. The zinc may be in 
solution in the electrolyte, having 
been leached directly from the 
zinc-bearing ore, or may pass into 
solution from zinc which serves as 
the anode. These electro-galvan- 
izing processes, like any galvaniz- 
ing process whether it be hot or 
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electrolytic imposes rigid require- 
ments as the steel wire must be per- 
fectly clean, also free from any 
minute cracks, seams or anything 
that will interfere with the coating 
process. 

With these requirements met, 
the zinc coating deposited is uni- 
form and of high purity, analyz- 
ing 99.99 per cent pure zinc. The 
natural ductility of pure zinc thus 
permits fabrication of electro-gal- 
vanized wire into fence with almost 
complete freedom from any crack- 
ing in the surface of the zinc. An- 
other advantage of electro-galvan- 
izing, is that the amount of zinc 
deposited on the wire can be ac- 
curately controlled based upon the 
time that the wire remains in the 


bath. 


Other Developments 


The other developments in qual- 
ity bright coated fences are all 
modifications of hot galvanizing 
wherein the steel wire is passed 
through baths of molten zinc. 
Zinc has an affinity for steel and 
at its hot galvanizing temperature 
(from 800 to 940 degrees), which 
is still far below the melting point 
of steel, it will amalgamate with 
the steel forming a medium weight 
coating of zinc-iron alloy (3 per 
cent iron). Zipe containing this 
amount of iron takes on a dark 
appearance. Also any zinc, even 
pure zinc, exposed to the air at 
high temperatures takes on a dull 
or tarnished finish due to the form- 
ation of a thin oxide surface. 
Therefore, the problem of obta‘n- 
ing a bright coating by any hot 
galvanizing process is a matter 
first of keeping down the iron con- 
tent in the zinc, and, second, of re- 
ducing the temperature of the zinc 
as it leaves the hot bath and before 
it contacts the air. Water cooling 
at this point will make bright gal- 
vanizing, but it is not satisfactory 
for fence wire because the zinc 
coating is brittle and unless very 
thin will crack and flake in fabri- 
cation. 

One of the new hot galvanizing 
processes employs one immersion 
of the wire in a normally hot zinc 
bath for the formation of the zinc- 
iron alloy coat, then a short im- 
mersion of the wire in a bath of 
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pure zinc kept at a lower tempera- 
ture, just hot enough to keep the 
zinc molten. Thus this second 
zinc coating has a low iron content, 
and very little air tarnishing; also 
because of its relative purity, it is 
ductile enough to fabricate into 
fence satisfactorily. It is claimed 
also that by immersion in a third 
and other additional baths a coat- 
ing of almost any desired thick- 
ness can be applied. 

A second process approaching 
the brighter finished fences is one 
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to the alloy coating which in turn 
is bonded to the steel. 

This later process as such is not 
new. In fact, it has been used for 
many years for special galvanized 
telephone wire. and special gal- 
vanized fences for railroad and 
industrial buyers at a premium 
price. Through the development 
of a special analysis of steel to re- 
ceive this coating, and larger pro- 
duction equipment that keeps 
down the per-ton labor cost, fence 
made of this quality of galvaniz 
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Barnyards and chicken farms need new fences from time to time 
and the hardware store should be in a position to supply it. 


employing a controlled atmos- 
phere (deoxidized) cooling cham- 
ber for the wire as it leaves the hot 
zinc bath to prevent the tarnish- 
ing or darkening of the finish due 
to exposure to the air while hot. 
This process has not yet reached 
the commercial production stage. 

A third process of bright hot 
galvanizing is that known as “char- 
coal wiped wire” in which the wire 
is passed through a bath of high 
purity molten zinc where it takes 
on, first, a zinc-iron alloy bonding 
coat, and as the wire is drawn 
vertically from the bath it passes 
through a bed of finely ground 
charcoal. The pure molten zinc 
that clings to the wire as it leaves 
the bath, somewhat as molasses 
would cling to a pencil, cools and 
“freezes” as it passes through the 
oxygen-free charcoal bed, and 
emerges a smooth, bright, uniform, 
tarnish-free outer coating, bonded 


ing is one of the new bright fin- 
ished fences available to the mer- 
chant trade. 

All of the new fence develop- 
ments discussed here are marke:l 
improvements over the former 
standard hot-dipped, air-cooled 
galvanized fences. The farmer or 
other fence buyer today can get 
better value, longer lasting fences 
than ever before in history. Also. 
there is a substantial revival of in- 
terest in fences. Fences are now 
moving in increased volume, and 
it certainly looks as if the long de- 
layed fence building boom is get- 
ting under way. For years, fence 
has been neglected by many hard- 
ware merchants. Whether the 
hardware trade will obtain their 
proper share of this volume busi- 
ness depends upon their efforts in 
relation to that of the other mer- 
chants who are contending for 
the business. 
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ADVANCES 


Some National Window Screens, Screen Doors. 


Tin. 


DECLINES 


” Some Insecticides. Linseed Oil. 
Expanded Metal Lath. Zinc. 


Holiday Trade—News of 
€hristmas buying from the hard- 
ware stores in most sections of the 
country is surprisingly. favorable, in 
the face of lessening employment in 
a number of industries. Sales are 
variously reported by the smaller 
merchants, as well as by depart- 
ment stores, in a dollar volume only 
slightly different from that of last 
December. The shopping crowds are 
ahead of last year by a good margin, 
and the sales in units purchased 
are generally estimated at five to 
ten per cent ahead of a year ago. 
Sales in dollars are probably run- 
ning somewhat under last year, 
showing that the public preference 
is toward lower-priced gifts. Invest- 
ment in luxury items apparently is 
easing off until the business skies 
become clearer. The class of shop- 
pers usually well-to-do, and able to 
spend most freely, are this season 
the group most sharply hit by the 
drop in securities, turning them 
for the present into _ conserv- 
ative spenders. On the other hand, 
holiday sales are undoubtedly 
enhanced by the extra dividends 
declared in many quarters, by 
industries endeavoring to cut their 
Federal tax load. 

eo © # 

Nails and Wire—The higher 
small-lot price schedules put into 
effect early in September by manu- 
facturers of nails, staples and 
barbed wire have been more gen- 
erally adopted since that time. This 
schedule raised the wire nail base 
at Chicago district mills to $3.20 
per keg, from the former $3.00 level, 
with the $3.00 price continuing in 
effect for ten keg purchases or more. 
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Copper and Brass Products. 


The base price for any quantity 
under fifty kegs of wire nails is 
conceded by the mills as $3.00 in 
the Chicago district, all other 
brackets of the price schedule being 
maintained. 

* os * 

Copper Products — Copper 
rivets and burrs, were reduced two 
cents per pound on Nov. 20. Cop- 
per and brass products manufac- 
turers on Dec. 2nd announced re- 
ductions in the prices of rods, sheets, 
and wire. The drop was one cent 
per pound on bare and magnet wire, 
and 34 cents per pound on weather- 
proof wire. 

* * * 

Fencing, Gates and Posts 
American Steel Wire Co. on Dec. 
1 placed in effect through their job- 
bing trade their 1938 spring terms 
on fencing and accessories. Prices 
remain unchanged. The new terms 
are as follows:— 


Due net May 31, 1938 

2% cash discount if paid by 
May 10th 

21%4% cash discount if paid by 
April 10th 

3% cash discount if paid by 
March 10th 

344% cash discount if paid by 
Feb. 10th 

4% cash discount if paid by 
Jan. 10th 


These terms apply to minimum 
quantities of 500 rods of farm or 
poultry fence, or 500 steel posts, or 
on 300 rods of lawn fence, flower 
bed border and trellis. Terms on 
smaller quantities of fencing and 
posts, or on any quantity of nails, 
staples. barbed wire, smooth wire 





and bale ties, remain regular, name- 
ly, 60 days net or 2 per cent dis- 
count if paid within 10 days from 
date of invoice. 

* 8 # 


Metal Lath—Makers of ex- 
panded metal lath have reduced 
prices one cent per square yard in 
their Zone 1 territory, which com- 
prises, in general, states east of the 
Mississippi River and north of the 
Ohio. In the far western zone, ad- 
jacent to the Pacific Coast, the re- 
duction is two cents per square 
yard. This is a concession regard- 
less of continued high costs, and its 
aim seems to be to stimulate ac- 
tivity, if possible, in the building 
field. 

* * * 

Tool Lines—Makers of car- 
penters’ and mechanics’ tools, in 
general, are maintaining former 
price schedules, pointing out that 
their earlier advances were very 
moderate, and only in line with 
their actual cost increases, chiefly 
for labor. 





* * * 


Radio Tubes—A new dis- 
count price sheet was issued last 
month on certain RCA tubes, with 
wholesale allowances varying with 
the quantity purchased. Prices on 
typical numbers, to the retailer, are 
noted as follows: 


No. 80 $0.32 each 
No. 71A Al “ 
No. 26 — 
No. 24A a 
No. 1A4 ma * 
No. O1A —_— 
* * * 
Insecticides, Etc. — Looking 


toward spring orders, some manu- 
facturers of insecticides are offer- 
ing pre-season deals such as were 
successful in starting early buying 
last season. Savings up to ten per 
cent can be gained by dealers order- 
ing established assortments early, 
and with no sacrifice of the usual 
spring dating privilege. Paint and 
pigment lines are quiet at this sea- 
son, with the only late news of in- 
terest, a 144 cent per gallon de- 
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cline in linseed oil on November 
26. 
* * * 

Screens, Screen Doors—National 
Screen Co., Inc., Suffolk, Va., has 
announced that prices on its line of 
extension window screens have been 
slightly revised. No. 1533 Gal- 
vanized Screen lists at $4.10, com- 
pared with $3.70 in November, 1936. 
The No. 1833 size listing at $4.40, 
listed at $4.00 in November, 1936. 
Screen door style No. 288G12, in 
the 2-6 x 6-6 size, which listed at 
$22.50 per dozen in November, 
1936, lists at $25.65 per dozen. 
Prices on these lines announced in 
November, 1936, were in effect a 
very short time, revised and higher 
prices being put in effect in Feb- 
cuary, 1937, with further advances 
in May, 1937. The present schedule 
of prices is in some instances lower 
than the May, 1937, prices. 


Se ¢ @ 


Steel Production — Although 
steel ingot prgduction has declined 
for the twelfth consecutive week, 
from 80 per cent in the week be. 
ginning Sept. 13 to 27% per cent 
this week, there are increasing signs 
of a turn in the situation which may 
not be fully apparent until the De- 
cember inventory period is past. 
While steel buying generally is still 
at the stagnation point, there is some 
encouragement in the fact that a lead- 
ing Chicago producer had the largest 
orders in eight weeks. Some of the 
current business will not be shipped 
until first quarter. Indications con- 
tinue to point to a moderate rise in 
production by mid-January, says 
The Iron Age in its Dec. 9 issue. 


* * & 


Non-Ferrous Metals — Late 
news of metals other than steel in- 
cludes. drops of one-quarter cent per 
pound in zinc on Nov. 22, and again 
on Nov. 26. These declines bring 
zinc to the year-ago level. Galvaniz- 
ing operations have naturally felt a 
decline similar to that in steel 
products, and if the theory is cor- 
rect that an upturn is nearly due 
on steel, the effect will be steadying 
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to the spelter market. In the mean- 
time, sheet zinc is quoted at the re- 
duced basis announced Nov. 19. Tin 
for immediate delivery has recov- 
ered several cents per pound from 
the recent low of 41 cents, and man- 
ufacturers of solders, babbitts, and 
similar metals seem inclined to feel 
that the bottom has been passed. 
Copper prices for several weeks 
have been at a variance between 
producers who have held their prices 
strong, and smelters who have been 
following the competitive market. 
* * * 


Bridgeport Chain & Mfg. Co. 
—A new classification and discount 
schedule, effective as of Nov. 4, 
1937, was issued by The Bridge- 
port Chain & Mfg. Co., Bridgeport, 
Conn., on chain hoists, trolleys, 
winches and cranes. The changes 
apply to list prices shown in catalog 
No. 67 and supersede and cancel 
discounts show in discount schedule 
of March 22, 1937. Changes are on 
4-wheel swivel yoke trolleys, Sim- 
plex portable cranes, round auto- 
bloc winches and pocketed chain 
sheaves and chain. The same com- 
pany has issued new list prices on 
Jumbo Grip tractor chains, as well 
as on Mud Hog (lug type), and 
Farm Aid (plain type) as of Nov. 1, 
1937. x * 


Washing Machine Sales—In- 
creased purchasing of higher priced 
household washing machines was 
reported recently by J. R. Bohnen, 
executive secretary of the American 
Washing Machine Manufacturers’ 
Association. Washers retailing at 
more than $70 totaled 53,688, which 
was 46 per cent of all those sold in 
October. Washers in the same price 
levels totaled 633.461 in the first ten 
months, or 41.9 per cent of all those 
sold. Washers retailing at less than 
$50 are 19.8 per cent of the year’s 
total. Total sales fell for the first 
time behind those for the compari- 
son period in 1936, amounting to 
1,510,756 washers, compared to 
1.532.914 in the same ten months a 
year ago. The ironer total remains 
ahead of the same period in 1936, 
being 160,130 compared to 153,807. 








Heating and Air-Conditioning 
—Both in the cities and in many 
rural communities this has been a 
good year for oil burner installations, 
although a sharp decrease in orders 
was reported in October. Installa- 
tions for the first ten months of 1937 
were well ahead of 1936, and nearly 
50 per cent greater than the units 
installed in the same month of 1935. 
Air-conditioning still continues to 
“make” the news headlines by its 
remarkable rate of gains, almost re- 
gardless of season. October was the 
first month to drop below 1936, 
though the 31% million dollar record 
set a year ago was hard to touch. 

* * * 


Air Express Shipments—A 
total of 67,673 air express shipments 
were handled in October by the 
nation-wide system of the Railway 
Express Agency. This is an all-time 
high for any one month since the ser- 
vice was started 10 years ago. This 
total is an increase of 11,349 ship- 
ments or 20.2 per cent over the total 
of 56,324 shipments of all air ex- 
press handled in the United States 
in October, 1936. In September of 
this year, the previous high month. 
59,879 shipments were carried in the 
air service. 

* * 

Ready for a Rush—Despite 
the existing conditions, live store 
managers show no evidence of sur- 
render. They are prepared to handle 
a liberal flow of trade—the merchan- 
dise is on hand, and the personnel is 
ready for whatever crowds may 
come. In the larger stores, day-to- 
day sales are being closely analyzed, 
and extensive advertising campaigns 
are ready for use should sales show 
the need of last minute promotion. 
Hardware jobbers will feel their 
rush of reorders for holiday mer- 
chandise, as usual, about ten days 
before Christmas, and the hope pre- 
vails that fill-in buying will be pro- 
portionately heavier this year than 
last. 

* 8 *& 

Cold-Weather a Stimulant 
Seasonably cold weather extending 
over many states is affording a need- 
ed impetus in sales both of utility 
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winter merchandise, and of such gift 
lines as sleds, skates, and_ skis. 
Neither retailers nor their jobbing 
suppliers bought winter goods so 
heavily in advance as to find them- 
selves overloaded, and the possibility 
of many weeks of severe weather 
may lead to a real rush of orders, 
with perhaps some shortages. Inven- 
tories have been reducing rapidly, 
and many retailers will be tempted 
to allow their assortments to remain 
incomplete, though expecting to suf- 
fer some loss of sales thereby. How- 
ever, it is seldom the practice of 
established wholesalers to permit 
seasonable stocks to run out until the 
very end of the usual period of de- 
mand, and the retailers this season 
will rély heavily upon their last- 
minute service. 


Vovember Sales Reports 
Early announcements show the sales 
of chain merchandise groups during 
the month were highly irregular, 
some reporting small declines from 
last year, others a very moderate 
gain. Woolworth increased 5.2 per 
cent, and Kresge about 24% per cent 
over last November, while W.. T. 
Grant fell off 1.4 per cent. 

% * * 

Cost of Distribution—Whole- 
sale and retail distributors of hard- 
ware are experiencing the same rise 
in their cost percentages as the aver- 
age factory feels under current de- 
creased operations. Even if the holi- 
day volume of last year should be 
equaled, the profit per dollar of sales 
will be less because of today’s higher 
overhead. In all quarters, wages and 


taxes are higher and hours are short- 
er than last year, while the cost of 
most supplies and incidental services 
remains well above the old level. It 
would take a considerable and rather 
unlikely increase in sales volume 
during this winter to offset these 
higher costs, so that the earnings 
result of the winter’s operations can 
hardly be up to the favorable stand- 
ards of the earlier months of the 
year. Nor can decreases be expected 
in the prices quoted by the jobbers 
and retailers, except as reductions 
come along from the manufacturers. 
* * * 

Wholesale Commodity Mar- 
kets—-While the long recession in 
commodity prices has not yet been 
fully checked, some signs of stability 
and reaction are appearing. Moody’s 


“The Hardware Cige ijlackhoard 


Of Wholesale Hardware Sales and Collections on Cccounts “Receivable 
“Tdy Geographic “Regiono, Gor Ockober, 1937 


(COMPILED BY THE t . DEPAKIMENT 


Firms 
Regions* Re- 


porting 


Sales 


NEW ENGLAND 
MIDDLE ATLANTIC 
EAST NORTH CENTRAL 
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**These figures should not be related to sales figures for current month. 
accounts receivable at beginning of month. 
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shire, Rhode Island, Vermont) 


Middle Atlantic (New Jersey, New York, Pennsylvania) 
East North Central (Illinois, Indiana, 


consin) 


West North Central (lowa, Kansas, Minnesota, Missouri, Ne- 


braska, North Dakota, South Dakota) 
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Michigan, Ohio, Wis- 
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index of fifteen staples recently 
reached the lowest point since No- 
vember, 1934, with a drop of more 
than 36 per cent from the April 
peak. The greater part of this drop 
was contributed by farm products. 
The decline, since April, on mate- 
rials used in manufacturing has been 
15.3 per cent, while finished goods, 
due to their high labor content, have 
dropped on an average, according 
to Moody, only about 3.2 per cent. 
* * * 

Some Recoveries—Hide and 
leather prices, after dropping recent- 
ly to about the same level as pre- 
vailed last January, have turned 
moderately stronger, following some 
very large purchases by important 
shoe manufacturers, and others. Sim- 
ilar buying in large amounts, to take 
advantage of market “bottoms,” 
seems likely to become a cumulative 
procedure, with perhaps a resulting 
betterment in many price situations. 
Some upturn, too, has recently come 
in rubber, due to the establishment 
of a reduced quota of output for the 
first quarter of next year, by the 
leading producing countries. The 
quota for the current quarter has 
been 90 per cent, and this will be 
reduced for the first quarter of 1938 
to 70 per cent of the standard “maxi- 
mum” allotment established in 1934. 

* * * 

Soft Coal Prices—Bituminous 
coal is another important commodity 
whose prices are newly stabilized. 
Minimum prices at the mine for coal 
produced in the states from Iowa 
eastward, effective Dec. 16, range 
from 5 to 20 cents per ton higher for 
industrial and railroad grades. Mine 
prices of coal intended for residen- 
tial consumption are reduced 5 to 
15 cents per ton, though higher dis- 
tribution overheads and freight rates 
may prevent this decline reaching 
the average home owner. Industrial 
type coal is required for use in the 
home-stokers now becoming widely 
installed, and the industrial coal in- 
crease will be experienced where 
stokers are used. Most coal retailers 
are opposed to any increase in retail 
coal prices, because of the stiff com- 
petition they are now getting from 
other forms of fuel. including oil and 
gas. 

* * * 

Electrical Utilities — Hard- 
ware merchants who are watching 
the trends of demand and sale on 
major appliances find their own rec- 
ords reflecting the continued nation- 
wide sales increases on electric re- 
frigerators and vacuum cleaners. In 
October, household refrigerator sales 
during that month totaled 72,490 
units, as compared with only 53,191 
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a year ago. Sales during the ten 
months were nearly 2,200,000 units 
against 1,863,000 in the similar 1936 
period. Vacuum cleaners shipped 
during the first eleven months of 
1937 outstripped in total the entire 
twelve months’ sales of 1936, with 
the actual gain for the first ten 
months at 20.9 per cent over the cor- 
responding 1936 period. 
* *% *% 

Freight Traffic—Freight car- 
loadings for the Thanksgiving week. 
ended Nov. 27, fell to a new low for 
the year of only 558,627 cars. While 
this was a natural decrease from the 
preceding week, due to the holiday, 
the drop from the 1936 week was 
very sharp, nearly 18 per cent. Mis- 
cellaneous freight, Jess-than-carlot 
merchandise, and coal led in the de- 
clines. 

* * * 

Electric Power Out put—Pro- 
duction of electricity for power and 
light during the Nov. 27 week fell 
behind the preceding year’s compari- 
son for the first time since the fall of 
1934. The drop from a year ago was 
6 per cent, to a total of 2065 million 
kilowatt hours, compared with the 





all-time high record reached in Sep- 
tember of 2321 million hours. Pro- 
duction for the year to date, how- 
ever, is still well above the corre- 
sponding 1936 period, when a new 
record was established. 

* * * 

Employment — The Nationa! 
Industrial Conference Board esti- 
mates that the number of unem- 
ployed persons increased 293,000 
during October, to a total of 6,355,- 
000. Total employment in October, 
in all fields of private enterprise and 
in permanent Government agencies, 
was estimated at 46,836.000 persons, 
a decrease of 243,000 from Septem- 
ber. The number employed in non- 
agricultural activities was placed at 
35,257,000, a decrease of 59,000. At 
least a temporary halt in the upward 
movement of wage levels is indicated 
by the board. Average hourly earn- 
ings in the 25 industries covered by 
the regular monthly survey were the 
same in October as during the pre- 
vious month. A decline in average 
hours worked per week reduced the 
average worker’s weekly pay envel- 
ope from $27.39 in September to 
$27.13 in October. 


Machinery—Modern Emancipator 


" ACHINERY does not en- 
x slave—it emancipates!” So 
says the National Machine Tool 
Builders’ Association in its latest 
booklet: “Life, Liberty and_ the 
Pursuit of Happiness.” 

This profusely illustrated booklet 
compares the products of 30 or 40 
years ago with those of the present 
day, made possible by today’s im- 
proved machines, materials and 
methods. 

For example, in the home drudg- 
ery is reduced by countless con- 
venient electrical devices that are 
within the reach of the average 
housewife’s purse. They make 
housework easier, add to the leisure 
time of the homemaker, and make 
the home a more attractive place. 

On the open road, progress rolls 
on wheels. The development of the 
modern automobile is familiar 
enough. Few may realize that tires 
which used to cost $43.60 are now 
purchased at $12.00 because of im- 
proved methods of manufacture, and 
this in spite of the fact that the in- 
dustry pays, the highest average 
hourly wage in the United States. 
Furthermore, the tires of today give 
six or seven times as much mileage 
as the earlier ones. 

Striking improvements in office 


methods have been secured by bet- 
ter lighting and more convenient 
furniture, but still more by the de- 
velopment of writing, accounting 
and duplicating machines that elimi- 
nate strain and make possible the 
more accurate handling of the de- 
tails that pour in a torrent through 
the offices of the country. 

Factories reflect the gains due to 
better machinery. They are safer 
places of émployment, cleaner, bet- 
ter lighted, better ventilated than 
they were a few short years ago. 
Through the increased efficiency 
gained by more productive equip- 
ment, better materials and improved 
methods the workmen earn higher 
wages for fewer hours of labor. 

In the store modern methods of 
refrigeration and packing—products 
of the machine age—have elimi- 
nated the old cracker barrel and 
bulk food clutter of the general 
store that our grandmother knew. 

The sum total of the service 
rendered by modern machinery, 
says the association, is an increase 
in goods and services available to 
all the people, increased employ- 
ment in all industries, wider oppor- 
tunities in skilled trades and profes- 
sions and a broader future outlook 
for everyone. 
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TYDINGS ENABLING LAW REPEAL 


READ IT IN HARDWARE 


NEWS OF 





HARDWARE AGE FOR 











FORECAST 


AS RESULT OF CURRENT FTC STUDIES 


Opponents of measure and hostility of Federal Trade Com- 
to be potent factors despite enthusiasm of 
groups and their congressional supporters. 


mission said 
certain retail 


(Washington Bureau 
of Hardware Age) 

Repeal of the Tydings resale 
price maintenance law, which 
was put on the statute books last 
August after President Roosevelt 
“reluctantly” affixed his signature 
to assure passage of a District of 
Columbia tax bill to which it was 
attached as a rider, is forecast 
by some observers as a result of 
the President’s request for an 
FTC investigation of soaring liv- 
ing costs. 

Because of the Commission’s | 
hostility to the measure, it 
pointed out that a vigorous plea 
for repeal is almost inevitable 
when the FTC reports to the | 
White House. Just how much 
data the Commission has gath- 





1s 


ered on the law since it became 
effective has not 
but it believed be frag 
mentary. Reports from several 
sources indicate that both manu- 


been disclosed 


18 to 


facturers and retailers have been 
slow to adopt the practice legal- 
ized by the Tydings law although 
there has apparently heen some 
interest shown in the drug, | 
liquor, and cosmetic trades. 
The FTC has made no study 
of the effect of resale price main- 
tenance since 1929 at which time 
it reported that there is “great | 
probability that manufacturers | 
and dealers may abuse the power | 
to arbitrarily fix resale prices by | 
unduly increasing prices, result- 
ing in bitter resentment on the 
part of the consuming public, 
especially in this period of rising 
prices.” But the Commission ad- 
vised the President last April 
that enactment of the Tydings 
bill effect, all 
cease and desist orders and de- 
crees entered under the Sherman 
anti-trust law where resale price 
The 


passage 


would, in void 


maintenance was a factor. 
President was told that 


of the bill 


reversal of what has been public 


would constitute “a 
policy for many years.” 
President Roosevelt, 

the FTC 
to the 


following 
recommendation 
Senate that “the 


up 
wrote 
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| living” 


present hazard of undue advances 
in prices, with a resultant rise in 
the cost of living, makes it most 
untimely to legalize any com- 
petitive or marketing practice 
calculated to facilitate increases 
in the cost of numerous and im- 
portant articles which American 
householders and consumers gen- 
erally buy.” He suggested that 
the matter be deferred until Con- 
could authorize an FTC 
examination of the economic 


gress 


| effects of resale price mainte- 


nance “under the novel and rap- 
idly changing conditions now 
attending business in this coun- 


| try.” 
Mr. Roosevelt made no specific | 


mention of the Tydings law in his 
recent letter to FTC but asked 
for an_ investigation of the 
“marked increase in the cost of 
which was attributed in 
part to “monopolistic practices 
and other unwholesome methods 
of competition.” The move was 
in some quarters 


construed as 


| opening the way for a new attack 
| on the basing point system as 


| practiced by the steel, cement 
and other industries in an effort 
to outlaw the system through 


| legislation of the type proposed 


in the Wheeler bill now pending 
in Congress. 

Congressional adherents of the 
Tydings bill, however, discount 
the possibility of repeal, pointing 
out that the retail druggists, the 
group which has actively urged 
passage of a price maintenance 
law for the past 20 years, will 
vigorously oppose any move to 
remove the law from the statute 
books. They describe it as a bill 
that was difficult to pass but one 
that will be equally as difficult 
to repeal. 
for the Tydings 
has been reported waning 
A 


of customer re- 


Enthusiasm 
law 
even in retail drug circles. 
certain amount 
sistance has been a retarding fac- 


tor, according to reports, and 
some manufacturers have found 
that private brands are being 











pushed ahead of trade marked 
articles to meet consumer demand 
for competitive items at lower 
prices. 


WM. FRANK SALES CO. 
CHANGES NAME 


The Industrial Twin-Brush 
Corp., 8 Beach St., New York 
City, is the new name for the 
firm formerly known as the Wm. 
Frank Sales Co. The new firm 
manufactures a double duty 
Twin-Brush for heavy duty clean- 
ing of all types of work for in- 
dustrial plants, railroads, steam- 
ships, etc. 


PITTSBURGHERS DISCUSS 
COMPETITIVE PROBLEMS 


On Nov. 26, 44 members of the 
Pittsburgh Retail Hardware As- 
sociation met in the Fort Pitt 
Hotel, Pittsburgh, Pa., to discuss 
the sources of competition hin- 
dering the independent retail 
hardware dealer. Among the 
competitive factors found detri- 
mental to the interests of the 
independent dealer were the prac- 
tice of some wholesale concerns 
to engage in retailing: syndicate 
stores; the purchasing agent set- 
up in industrial centers, and the 
decrease of dealer margin on 
many items. The 44-hour law 
also came in for much interested 
discussion. 

Otto A. Kossler, Wm. Kossler 
Hdwe. Co., 13-17 Wabash Ave., 
Pittsburgh, is the new secretary 
of the association. 


CONTINENTAL STEEL 
TRANSFERS BROWN 


Earle R. Brown, who repre- 
sented the Continental Steel 
Corp., Kokomo, Ind., in Calli- 
fornia for many years has been 
named district sales representa- 
tive of the company in Kansas 


and Nebraska and in Kansas 
City, Mo. Mr. Brown’s new ad- 
dress is the Georgian Court 


Apartments, Kansas City, Mo. 





MISSISSIPPI VALLEY ASSN. 
HONORS E. T. HARRIS 


At a meeting of the board of 
directors of the Mississippi Val- 
ley Association, E. T. Harris, 
president of the Payson Mfg. Co., 
2916 Jackson Blvd., Chicago, 
was unanimously elected an hon- 
orary life member of the board. 





E. T. HARRIS 


This recognition comes to Mr. 
Harris because of his many years 
of active endeavor in the water- 
way development of that com- 
munity. 
STA-BRITE TRANSFERS 
SALES MANAGER 


C. E. Wartman, sales manager 
of the Sta-Brite Products Corp., 
New Haven, Conn., now main- 
tains his office at the company’s 
quarters in that city. Mr. Wart- 
man formerly had headquarters 
at Sta-Brite’s New York office, 
19 W. 23rd St., which the com- 


pany will continue to maintain. 


MILLER HEADS PITTSBURGH 
SCREW & BOLT BOARD 


John F. Miller has _ been 
elected chairman of the board 
of the Pittsburgh Screw & Bolt 
Corp., Pittsburgh, Pa. He is also 
vice-chairman of the Westing- 
house Air Brake Co. Mr. Miller 
succeeds the late William G. Cos- 
tin as chairman of the board. 

John M. Yahres was made ex- 
ecutive vice-president and John 
M. Auty, treasurer, of the com- 
Blackmore, 


pany. George A. 
John S. Craig, and Leon E. 
Hickman, have been elected 


directors. 
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THE TRADE 











METAL WINDOW INSTITUTE CONSENTS 


TO F.T.C.’S CEASE AND DESIST ORDER 


(Washington Bureau 
of Hardware Age) 

The Federal Trade Commis- 
sion has issued a cease and de- 
sist order against the Metal 
Window Institute and 19 mem- 
ber manufacturers, all of whom 
consented to the issuance of the 
order, on charges of allegedly 
restricting trade, eliminating 
competition, maintaining prices 
at artificial levels and creating a 
monopoly in the sale of their 
products. 

The FTC announcement said 
that findings showed that sale 
prices had been determined 
through gross discount price dis- 
counts listed by a _ book cir- 
culated throughout the industry, 
or by the application of a 
formula contained in the book, 
and that the publication was re- 
vised currently to meet changing 
conditions. 

Under the order, respondent 
companies are prohibited from 
maintaining any price-fixing com- 
bination and have been directed 
to discontinue the alleged prac- 
tices of circulating , discount 
schedules; maintaining minimum 
prices and uniform selling terms 
such as mandatory erection by 
the seller, specifying delivery 
time, and freight allowances; de- 
clining to sell below established 
prices without first notifying 
competitors; submitting estimates 
in certain areas to the Institute 
or other agency acting as a clear- 
ing house where elimination of 
price competition in bidding is 
involved; inducing by concerted 
action a competitor to maintain 
prices, sales terms or discounts 
favored by the group; seeking 
bid withdrawal where quoted 
prices are below the established 
prices; comparing discounts, 
prices or sales terms in bidding 
or otherwise collusively bidding; 
and investigating cases of devia- 
tion from prices and discounts 
or otherwise bringing pressure to 
bear in an attempt to prevent 
price deviation. 

In connection with the latter 
prohibited practice, however, the 
order specifically provided that 
“nothing therein shall prevent 
the gathering, compilation and 
distribution to the trade of statis- 
tics, including net prices, terms 
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when done for the 
with the effect of 
activities prohibited 


of sale... 
purpose or 
policing the 
by the order. 
The 19 concerns, said to com- 
prise substantially all manufac- 
turers and distributors of metal 
windows, include the following: 
The William Bayley Co., 
Springfield, Ohio; Bliss Steel 
Products Corp., East Syracuse, 
N. Y.; The Bougert & Carlough 
Co., Paterson, N. J.; Campbell 
Metal Window Corp., Baltimore; 
Ceco Steel Products Corp., 
Omaha, Neb.; Crittall Mfg. Co., 
Inc., Washington, D. C.; Detroit 
Steel Products Co., Detroit; Dru- 
whit Metal Products Co., Los 
Angeles; Federal Steel Sash Co., 
Inc., Waukesha, Wis.; Michael 
Flynn Mfg. Co., Philadelphia: 
Hope’s Windows, Inc., James- 
town, N. Y.; Kewanee Mfg. Co., 
Kewanee, IIl.; Mesker Brothers 
Iron Co., St. Louis; Michel & 
Pfeffer Iron Works, Inc., San 
Francisco; S. H. Pomeroy Co., 
Inc., New York; Soule Steel Co.. 
San Francisco; J. S. Thorn Co., 
Philadelphia; Truscon Steel Co., 
Ohio, and Verto 
Co... Muskegon 


Youngstown, 
Steel Products 


cuss plans for the association’s 
annual affair which will be held 
Feb. 22, 1938, at the Essex 
House in Newark, N. J. Theo- 
dore Yecies, president, presided 
over the meeting. 





JOHN K. WILSON CO. ADDS 
TO SALES STAFF 


The John K. Wilson Co., Balti- 
more, Md., manufacturers’ rep- 
resentative, has appointed J.Shel- 
ton Hardison as its representa- 
tive in Mississippi, Louisiana, 
Texas, Oklahoma, Memphis, 
Tenn., and Mobile, Ala. Mr. 





Hardison will maintain head- 
quarters in Memphis. | 


| 
| MRS. RALSTON HEADS | 
| 


REYNOLDS WIRE CO. 


Succeeding her husband, the | 
late John G. Ralston, who died 
suddenly Sept. 22, after a brief 
illness, Mrs. Ralston has been 
elected president of the Reynolds 
Wire Co., Dixon, Ill. 

For many years Mrs. Ralston 
has been closely associated with 
the company. Thoroughly trained 
in its operation by her father, 
Horace G. Reynolds, its founde1 
and president, and experienced 





Heights, Mich. 


ESSEX DEALERS PLAN 
ANNUAL AFFAIR 


Thirty members of the Essex 
County (N. J.) Retail Hardware 
Association met recently to dis- 


CARRIES ELECTRIC 





in its management as her hus- 
band constantly advised with her 
during the seven of his 
presidency, Mrs. Ralston is well 
qualified to continue the estab- 
| lished policies of the company. 
There are no changes among the 
other officers or executives of the 


years 


company. 


PLANT TO DEALERS 
A rea 








Stanley Byther, representative for the Wincharger Corp., Sioux 
City, Iowa, is shown with his car and unique Wincharger trailer. 


This is one of 10 such units that 


are traveling through the United 


States building a dealer set-up for the 32-volt wind-electric plants 


manufactured by Wincharger. 


WILSON IN NEW YORK FOR 
AMERICAN ROLLING MILL 


Murray B. Wilson has been 
named manager of the New York 


sales district of the American 





MURRAY B. WILSON 


Rolling Mill Co., Middletown, 
Ohio. He succeeds Cliff Spear. 

Mr. Wilson started in the Mid- 
dletown plant of the company in 
1923 as a mill worker. He was 
later assigned to the home office 
sales division. Since 1927 he has 
been attached to the Detroit 
sales district office. 


BROADWELL IS MANAGER 
OF CYCLE TRADES OF 
AMERICA 


E. H. Broadwell has been ap- 
pointed manager of the Cycle 
Trades of America, Inc., Chanin 
Bldg., New York City, to suc- 
ceed the late L. N. Southmayd. 
Mr. Broadwell was with The 
Westfield M4g. Co., Westfield, 
Mass., and previously vice-presi- 
dent and general manager of the 
Fisk Rubber Co. and vice-presi- 
dent in charge of sales of the 
Hudson Motor Car in its early 
days. For the past five years he 
was first receiver, then president, 
and last chairman of the board 


of The Westfield Mfg. Co. 


E. E. PECK CO. BUYS 

BOILER REPAIR PLUG 
The Tomahawk boiler repair 
plug has been purchased from 
the T-Hold Mfg. Co. of Cleve 
land, Ohio, by the E. E. Peck 
Co. of Medina, N. Y., manufac- 
turer of Peck soft metal mending 


rivets, 
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NEW PATMAN BILL WOULD RESTRICT 
CHAIN STORES TO A SINGLE STATE 


(Washington Bureau 
of Hardware Age) 


As announced previously in 


Harpware Ace, Wright Patman, | 
Congressman from Texas, is pro- | 


posing a anti-chain store 
bill. 
organization in 
single state. Mr Patman, in his 
October address to the Chicago 
convention of hardware whole- 
salers and manufacturers, 
lined the general 
such legislation 


new 


more 


purposes 


and now an- 
measure and his intention to in- 


troduce the bill at an early date. 


The text of bill as it now stands | 


reads as follows: 


A BILL 


order to further protect inter- 
state commerce from restraints 
and monopolies where retailers 
are concerned with 


two or more states. 


Be it enacted, etc., That the | 


Act entitled, “An Act to supple- 
ment existing laws against un- 
lawful restraints and monopolies, 
and for other purposes,” ap- 
proved October 15, 1914, as 
amended, is amended by insert- 
ing between section 3 and sec- 
tion 4 thereof the following: 

“Sec. 34%. (a) It shall be un- 
lawful for any person engaged in 
retailing in any state to engage 
in retailing in any other state, or 
to be an affiliate of any person 
engaged in retailing in any other 
state. 

“(b) For the purposes of this 
section— 

“(1) The term ‘person’ in- 
cludes any individual, corpora- 
tion, partnership, association. 
joint-stock company, business 
trust, or any organized group of 
any of the foregoing, whether or 
not incorporated. 

“(2) The 


term ‘retailing’ 


means the sale or distribution at | 
retail of any articles or mate- | 


rials. 

“(3) A person shall be deemed 
to be an affiliate of another per- 
son if the former controls or is 
controlled by, or is under com- 
mon control with, the latter. 

““(4) A person shall be deemed 
to control another person if the 
former has over the latter (A) 
actual or legal control, whether 
direct or indirect, or (B) any 
direct or indirect power or in- 
fluence (whether arising through 
direct or indirect ownership or 
contro] of stock or other capital, 
evidences of indebtedness, 
physical properties or equipment 
or other assets, through contract, 
lease or agency arrangements, 
through interlocking directorates 
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out- | 


of | 


retailing in | 








or 


or officers, or through any other | 


means or circumstances) which 
can be used to affect, in any sub- 
stantial manner, the policies o1 


conduct of the latter affecting 


. | competitive relationships between 
It would prohibit any retail | 

| 
than a | 


persons engaged in retailing. 
“Sec. 2. This Act shall take 
effect after the date 
of its enactment.” 
In his public addresses and 
press conferences, Mr. 
has clearly stated his belief that 


| such a bill is entirely. constitu- 
nounces the tenative text of the | 


tional and that he 
widespread approval and support 
for this measure from the ranks 
of all independent retailers and 
wholesalers. 
branch 


the same general principle can 
be applied 
tions. 


WINTER GIFT SHOW AT 
MERCHANDISE MART 

The winter Gift Show and 
China, Glassware and Pottery 
Market will be held Jan. 31 to 
Feb. 12, 1938, in The Merchan- 
dise Mart, Chicago. In addition, 
the China, Glassware and Pot- 
tery groups will participate in 
the Third International Home- 
furnishings Markets, Jan. 3 to 
15, which will also be held in 
The Merchandise Mart. 

The National Retail Dry Goods 
Association’s standardized color 
program will make color the key- 
note of the International show. 
This program will be the subject 
of an educational exhibit, with 
the United States Bureau of 
Standards of the Department of 
Commerce taking part. Plans are 
under way for an_ ensemble 
kitchen display to be placed in 
the lobby of the Mart during the 
market period. <A _ Breakfast 
Clinic is also being planned to 


to retailing opera- | 





provide an opportunity for or- 


ganized discussion on color and | 


its possibilities. The new Mer 
chants and Manufacturers Club 
on the second floor of the Mart 
will be used as a meeting place 
for this clinic. 


OKONITE CO. OFFERS FILM 
ON RUBBER CABLE 
The Okonite Co., Passaic, N. 


J.. has just completed a new two 


Pat | reel sound film showing how rub- 
atman 


cables 
Lowell 


insulated wires and 


and 


ber 


are made used. 


nig | Thomas, author and radio com- 
anticipates | 


mentator, is the narrator. The 
film is available, without charge, 


| in 16 mm. and 35 mm. sizes to 


: | those who may he interested in 
He points out that | 


banking, in more than | 


o can oe eas | one state, is prohibited and says 
0 amend the Clayton Act in 


this subject. 


PHILADELPHIA MOTOR BOAT 
AND SPORTSMEN’S SHOW 


The Philadelphia Motor Boat 


& Sportsmen’s Show, sponsored 


| by the Boat Trades Association 
| of 


| Jan. 


held 


Com 


Philadelphia, will be 
22-29, 1938, in the 
mercial Museum Bldg. of that 
city. Almost every sport from 
table tennis to shooting Kadiak 
bear and moose, will be exhibited 
and demonstrated at the 
Not only will sporting 
ment be shown but experts will 
demonstrate and compete. Ama- 
teurs will be invited to try their 
skill and rod and gun clubs will 
hold contests. 


show 
equip 


MARSHALL-WELLS CO.’S 
DEALER MEETINGS 

The Associate Congresses 
the Marshall-Wells Co., Duluth. 
Minn., have been announced as 
follows: Jan. 31-Feb. 3, 1938, in 
Duluth; Feb. 7-9, 1938, in Bill- 
ings, Mont.; Feb. 15-17, 1938, in 
Portland, Ore., and Feb. 21-23 in 
Spokane, Wash. The last day oi 
the Duluth and Billings meeting 
will be open for buying. 


f 
oO 


JOHNSON REFRIGERATION 


MOVES TO GALESBURG 

A new building, 250 by 115 
feet has been completed by 
Johnson Motors, Inc., Waukegan 
| Tll., on the outskirts of Gales 
| burg, Ill., to provide necessary 
|assembly and warehouse space 
| for the growing activities of the 
refrigeration division of the com 
| pany. The building program has 
| also provided a new office build- 
| ing and adequate quarters foi 
| the engineering, department, ser 
| vice, sales, production assembly 
| and inspection. Thus more needed 
| space is provided in the main 
| plant at Waukegan for the man- 
ufacture of Sea Horse outboard 
refrigeration compres- 
sors, evaporators, and other 
Johnson products. 

Now located at the new ad- 
dress are C. A. Thomson, refrig- 
eration sales manager; C. J. 
Geske, service manager, J. F. 
Furry, chief engineer in charge 
of engineering, development, and 
inspection, and H. L. Bourdon, 
in charge of accounting and of- 
fice management. The 1938 
Briggs refrigerators are now in 
production and deliveries are 
being made from Galesburg. 


| motors, 


PAYSON EMPLOYEES PAY 
TRIBUTE TO LACKEY 


R. A. Lackey, vice-president and 
plant manager of The Payson 
Mfg. Co., 2916-2930 Jackson 
Blvd., Chicago, Ill., was the re- 
cipient of a testimonial dinner, 
Monday evening, Nov. 15, at the 
Palmer House, Chicago. The 
occasion was his retirement from 
active service with the company. 
At the dinner Mr. Lackey was 
presented with an album con- 
taining the signatures of his 200 
associates and he was also pre- 
sented with a watch. 

Although Mr. Lackey retires 
from active service, he will re- 
main on the board of directors. 








OFFICIALS AT NORGE DISTRIBUTOR CONVENTION 


Distributors from all parts of the United States and Canada, as well as foreign countries, gathered 
in Detroit on Nov. 15 and 16, for the d‘stributors’ convention of the Norge Division, Borg-Warner 
Corp., Detroit, Mich. Above (right), George Borg, chairman of the Borg-Warner board, recalls 
old times with Robert L. Ripley, feature speaker. Mr. Ripley is on the right. At the left are P. B. 
Zimmerman, vice-president in charge of sales, and John Knapp (right), assistant to the president. 
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A HOLIDAY DISPLAY FOR DEALERS 


This Christmas display is an annual event for Harper & McIntire Co., wholesale hardware firm of 
Cedar Rapids, Iowa. It attractively presents seasonal gift items and is arranged for the conveni- 
ence of the company’s dealers. Many of them are not able to set up a similar display and there- 
fore bring their customers to the company’s quarters and sell their customers from the display. It 
also enables the dealers to get a better understanding of the merchandise and many prefer to see 
the actual merchandise rather than just purchase it from the salesmen’s catalogs. 


STARLINE SPONSORS CONTEST 
TO BUILD DEALERS’ PROSPECTS 


B. B. Bell, founder and head 
of Starline, Inc., Harvard, IIl., 
manufacturer of modern barn 
equipment, has inaugurated a 
“$1,000 Barn Improvement Con- 
test” to build up a live prospect 
list for Starline dealers by ac- 
quainting farm families with 
Starline products and their fea- 
tures. The contest also proposes 
to convince farmers that good 
barn equipment will lessen work, 
save money, and make.additional 
farm income. 

A total of 137 prizes is of- 
fered. First prize is a registered 
milk cow with papers, the win- 
ner selecting any breed. Second, 
third, and fourth prizes are re- 
spectively $200, $100, and $50 
in Starline barn equipment. 
Fifth prize is 10 Starline water 
In addition there will 
be 132 other prizes. 

Contestants are asked only to 
make a simple floor plan of a 
barn, and to indicate where 
modern equipment could be used 
to advantage. They will also 
write not more than 100 words 
on “How Good Barn Equipment 
Work, Saves Money, 
Makes Money.” No special draw- 
ing skill or literacy talent is 
needed for this contest. 

Practically everyone is eligible 
to enter: farmers, farm tenants, 


bowls. 


Lessens 


farm managers, farm advisors, 
herdsmen, farm workers, college 


and high school agricultural 


students, agricultural instructors, | 


4H Club members, F.F.A. mem- 
bers, contractors, carpenters, and 
cement workers, and farm women 
and girls as well. The closing 
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date of the contest is March 1, 
1938, 
postmarked by midnight of that 


and all entries must be 


date. 
Materials for the contest may 


be obtained from Starline deal- 


ers. They will be established as 


Starline Barn Improvement 
headquarters through a program 
of. national advertising, and the 
company will supply dealers with 
striking window and floor dis- 
plays. 

the contest are 


Miller, Depart- 


Judges in 
Professor R. C. 


B. B. BELL 


ment of Agricultural Engineer- 
ing, Ohio State 
Professor R. V. Blasingame, De- 
of Penn 


College, 


University ; 


partment Agriculture, 


State and _ Professor 





Henry Giese, Department of Ag- 
ricultural Engineering, lIowa 
State College. 


BLAKESLEE ELECTED MAYOR 
OF KALAMAZOO, MICH. 


Arthur Blakeslee, president of 
the Kalamazoo Stove and Fur- 
nace Co., Kalamazoo, Mich., was 
mayor of that city 
Nov. 2. After serving two terms 
on the City Mr. 
Blakeslee was elected chief ex- 
ecutive of Kalamazoo by one of 


elected on 


Commission, 


the largest votes ever cast for | 


He first entered munici- 
pal 1933. when his 
friends circulated a petition for 
his election to the city commis- 


mayor. 
politics in 


sion. 


EXECUTIVE’S DATA BOOK 
AVAILABLE 

An “Executive’s Data Book” of 
195 pages has recently been is- 
sued by Prentice-Hall, Inc., 70 
Fifth Ave., New York City, for 
$1.00. This convenient volume 
provides a place to jot down im- 
portant engagements or ideas and 
offers a quick source for the 
hard-to-find facts. It 
has convenient references on such 


business 


topics as: important facts about 
cities; telephone and telegraph 
information; time difference be- 
tween U. S. and foreign cities; 


postal information; Social Se- 
curity taxes and table of bene- 
fits; chain discount equivalents, 
and calendars for 1937, 1938, 
and 1939. The book also con- 
tains 16 maps. 





| especially 








500 ATTEND SHOWING OF 
1938 CROSLEY LINE 

Approximately 500 Crosley dis- 
tributors and their sales and sér- 
vice managers saw the 1938 
Shelvador electric refrigerators 
and the newly introduced line 
of Crosley gas ranges at a pre- 
view in the Netherland Plaza 
Hotel, Cincinnati, Ohio, Nov. 29 
and 30, sponsored by the Cros- 
ley Radio Corp. Charles R. 
D’Olive, vice-president in charge 
of the Refrigeration Division, in- 
troduced the Shelvadoor models 
while Powel Crosley III, vice- 
president in charge of the Radio 
presented the 1938 
radios. Thomas W. Berger, gen- 
eral sales manager of the com- 
pany, outlined the company’s 
merchandising and _ advertising 
program for the ensuing year. 

Crosley’s entry in the gas range 
business was a feature of the 


Division, 


| convention. An entirely new line 


of were designed 
the company’s 


They were pre- 


gas ranges 
to 


specifications. 


| sented by R. J. O'Connor, who is 


in charge of the range sales di- 


vision of the company. The 


Crosley line of electric and gaso- 

| @ Sp 

| line-engine operated washers and 
g I 

| electric ironers were also shown, 


with W. T..White, manager of 
the Washer-Ironer Division, mak- 
ing the presentation. 

Monday’s sessions closed with 
a banquet in the dall of Mirrors 
in the Netherland Plaza Hotel. 
On ‘Tuesday, the distributors 
visited Crosley’s new refrigerator 
cabinet factory at Richmond. 
Ind., while in the afternoon they 
visited the company’s Cincinnati 
plant. 


SHELBY CYCLE WILL USE 
TALKING MOVIE 


“Riding High,” is the title of 


a new talking picture to be re- 


leased by The Shelby Cycle Co., 
Shelby, Ohio, for the use of their 
salesmen. The film tells the 
story of a young man in charge 
of a bicycle department and how 
he builds up bicycle sales. An 
example of how to handle the 
sale of a bicycle on the sales 
floor and the process of stepping 
up the sale from a low price 
model to a deluxe model has a 
logical place in the picture. A 
number of flash-backs show some 
interesting points in the manu- 
facture of Shelby bicycles. 

Shelby salesmen will have this 
new sound film with them as they 
cover their territories in 1938 and 
will arrange showings of the film 
before interested store employee 
groups, schools, clubs, and other 
places where it will be helpful to 
Shelby dealers in getting a 
larger share of business. 














JOHN GOULD JENNINGS 


John Gould Jennings, 81, chair- 
man of the board of The Lamson 
& Sessions Co., Cleveland, Ohio, 
died Nov. 21 en route to St. 





JOHN G. JENNINGS 


Petersburg, Fla. Mr. Jennings 
was also vice-president of Johns- 
ton & Jennings Co. of Cleveland, 
manufactuers of forging and 
foundry equipment. 

A graduate of Yale University 
and a classmate of William How- 
ard Taft, Mr. Jennings started 
his business career as a_bvok- 
keeper for Peck, Stow & Wilcox 
Co. Later he became _book- 
keeper of The Lamson & Ses- 
sions Co. and in 1884 married 
Miss Lillian Lamson, daughter of 
Isaac Lamson, one of the found- 
ers of the company. He had 
been president of the firm for 
many years and was elected 
chairman of the board in 1929. 
Until a week previous to his 
death, Mr. Jennings had been at 
his office every day and had 
always taken an active part in di- 
recting the affairs of the com- 
pany. 

Mr. Jennings was a member of 
the Harpware Ace Fifty-Year 
Club. 

He leaves a son, I. L. Jen- 
nings, vice-president of The Lam- 
son & Sessions Co. 





NATHANIEL D. CHAPIN 


Nathaniel D. Chapin, 76, 
president and founder of the 
Billings-Chapin Co., Cleveland, 
Ohio, manufacturer of paints 
and varnishes, died recently of a 
heart attack. 

Mr. Chapin started his busi- 
ness career as a messenger for 
the old First National Bank in 
Cleveland. At the death of his 
father he left school. After 
working in minor executive ca- 
pacities for several paint com- 
panies, he founded the Billings- 
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Chapin Co. He remained active 
in the firm despite his advancing 
years, serving as president and 
treasurer at his death. 





J. F. SOMERVILLE 


J. F. Somerville, hardware 
merchant of Waterbury, Vt., died 
recently at the age of 66. His 
widow, a son and a daughter, 
survive. 


ERNEST A. HEINS 


Ernest A. Heins, 48, a hard- 
ware dealer of Montclair, N. J., 
passed away recently. He leaves 
his widow. 


LESLIE A. BIDDLE 
Leslie A. Biddle, 50, district 


manager in Cleveland, Ohio, for 
Benjamin Moore & Co., died sud- 
denly of a heart attack. Born in 
Cleveland, Mr. Biddle started as 
a city salesman for the paint 
company in 1916. Before his ap- 
pointment as district manager in 
1924, he served as sales manager 
and district sales manager. His 
widow and a daughter survive. 





JOSEPH F. McGOWIN 


Joseph F. McGowin, 70, widely 
known and prominent business 
man of Mobile, Ala., passed away 
Nov. 16, following an operation. 
Mr. McGowin was chairman of 
the board of the McGowin- 
Lyons Hardware and Supply Co. 
and prominently identified with 
many other business institutions 
in Mobile. His widow, two sons, 
J. A. McGowin and E. L. Mce- 
Gowin, and a daughter, survive. 





E. A. BJELDE 


E. A. Bjelde, 73, a hardware 
dealer in Mayville, N. D., for 
more than a half century, passed 
away suddenly Nov. 26, of a 
heart attack. He went to May- 
ville in 1885 where he was em- 
ployed in a hardware store. He 
later purchased the business and 
operated it in the same location 
for 53 years. He leaves his 
widow and three children. 


A. H. GRIESER 


A. H. Grieser, 53, hardware 
dealer in Buffalo, N. Y., passed 
away suddenly at his home in 
that city. He had conducted a 
store with his son, Walter L. 
Grieser, in Buffalo for the past 
15 years. Prior to his entering 
business for himself, Mr. Grieser 
was manager of the Sherwin- 
Williams Paint Company’s store 
in Buffalo. He was also a direc- 
tor of the North Main Savings 
& Loan Assn. 
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WARREN H. COWDERY 


Warren H. Cowdery, 84, co- 
founder of The American Fork 
& Hoe Co., Cleveland, Ohio, 


passed away Nov. 13 in Pasa- 





WARREN H. COWDERY 


dena, Calif., where he had lived 
the last three years. 

A native of Perry, Ohio, Mr. 
Cowdery began his industrial ca- 
reer with the Geneva Tool Co. 
at Perry. In 1880 he went to 
Ashtabula where with the late 
C. R. Harris, he organized the 
Ashtabula Tool Co. Both plants 
are now part of The American 
Fork & Hoe Co. He was one 
of the men who formed that com- 
pany in 1902 and was the sec- 
ond president of the company, 
serving in that capacity 20 years. 
He then became chairman of the 
board, a position from which he 
retired in 1903. 

Surviving Mr. Cowdery are his 
widow, Mrs. Hannah Proctor 
Cowdery, and four children, Mrs. 
C. F. Morse, Warren K. Cow- 
dery, Mrs. Julian Goddard, and 
Robert H. Cowdery. 


G. R. STAFFORD 


G. R. Stafford of Atlanta, Ga., 
a member of the Old Guard, 
Southern Hardware Salesmen’s 
Assn., passed away recently. Mr. 
Stafford was formerly a represen- 
tative of E. C. Atkins and Co., 
Indianapolis, Ind., and after his 
retirement from the road was as- 
sociated with the Linde Air 
Products Co. His widow sur- 
vives. 


ROBERT S. MacGARVIE 

Robert S. MacGarvie, who had 
represented the Brown & Sharpe 
Co. of New York since 1925 in 
the metropolitan area, died Nov. 
26. He had been identified with 
that organization for 22 years, 

















having started his career as an 
apprentice machinist in the fac- 
tory at Providence, R. I., in 


1915. 


JOHN A. SCHLEICHER 
John A. Schleicher, 77, for- 


merly in charge of sewing ma- 
chine tools for the Brown & 
Sharpe Mfg. Co., Providence, R. 
I., and later associated with the 
Metropolitan Sewing Machine 
Co., Wales Adding Machine Co., 
and the Lufkin Rule Co., died 


recently. 


LUCIUS JAMES ELLIOTT 


Lucius James Elliott, promi- 
nent industrialist of Racine, 
Wis., for more than a half cen- 
tury died Nov. 19 at the age of 
82 years. He founded numerous 
metal trade and other industries, 
and at his death was president 
of the Imperial Bit & Snap Co., 
manufacturer of harness and 
other hardware specialties in 
Racine. 


FRED L. WILSON 


Fred L. Wilson, formerly trea- 
surer of the American Steel & 
Wire Co., Chicago, for 28 years, 
passed away Nov. 26 of a heart 
ailment. He leaves his widow. 








NORTH COAST DEALERS 
MEET FEB. 10-11 


The annual convention of the 
North Coast Hardware and Im- 
plement Dealers Assn. will be 
held Feb. 10 and 11, 1938, at 
the Olympic Hotel, Seattle, 
Wash. T. S. Coy, Olympic Hotel, 
Seattle, is secretary of the asso- 
ciation. 


PENN. WHOLESALE ASSN. 
MEETS MARCH 24-25 

The Pennsylvania Wholesale 
Hardware and Supply Associa- 
tion will hold its spring conven- 
tion March 24 and 25, 1938, at 
the Hotel Astor, New York City. 
The convention will be opened 
by a dinner, Thursday evening. 
March 24. 


ALABAMA CONVENTION 
JUNE 7-9 

The Retail Hardware Associa- 
tion of Alabama will hold its 
annual convention and_ exhibi- 
tion, June 7 to 9, 1938, at the 
Gay Teague Hotel, Montgomery. 
Ala. J. H. Crowe, 410 N. 2lst 
St., Birmingham, is secretary of 
the association. 
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WASHINGTON MERCHANTS SEE NATURAL EXPIRATION 
OF DISTRICT'S BUSINESS PRIVILEGE TAX 


(Washington Bureau 
of Hardware Age) 


Washington’s wholesalers and 
retailers, along with scores of 
outside business groups who have 
raised vigorous objections to what 
they describe as the “unfair and 
inequitable” business privilege 
tax law enacted in the closing 
days of the last Congressional 
session, are looking forward to 
its expiration on June 30, 1938, 
and say there is little likelihood 
of its re-enactment. 

The tax, which is due to ex- 
pire June 30, is levied at the 
rate of 2/5 of 1 per cent on gross 
receipts in excess of $2000 dur- 
ing the calendar year 1936 and 
is applicable to all concerns en- 
gaged in business for profit in 
the District. Even out-of-town 
firms which do not maintain an 
office here are subject in some 
instances to the gross receipt 
tax. In any event, a license fee 
of $10 is required of any firm or 
group which solicits business in 
the city irrespective of whether 
its income in 1936 was below the 
$2000 figure. 

The business privilege tax levy 
was passed as “emergency” leg- 
islation after Congress, in a rush 
for adjournment, had _ turned 
down other forms of raising 
revenue badly needed for Dis- 
trict expenditures. The tax is 
said to be about the only form 
of taxation which Congressmen 
in Washington would not feel 
themselves. 

Because of its comp%ratively 
short life, few business concerns 
have considered it worthwhile to 
contest its validity. One case 
involving an advertising firm was 
recently dismissed for lack of 
evidence. Further _ enlighten- 
ment is expected from another 
case still pending in which a 
wholesale food dealer has chal- 
lenged constitutionality of the 
law. 





Ostensibly, all business groups 
in Washington have been solidly 
opposed to the tax since it was 
first suggested. They insist that 
Washington is the only place in 
the country where such a tax 
could ever find its way on the 
statute books since, it is argued. 
Congress makes the laws which 
govern the city and not the resi 
dents. Public hearings were held 
on the measure but that was as 
close as business groups came to 
having any vote on the subject. 

Some sources say that enforce- 
ment of the tax law is lax, dif- 
ficult and generally disappoint- 
ing so far as returns are con- 
cerned at the office of the 
District of Columbia tax assessor 
where the tax is payable. There 
have been several arrests, how- 
ever, for failure to comply. Re- 
calcitrant business groups can be 
fined at the rate of $1,000 a day 
for failure to obtain a license for 
doing business. 

No similar tax law can be 
found in any other part of the 
country, although New York City 
has a “business privilege tax” of 
1/10 of 1 per cent on receipts 
over $15,000 a year. No attempt, 
however, is made to include in- 
terstate businesses as is the case 
under the District of Columbia 
law. 


PITTSBURGH STEEL MAKES 
EXECUTIVE APPOINTMENT 


John U. Anderson has been 
elected secretary and treasurer 
of the Pittsburgh Steel Co., 
Pittsburgh, Pa. Mr. Anderson 
was formerly associated with the 
National Fireproofing Corp., as 
secretary and treasurer and prior 
to that he was treasurer of the 
Republic Steel Corp. Henry J. 
Miller, vice-president and secre- 
tary, and Charles E. Beeson, vice- 
president and treasurer, continue 
as vice-presidents of Pittsburgh 
Steel. 
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HOME APPLIANCES DEMONSTRATED IN DISPLAY TRAILER 


The Bronson & Townsend Co., New Haven, Conn., sends this 
trailer to retail hardware merchants of Connecticut and neigh- 
boring territories with complete displays of major home appli- 
ances. Through the use of a gasoline powered I11-volt generator 
all the appliances can be demonstrated without any external source 
of power. The trailer has greatly increased the sales volume of 
the company’s dealers in the home appliance field and Mr. Lewis 
H. Bronson says, “It is most gratifying to see the results which 
can be obtained from modern forms of merchandising, and the 
sales potentialities of such a unit seem to be almost limitless.” 








DEVOE & RAYNOLDS ENTERTAIN JOBBER SALESMEN 


A banquet on Friday evening, 
Dec. 3, in Jack Dempsey’s fa- 
mous restaurant, with Jack him- 
self as genial host, climaxed a 
day of sightseeing in New York 
for 16 jobber salesmen, the 
guests of Devoe & Raynolds Co., 
1 W. 47 St., New York City. 
The next day the party left on 
the Queen of Bermuda for a 
vacation trip as a reward for 
their endeavors in the recent 
Superkleen Brush contest. 

Under the guidance of A. H. 
Mohrhusen, sales manager, Su- 
perkleen Brushes, the tour of 
New York was highlighted by a 
visit to Superkleen’s Brooklyn 
factory and a trip to the observa- 
tion tower atop the Empire State 
Building where the party was 
greeted by the Hon. Alfred E. 
Smith. In the afternoon the men 
were guests at the Yale Club of 
E. S. Phillips, president and C. 
D. Peck, vice-president and gen- 
eral sales manager of Devoe & 
Raynolds. Other features of the 
day in New York were a visit to 
a broadcasting station and to a 
Broadway night club. 

The jobbers’ salesmen who re- 
ceived the Bermuda trip are: 





A. L. Nevers, Demert & Dough- 
erty, Inc., Chicago; C. Collipp. 
Appleton Supply Co., Appleton, 
Wis.; John Dziekan, Dziekan 
Paint Co., Milwaukee, Wis.; W. 
J. Graham, Western Rosin & 
Turpentine Co., Detroit; L. N. 
Stratmann, F. M. Baur, and L. L. 
Snyder, Demert & Dougherty, 
Inc., St. Louis, Mo.; John M. 
Cline, United Sash & Door Co., 
Wichita, Kan.; Chas. M. Brown, 
Western Glass & Paint Co., Lin- 
coln, Neb.; F. Schonfeld, Shane 
& Hayes, Inc., Brooklyn, N. Y.; 
Bob Clark, Peaslee-Gaulbert 
Corp., Louisville, Ky.; W. R. 
Ross and R. D.  Utterback, 
Standard Glass & Paint Co., Des 
Moines, Iowa; S. Gelbard, Wm. 
Goldenblum & Co., New York 
City; L. Kitterman, Peaslee- 
Gaulbert Corp., Louisville, Ky., 
and R. O. Gentis, Schafer Co., 
Decatur, Ind. 

Also among the party were 
the following Devoe & Raynolds 
salesmen: William Kelchner, Don 
Black, R. A. Robertson, Larry 
Tibbets, and J. D. MacDermott, 
all of the brush division, and A. 
Phillips, Wadsworth, Howland 
Co., Boston, Mass. 


Scene at the dinner for jobber salesmen given by Devoe & Raynolds Co. in Jack Dempsey’s Restaurant, New York City, December 3 
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CREDIT ASS’N PETITIONS CONGRESS 
TO REPEAL UNDISTRIBUTED PROFITS TAX 


(Washington Bureau 
of Hardware Age) 


Repeal of the undistributed 
profits tax is advocated by a 
special subcommittee taxa- 
tion of the National Association 
of Credit Men, in a petition sent 
this week to each member of the 
Senate and the House of Rep- 
resentatives. 

Explaining its position, the 
committee declares that “the in- 
terests of government, business 
and the general welfare would be 
materially served by repeal of the 
surtax on undistributed corpor- 
ate profits. This conviction is 
based upon a careful and un- 
prejudiced observation of the ef- 
fects of the law in the field of 
business generally and _particu- 
larly in that of credit. 

“If, however, the surtax or 
profits is to be maintained it is 
strongly urged that the law be 
modified in at least the follow- 
ing respects. We believe that 
the law should also be changed 
in other respects but we have 
confined our observations here to 
certain aspects of the law which 
appear to be particularly detri- 
mental to stable credit condi- 
tions.” 


on 


The changes which the Asso- 
ciation’s committee recommends 
because it believes they will re- 
sult in “a material improvement” 
in the law are: 

1. “Provide exemption from 
the corporate surtax of a reason- 
able amount or a fixed percent- 
age of earnings which may be 
withheld by the corporation from 


distribution and employed for 
purposes of capital expansion, 
addition to surplus or other 


legitimate corporate requirements. 

2. “Permit corporations to con- 
sider, in computing the tax to be 
paid, dividends paid within a 
specified period after the end of 
the taxable year. It is usually 
impossible to ascertain actual 
earnings until a reasonable time 
has elapsed after the close of the 
fiscal year. Failure of the law 
to recognize this situation has 
created an unnecessarily disturb- 
ing ‘element in business. 

3. “Provide exemption from the 
corporate’ surtax of the amount 
of earnings which are set ‘aside 
during the taxable year for the 
payment of accumulated indebt- 
edness of the corporation, and 
for the retirement of funded 
debts. Specific exemption should 
be extended to corporations 
operating under a creditors’ ex- 
tension agreement or under a 
creditors’ committee, giving the 
same relief there as is now 
granted corporations which are 
in bankruptcy or receivership. 
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Unless such relief is given it is 
likely that many such extension 
cases will terminate in liquida- 
tion, and many feasible oppor- 
tunities in the future for settle- 
ment of indebtedness by this 
method will be disregarded, thus 
defeating constructive efforts of 
debtors and creditors to preserve 
the companies involved as going 
concerns. 

4. “The tax payer should be 
permitted to apply losses of a 
reasonable number of prior years 
against profits of the succeeding 
years in determining the income 
subject to the corporate surtax 
in such later years. It is in- 
equitable to exact heavy taxes 
upon the full profits of success- 
ful years without relief in re- 
spect to unprofitable years. 

5. “Provide for dividend-paid 
credit for any dividend distribu- 
tion made within sixty days of 
the final determination of taxable 
net income where the net income 


reported in the return is_ in- 
creased upon subsequent ex- 
amination by the Treasury De- 
partment. 


6. “Since the actual earnings 
of a business and taxable net 
income as computed under the 
present law may differ, the cor- 
porate surtax should be levied 
only on the taxable earnings as 
shown by the adjusted net in- 
come.” 

Pointing out that the commit- 
tee represents the membership of 





the Credit Association which is 
a non-profit organization of 20,- 
000 manufacturing, banking and 
wholesaling concerns throughout 
the country, the petition declares 
that because the Association “is 
representative of so large a cross- 
section of business, both large 
and small, with a_ substantial 
part of its membership made up 
of the smaller business units 
which are so vital to the general 
welfare of communities and of 
the entire nation, we believe that 
the facts and opinions expressed 
herein will be of interest to mem- 
bers of Congress in their en- 
deavor to foster our general eco- 
nomic and social well-being.” 


HORTON MFG. APPOINTS 
DENVER DISTRIBUTOR 


The Hendrie & Belthoff Mfg. 
and Supply Co., Denver, Colo., 
has been appointed distributor 
in the territory surrounding Den- 
ver for the washers and ironers 
manufactured by the Horton 
Mfg. Co., Fort Wayne, Ind. Ross 
H. Adams is sales manager of 
Hendrie & Bolthoff’s electrical 
department. 


CYCLE TRADES MEET 
JAN. 11-13 


The mid-winter meeting of the 
Cycle Trades of America will be 


held Jan. 11-13, 1938, at the 
Hotel Commodore, New York 
City. E. H. Broadwell, Chanin 


Bldg., New York City, is man- 
ager of the organization. 


FAIRBANKS-MORSE MAKES NEW APPOINTMENTS 
TO HOME LAUNDRY EQUIPMENT DIVISION 


Joseph C. Lewis has been ap- 
pointed manager of the Home 
Laundry Equipment Division, 
Fairbanks, Morse & Co., Indian- 
apolis, Ind., and Lewis P. Faddis 
has been made engineer of that 
division. 

Mr. Lewis was formerly gen- 





eral manager of the Horton Mfg. 
Co., Fort Wayne, Ind., and was 
previously engaged in manage- 
ment and engineering work. Mr. 
Faddis has had long experience 
in the home laundry field as well 
as automotive engineering ex- 
perience. 





JOSEPH C. LEWIS 


LEWIS A. FADDIS 





CROSLEY DISTRIBUTOR 
OPENS WHEELING BRANCH 


The Anchor Lite Appliance Co., 
Pittsburgh, Pa., distributor for 
the Crosley Radio Corp., Cincin- 
nati, Ohio, has opened a branch 
in Wheeling, W. Va., as head- 
quarters for additional territory 
recently assigned it by Crosley. 
Thirty-four counties in southern 
Pennsylvania, northern West 
Virginia, western Maryland, and 
eastern Ohio comprise the new 
territory. 

The distributor firm will main- 
tain display quarters, a service 
department, and a complete stock 
of merchandise in the Union 
Warehouse Bldg., 15th and Main 
Sts., Wheeling. M. H. Marshall, 
for five years eastern division 
manager, has been promoted to 
head the new branch. 

Crosley products distributed by 
Anchor Lite include radios, re- 
frigerators, washers and ironers, 
Xervacs, gas and electric ranges, 
radio tubes, and Koldrinks. The 
company is also a wholesale dis- 
tributor for coal ranges, circulat- 
ing heaters and electric ap- 
pliances and accessories. 


APPLIANCE ASSOCIATION 
NOMINATES OFFICERS 


Officers for the coming year 
were nominated at the Nov. 23 
meeting of the Electrical Ap- 
pliance Dealers Association of 


Brooklyn, Inc., held at Joe’s 
Restaurant, 330 Fulton St. 
Brooklyn, N. Y. James’ J. 


Schneer, first vice-president, 360 
Livingston St., Brooklyn, was 
nominated to succeed Russell A. 
Atkinson, R. J. Atkinson, Inc., 
4 Ralph Ave., as_ president. 
Nominations for first and second 
vice-president, respectively, were 
Max J. Zimmer, 2078 86th St. 
and Percy Peters, 473 Sumner 
Ave. A. H. Grafenstadt, hard- 
ware dealer of 495 Myrtle Ave., 
was renominated for the office 
of treasurer and Secretary Albert 
H. Bernhard, 1597 Nostrand Ave., 
was also. renominated. Sam 
Klein, 698 Nostrand Ave., was 
nominated to serve again as ser- 
geant-at-arms. Elections will be 
held at the December 29 meeting 
to be held at the same place. 

More than 150 men and women 
attended the meeting which was 
presided over by Russell A. At- 
kinson, president. Martin Tar- 
zian, 193 7th Ave., hardware 
dealer, gave his reports as chair- 
man of both the Feld-Crawford 
Committee and the board of 
directors. Mr. Schneer, report 
ing as chairman of the vacuum 
cleaner committee, urged dealers 
to ask for down payments before 
completing their demonstrations 
of cleaners. 
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The Lockwood Line 
of Builders Hardware 


A supplementary builders hardware educational 
article furnished by the manufacturer of this line 


Epitor’s Note—The material and illustrations for this article were 
furnished in their entirety by the Lockwood Hardware Mfg. Co., 
Fitchburg, Mass., at the invitation of this publication. This article 
is offered our readers as a supplement to the editorial educational 
series entitled “Taking the Mystery Out of Builders’ Hardware,” in 
the belief that such supplementary information has genuine value 
in the study of this subject. HaRpware ACE has invited all American 
manufacturers of builders’ hardware to supply similar illustrations 
and explanations of their respective lines, stressing any unusual or 
patented features. We believe that this is a constructive program 
that will give our readers very tangible additional value in the study 
of our series “Taking the Mystery Out of Builders’ Hardware.” In 
no sense is the publication of this article an endorsement of the 
statements, therein, on the part of the publishers. It is our sole 
desire to inform our readers as completely as possible on this subject. 
All manufacturers have been and are again invited to furnish 
similar material, at their earliest convenience. This article is by 
Duncan Shaw, general sales manager, Lockwood Hardware Mfg. Co. 





HE Lockwood Hardware 

Manufacturing Co. has made 

a conventional line of 
builders’ hardware for 55 years. 
It parallels, except for minor de- 
sign variation, that of other manu- 
facturers. However, since Lock- 
wood was taken over by its pres- 
ent management a few years ago, 
the company has carried on a 
continuous program of product 
improvement and product develop- 
ment. 

Preceding this program, care- 
ful and thoroughgoing shop and 
field research was carried out. Its 
broad objectives were functional 
improvement, greater ease of ap- 
plication, enhanced beauty and, 
finally, color harmony. Modern 
kitchens, bath and game rooms de- 
mand hardware in keeping with 
the present decided trend toward 
color. Hardware is, moreover, an 
ideal color vehicle. With the com- 
monly used ivory door as a back- 
ground, a knob and escutcheon 
afford the spot of color dictated 
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by sound decorative practice, par- 
ticularly when primary colors, 
such as Chinese red, are used. The 
principle of “art in industry” has 
been recognized and accepted as 
an important guiding influence in 
Lockwood’s design research and 
development. 

Under the product improvement 
program, items already being 
made were improved by the adop- 
tion of the most modern manu- 
facturing methods and the utiliza- 
tion of the finest materials avail- 
able. Today Lockwood uses forged 
brass faces in place of sand cast- 
ings on cylinder locks and on 
many bit key locks. Dead bolts 
and latch bolts are also forgings. 
Brass forgings, this company feels, 
are in many respects superior to 
brass sand castings. Because of 
the tremendous pressure applied, 
the forging process increases the 
tensile strength from approxi- 
mately 23,000 Ibs. to over 70,000 
Ibs. per square inch. Forgings 
have, as a further result of this 











Lockwood Unifast, combination rose 
and key plate gives the effect of 
sectional trim. Useful for 1% in. 
interior stock doors, as no wood 
screws are required for the installa- 
tion. Instead a single machine 
screw passes through the escutch- 
eon into a tapped hole in the side 
wall of the square lock. 


Cape Cod lock sets. Showing the 
Lockwood Osterville pattern as ap- 
plied to a door. The handle and 
thumb latch are the same on each 
side of the door. 
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THE AXE SALESMAN 
NOBODY PAYS 


@ Here is an axe salesman ready 








@ New Kelly Axe Display Stand—all steel construction, safe, durable, to work for you every hour of 
practical, and a business builder. 


every day—making new customers 
























—reminding old ones to buy—ask- 
ing not one cent for his services. 
Why not put him to work in your 
store, as hundreds of other 
progressive merchants are doing, 
selling those grand Kelly Axes, 
TRUE TEMPER Quality, with 
mallet tested blades and factory 
fitted handles. 


Just send us a one dollar bill, or 
check for that amount, to cover 
our cost of packing and shipping. 
This axe salesman that nobody 
pays, will be sent you, prepaid, all 
ready to start work in your store 
selling axes. Use the coupon for 


quick action. Write today! 


THE AMERICAN FORK & HOE CO. 


Makers of Essential Tools 
. Cleveland, Ohio 























THE AMERICAN FORK & HOE CO. 
Cleveland, Ohio 


I want the salesman nobody pays, to help 
sell axes in my store. Enclosed is $1.00. Please 
ship at once, prepaying charges. 


Store Name 





Street 





My Name 





City State 





me coe es ss oe oe oe oe wd 





Jobber usually patronized 








FORKS © RAKES © HOES © SHOVELS © AXES  HATCHETS » HAMMERS © SCYTHES © FISHING RODS AND BAITS ¢ GOLF SHAFTS 
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ivory, 


shown. 





pressure, a very dense metal struc- 
ture with no minute sand _ holes. 
This density affords a far more 
satisfactory and durable basis for 
plated finishes, such as nickel and 
chrome. Made in a forging die. 
all faces are absolutely to tem- 
plate. Lockwood forgings have 
also replaced sand castings for 
many interior lock parts where 
added strength is desirable. 

The “Patrician” design as illus- 
trated was the first new Lockwood 
development. It features a com- 
bination metal and plastic knob. 
The knob construction permits the 
removal of the plastic knob body 
and replacement with one of any 
other color desired, knob bodies 
being available in black, ivory, 
red, green, orchid, mahogany, yel- 
low, and delphinium blue. This 
flexibility permits the use of pleas- 
ing pastel colors with no extra 
stock problem involved for the 
dealer. Lock sets are carried in 
stock by the dealer with ivory and 
black knobs completely assem- 
bled. A dozen knob bodies in 
each of the other colors, which 
requires an investment of only 
$9.00, is also carried. When the 
occasional need arises, generally 
in either kitchen or bathroom, for 
a knob to match a color scheme, 
the dealer simply replaces the 
black or ivory knob body on the 
inside of the door with a knob 
body of the required color. 

The second version of “Patri- 
cian” added a thin, graceful 
French type knob section in con- 
trast to the original conventional 
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Patrician Plastelle. 
cation of plastic and metal 
to the escutcheon is shown 
in this “Plastelle’ design. 
base is of 
molded tenite in lustrous 
black 
colors with metal insert as 


Escutcheon 


Appli- 


, 3 
i 
[ 
and other PA 


type. The difference is apparent 
in the illustrations. 

Lockwood’s third “Patrician” 
development is the “Plastelle” de- 








Original Patrician knob by Lock- 
wood is a combination metal and 
plastic knob with interchangeable 
features which permits the use of 
plastic knob material in various 
colors, together with metal parts in 
various finishes 

At right is the Patrician thin knob 
section. A further refinement in de- 
sign broadening the use of the 
plastic and metal knob. 


sign. It carries the combination 
metal and plastic idea into the 
assembly of the escutcheon. The 
escutcheon base is molded tenite 


Patrician knob 
assembly, 
showing (with 
mirror) the in- 
side as well as 
the outside of 
each part. 


in lustrous ivory and black, with 
the other colors available when 
needed. The metal insert, by 
means of an ingenious feature of 
the plastic base, is removable at 
will. “Plastelle” lock sets also are 
stocked by dealers only in black 
and ivory with a small stock of 
escutcheon bases in other colors. 

Lockwood “Cape Cod” lock sets, 
comprising at present two designs 
—“Qsterville” and “Cataumet”— 
are an adaptation of a pre-Revolu- 
tionary design to modern needs. 
Original Colonial thumb latches 
were attractive on the handle side 
and ugly on the other. The lift 
latch protruded and caught in 
one’s clothing. The door rattled in 
a draught. No adequate locking 
was provided. By placing a han- 
dle on both sides and developing 
an inexpensive mortise lock, 
“Cape Cod” sets were introduced 
at a price in keeping with the cost 
of the small Cape Cod type cot- 
tage. 


“Polyflex”” Knobs 


The introduction of “Polyflex” 
knobs carried Lockwood’s develop- 
ment program into the finest resi- 
dence hardware. Knobs of this 
type are included in the lines of 
all manufacturers of general 
builders’ hardware. Previously 
they have been made of sand cast- 
ings. Lockwood devised a forged 
brass knob with a_ removable 
forged brass top. The result, says 
the company, is not only a very 
much improved product due to 
the use of forgings as described 
above, but also a reduction in the 
stock investment required by a 
dealer. An accompanying illus- 
tration shows four designs of 
knob tops. With two key plates, 


eight combinations are possible. 
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| prwerey who expect to make satisfactory profits in 1938 
should arrange to have the newest types of merchandise 
with the strongest selling features. Demonstrations and sales of 
Water Flex equipped washers have already proved that here is 
the answer to that need. 


The minute you secure selling rights for a Water Flex equipped 
machine your whole sales outlook changes. Women are eager 
for demonstrations of this new type washer with its revolution- 
ary features. And the percentage of “closes” is phenomenal. 


Prospects instantly see the advantage of the Water Flex method 
because it discards the agitator and cleanses by water action 
alone. No moving part touches the clothes. There is maximum 
cleansing with minimum wear. Absolute safety for even the 
most delicate fabrics. These are not just selling points. They’re 
easily proved facts. See Water Flex work and you'll understand 
— it offers your best solution to the sales and profit problem 
‘or 1938. 


Coppes, Inc., Nappanee, Indiana, famous in the furniture field 
for many years, and the Beam Manufacturing Company of 
Webster City, Iowa, are the first licensees to announce Water 
Flex equipped machines. Write them for complete information 
on their revolutionary new washers. 


THE BIRDSELL CORPORATION 
312 S. Columbia St., South Bend, Indiana 
THE BIRDSELL NAME HAS STOOD FOR FINE MACHINERY SINCE 1855 


li ae 


igi) BIRDSELL ¢| i1N\ 


NO MOVING PART 
TOUCHES THE CLOTHES 


An impeller hidden beneath the cen- 
ter post, driven at 1750 r.p.m., washes 
everything safely, perfectly—from sheer 
laces and silks to grimy work clothes. 


WATER DOES ALL THE WORK 


Water Flex is the first great improve- 
ment since washing machines were in- 
vented. Women can’t resist the tre- 
mendous appeal of this new type 
washer. They KNOW it’s right. 


NO WEAR — NO STRAIN 
—-NO TEAR 

The agitator is gone. There is nothing 

to strain, wear or tear the clothes. 


Things last infinitely longer when 
washed by this amazing new method. 


WATCH FOR ANNOUNCEMENTS BY NEW LICENSEES ! 
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Since the only important design 
element in this type of French 
shank knob is the top, which in 
this case is assembled, the dealer 
only needs to stock basic lock sets. 
with a supply of knob tops and 
key plates packed separately, cut- 
ting his stock to one-quarter of 
that required with cast knobs. All 
of the design combinations are 
shown by the dealer as samples 
and whatever selection is made by 
the customer it can be quickly 
assembled. 

A quite natural and unusually 
striking variation of the “Poly- 
flex” design is accomplished by 
replacing the forged knob top 
with one of molded plastic in 
black, ivory, and the other avail- 
able “Patrician” colors. No black 
and white illustration can do jus- 
tice to the beauty of the contrast- 
ing lustrous plastic center sur- 
rounded by a ring of polished 
metal. 
Lockwood's 


most recent de- 


velopment is the “Unifast” com- 
bination rose and key plate. When 
the millwork industry standard- 
ized on 1%-inch interior stock 
doors in the middle twenties, the 
very popular sectional trim (rose 
and key plate) was almost com- 
























knob tops are of forged brass. 
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Lockwood Polyflex interchangeable hardware. 
The knob body is of 
standard design. There are at present four top designs, 
any one of which may be applied to a standard knob 
body, thus giving an effect of four distinct knob styles. 
Plastic tors may be substituted for the metal tops. 





Forged brass lock face by Lockwood 
showing accuracy of form, requiring 
no machining other than broaching. 
Process is said to increase tensile 
strength providing dense metal struc- 
ture and freedom from sand holes 
resulting in a satisfactory and dur- 
able basis for plated finishes as 
nickel and chrome. Interchange- 
ability is another feature. 


pletely eliminated in favor of the 
pendant escutcheon which strad- 
dles the lock. This came about be- 
cause of the difficulty of applying 
the rose and key plate to the very 
thin wood on the door stile after 
the lock had been mortised in. 
With sectional trim three screws 
enter the thin wood between the 
surface of door and the lock case. 






Knob and 





As a result, very soon after in- 
stallation in many cases the screws 
drop out and both rose and key 
plate become detached from the 
door. Most architects and a ma- 
jority of home builders would still 
prefer to use the attractive, grace- 
ful sectional trim but for this diffi- 
culty. To solve this problem, 
Lockwood developed a lock with 
an additional stump which is 
drilled and tapped. The “Unifast” 
escutcheon is secured by machine 
screws on either side passing 
through the wood into the lock 
itself. Since only two screws are 
required instead of ten, which 
were necessary with the old-fash- 
ioned rose and key plate, a very 
substantial saving in the cost of 
application also results. This 
Lockwood development promises 
to be one of the most popular 
since the “Unifast” escutcheon can 
be used with glass knobs, metal 
knobs, and Patrician knobs, the 
company reports. 


Jimmy-Proof Lock 


A recent improvement by Lock- 
wood in lock construction is a 
jimmy-proof apartment entrance 
cylinder lock, that is not only 
“hang” proof, making it impos- 
sible to lock against the key with 
the inside thumb turn in any posi- 
tion, but has a balanced or “equi- 
poise” hub action. This permits 
turning the knob in either direc- 
tion with equal ease. Another re- 
cent development by this company 
is a cylinder dead latch for use on 
residence front or rear doors 
and on apartment entrance doors 
where an inexpensive cylin- 
der lock is required. It may be 
used either with a pair of knobs 
or with one knob and a sectional 
handle. A combination of a 
cylinder knob latch and a sec- 
tional handle latch, this dual 
function reduces by 50 per cent 
the stock required by a hardware 
dealer. 
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Cleveland, Ohio 


GENERAL OFFICES e 


WEST 8Sth ST. PLANT 


EAST 63rd ST. PLANT 


THESE ARE OUR 


Five (lanl 


HILE LAMSON & SESSIONS is today the manu- 

facturer of the most complete line of bolt 
and nut products in this country, the production 
capacity represented by these five modern plants 
you would suppose could”only be*absorbed by 
a large distribution through wholesale hardware 
and mill supply jobbers plus a great volume of 
business from manufacturers. And that of course is 
true. Railroads, machinery builders, farm imple- 
ment manufacturers, and other such large volume 
consumers—all use LAMSON products. Only: the 


highest standards of manufacture can meet their 
requirements, and the same high standards are used 
in making every bolt and nut sold through hard- 
ware dealers. Packaged in the new Prize- Winning 
LAMSON carton—three times stronger than any car- 
ton used before—you can safely stock the LAMSON 
line with every assurance as to its salability and 
quality. Ask your Jobber to fill in your stocks from 
the LAMSON line. THE LAMSON & SESSIONS COMPANY, 
General Offices, Cleveland, Ohio. Plants at Cleve- 
land and Kent, Ohio; Chicago and Birmingham. 


Bolts « Nuts « Cotters « Cap Screws 


LAMSON & $ 


ESSIONs 








JACOB ARMBRUSTER, 
Yorkville, Ill., hardware and 
implement dealer, celebrated 
on June 22, 1937, his 54th 
anniversary as a_hardware- 
man. In all those years the 
business has been conducted 
in the same building. Mr. 
Armbruster, who is a native of 
Sollingen, Germany, came to 
this country with his parents 
at the tender age of two, and 
has been a resident of York- 
ville, ever since. He began 
his business career as a farm- 
hand and later was employed 
in paper mills. In 1883 he 
became an employee of the 
hardware store of Willett & 
Welsh, becoming a partner in the firm of Willett & Arm- 
bruster in 1894. Two years later the firm was succeeded 
by Armbruster & Needham. Mr. Armbruster became sole 
proprietor of the business in 1912, operating the store 
from 1913 to 1930 under his own name. In 1930 the firm 
name was changed to Armbruster Hardware Co., his son, 
Earl Jacob Armbruster, joining him in the business. Mr. 
Armbruster tells us that his chief hobby is baseball and 
that while he no longer plays the game himself he often 
goes to Chicago to see the Chicago Cubs in action. He 
has always been active in promoting the welfare of his 
community and is at present supervisor of the Township 





JACOB ARMBRUSTER 
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of Kendall. Mr. Armbruster was for about 10 years 
treasurer of the Village of Yorkville and has been a mem- 
ber of the village school board. For about 10 years he 
was treasurer of the Kendall County Fair Association. 
Since 1891 he has been a member of Kendall Masonic 
Lodge No. 471, of which he is a past officer. He is a 
charter member of the Yorkville Chapter 295, Order of 
the Eastern Star, and a past officer of that chapter. 


JAMES E. LENNON 
celebrated on July 5 his fif- 
tieth anniversary as a member 
of the American Screw Co., 
Providence, R. I., staff. He 
started his business career in 
the firm’s Chicago office, at 
the age of fourteen, as an er- 
rand boy. In his first twenty- 
five years with the company 
he successfully and diligently 
filled many different positions. 
He became a traveling repre- 
sentative of the company, with 
headquarters at the Chicago 
office, about twenty-five years 
ago and in that important ca- 
pacity has made a great many 
friends among the wholesale 
hardware distributors in Wisconsin, Minnesota, Iowa, 
Nebraska and Missouri. Mr. Lennon is a native of Chi- 
cago and has always made his home in that city. He is 
an active and friendly man, having many interests and 
numerous friends. 





JAMES E. LENNON 


WILLIAM C. WRIGHT, 
head buyer and assistant man- 
ager, Sheffield Co., Americus, 
Ga., wholesale and _ retail 
hardware firm, has been with 
the same organization and its 
predecessor, J. W. Sheffield & 
Co., since September 1, 1882. 
Starting as a retail salesman 
for the company, he was pro- 
moted to his present responsi- 
bilities about thirty years ago. 
When he entered the hardware 
business he was a young man 
of twenty who had just com- 
pleted a_ business college 
course in Baltimore, Md. In 
his many years as a wholesale 
buyer he has made countless 
friendships among traveling hardware salesmen covering 
the southern territory. His chief hobbies, according to 
his associates, are wearing a derby and working on 
Sundays. 





WILLIAM C. WRIGHT 
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W. E. HAYNES is a 
young and active hardware- 
man of 74, and has been in 
business in Kansas since 1884. 
He served his apprenticeship 
in the N. E. Weaver Hardware 
store in Emporia, Kan., and a 
year later moved to Norwich, 
Kan., where he became a 
partner in the Haynes Bros. 
store, with his three brothers, 
all of whom have since passed 
away. On Feb. 1, 1894, the 
Haynes business was moved to 
Emporia, Kan., where it has 
since been located. The 
Haynes company, of which 
W. E. Haynes has long been 
president, was incorporated in 
1907 and is now one of the largest hardware stores in 
the state. Mr. Haynes enjoys good health and finds his 
greatest leisure time pleasure in playing golf and in 
reading a variety of periodicals and books. He was 
president, in 1919, of the Western Retail Implement & 
Hardware Association and was for many years a member 
of the organization’s executive committee. 





W. E. HAYNES 


GRANVILLE W. WOL- 
BERT, traveling salesman 
for Simmons Hardware Co., 
St. Louis, Mo., wholesale hard- 
ware distributors, has been a 
hardwareman since Septem- 
ber, 1883, and today at the 
age of 72 says that he expects 
“to sell hardware for at least 
ten years more.” His hard- 
ware career began at the store 
of Miller Bros., Boston Block, 
Minneapolis, where he helped 
with stock and orders. In 
1888 he got his first experi- 
ence as a traveling salesman 
covering Minnesota and North 
Dakota for the Miller com- 
pany. Back in 1889 he went 
with the Strong-Hackett Hardware Co., St. Paul, Minn., 
continuing with that organization until 1902, when he 
went with the Simmons Hardware Co. Mr. Wolbert was 
one of the organizers of the North Dakota Retail Hard- 
ware Association, having spent some of his time in the 
retail hardware business. He was one of the organizers 
of the following hardware companies: Moorhead Hard- 
ware Co., Moorhead, Minn.; Casselton Hardware Co., 
Casselton, N. D., and G. W. Wolbert Hardware Co., Bis- 
marck, N. D. Mr. Wolbert was at one time a member ot 
the executive committee of the N.R.H.A. and his hobbies 
are hardware and fraternal organizations. He has given 
of his time and talents to the state of North Dakota as a 
member of the North Dakota House in 1899 and 1909 
and as a member of the state Senate in 1901. Mr. Wol- 
bert is very active in fraternal organizations and is a 
past grand chancellor of North Dakota Knights of Pythias 
and a life member of that organization. In addition, he 
is a life member of Mt. Moriah Lodge, No. 51, F. & 
A. M.; past grand commander Knights Templar of North 
Dakota and a member of the Grand Council, U.C.T., of 
Minnesota and North Dakota. He has lived for many 
years in Williston, N. D. 
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JOHN G. GETZ, Getz 
Bros. Hardware Co., Kent, 
Ohio, celebrated on Oct. 17, 
1937, his golden anniversary 
7s a hardware dealer.  Al- 
though he leaves the active 
management of the business to 
his partners, he continues to 
take an active part in the 
operation of the business, 
chiefly in an advisory capac- 
ity. He and his brother, the 
late William Getz, founded 
the business and in the years 
that have passed other mem- 
bers of the family have been 
partners in the firm. One of 
his present partners is William 
Getz, a grand-nephew.  An- 
other is Harold Bluestone, manager and buyer of the 
new store, who is a son-in-law of the late William Getz. 
John G. Getz has long been active in hardware associa- 
tion affairs, having served as treasurer and director of 
the Ohio Hardware Association and as director of the 
American Hardware & Supply Co., Pittsburgh. He is 
active in Rotary and Masonic groups. A real booster 
for his community, he has been a city councilman, di- 
rector of many Kent industries and a member of many 
local government boards. He is vice president of the 
Kent National Bank, an office he has held for the past 
fifteen years. Mr. Getz is also president of the Kent 
Home Building & Loan Association. He is a Knight 
Templar and a Rotarian. His chief hobby is “Keeping 
a daily record of the weather.” When fire completely 
destroyed the Getz store and stock in February, 1937, 
Mr. Getz and his partners immediately set up temporary 
quarters nearby. The new store, on the site of the old 
one, was opened in August, 1937. 





JOHN G. GETZ 


JOHN W. DITTMAR, a 
hardwareman since he. was 
but fifteen years of age, has 
been affiliated with the F. W. 
Heitmann Co., Houston, Tex., 
for the past forty-two years. 
He ‘entered the hardware busi- 
ness in 1882 as an employee 
of the W. H. Firebaugh Co., 
Austin, Tex., and later was af- 
filiated with the E. S. Wood & 
Son, Galveston, Tex., organi- 
zation. For a time he repre- 
sented the Rice Born Co. of 
New Orleans, La., and later 
represented the Simmons 
Hardware Co., St. Louis, Mo. 
Following his affiliation with 
the Hardware Co. 
he became connected with the Bering Cortes Hardware 
In 1895 he joined the F. W. Heitmann 
Co., of which he is now vice president and assistant gen- 
cral manager. He enjoys many friendships in the hard- 
ware industry, to which he has long devoted his entire 
In former years his favorite outdoor diversion was 
horseback riding. At the present time he tells us his 
chief hobby is playing golf at his summer home on Clear 
Lake, where he occasionally entertains business and so- 
cial acquaintances. 





JOHN W. 


DITTMAR 


Simmons 


Co. of Houston. 


time. 











Give the Railroads a Hand! 


ligious because this led to my 

being brought up on _ the 
Bible. This Bible training has been 
very valuable all through my life 
because I have found there is noth- 
ing new under the sun. Almost 
every modern situation had its 
counterpart in Biblical times. 

We read in the Bible that the 
sins of the fathers are visited upon 
the children even unto the third 
and fourth generation. How often 
we have seen this work out in life. 
This article, however, is about rail- 
roads, their past and present con- 
dition, and their present claim for 
a 15 per cent advance in rates. 
Now carrying out the Biblical anal- 
ogy, the railroads remind me of the 
parable of the prodigal son. Rail- 
road management years ago wan- 


i] AM glad my parents were re- 


dered away into a far country and 
riotously. This kind of 
living eventually led to their eat- 
ing husks with the swine. Now 
they are back home, asking to be 
forgiven for past misdeeds, to be 
received by their old father and 
given a party. 

In the Bible parable, when the 
prodigal son was away, his brother 
stayed home, attended to business 
and lived in luxury with his father. 
To my mind, the son who stayed 
home was the automobile, truck 
and airplane manufacturer. 

My knowledge of railroads 
covers 50 years. In the old days 
I knew many important railroad 
men. What a wide swath they cut. 
Railroad history, in those early 
days was just as thrilling as any 
of our modern mystery stories. 
You should read of the battles of 
the railroads in the west for new 
territory. Overnight they would 
tear up each other’s tracks. In 
Wall Street, operators like Jay 


lived 
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By SAUNDERS NORVELL 


Gould, Fiske and others were bat- 
tling over the control of the dif- 
ferent roads. Stocks and bonds 
were pushed up and down by these 
manipulators. Millions of dollars 
were made and lost. Great family 
fortunes were established from the 
manipulation of railroad securi- 
ties. One head of a great family 
whose fortune had been built up 
by the railroads made the famous 
remark “The public be damned.” 
In those days railroad management 
was governed by no ethical princi- 
ples whatever. It was “devil take 
the hindmost.” 


They All Had Passes 


Every buyer who shipped a car- 
load now and then expected a rail- 
road pass. Once upon a time | 
traveled to Denver on the Missouri 
Pacific. This was a roundabout 
route by way of Pueblo. In the 
smoking room when the conduc- 
tor collected the tickets, every man 
in the car handed him a pass. One 
man in the car admitted with a 
laugh that he was the general pas- 
senger agent of the road. 

In those days when I happened 
to have orders for a few carloads 
of nails or other heavy commodi- 
ties I would go around to my rail- 
road friends, tell them the quanti- 
ties I had and ask for rates. I sold 
the goods delivered, so the cus- 
tomer never knew the rate I paid. 
It was a regular thing for every 
large shipper to receive rebates. 
Sometimes goods were sold at cost, 
and the only profit was the rebate 
on the freight. Every large con- 
cern in those days suddenly sprout- 
ed traffic managers. It was the 
duty of these gentlemen to make 
arrangements with the railroads. 
All this at that time was perfectly 


legal. There were no laws against 
passes or rebates. In the book 
“Timberline” it is told how when 
a certain daily paper in Denver 
could not meet its payroll the man- 
ager of the paper went to a rail- 
road man in Denver, collected a 
lot of passes or free tickets, and 
sold them to the local ticket scalp- 
ers. Thus the payroll was raised. 
In those days if you could not get 
a pass, by going to the ticket scalp- 
er you could buy your ticket for 
about half the usual rate. 

At that time the buying end of 
the railroad was the exciting end 
of the business. Buyers who were 
especially honest or cautious did 
not accept presents, but their wives 
frequently did not mind receiving 
a piano, or some such gift as that. 
The bills that were paid for pres- 
ents every Christmas by railroad 
supply equipment houses ran into 
thousands of dollars. 

The worst part of such condi- 
tions was that the life they lived 
was the direct ruin not only of hun- 
dreds of railroad men but of other 
hundreds who dealt with them on 
this artificial basis. There was 
Diamond Jim Brady. Many of us 
of that generation have seen him 
disporting himself in the popular 
places of the day. And there were 
hundreds of lesser Diamond Jims. 

So again referring to the Bible, 
the sins of the fathers are visited 
upon the children, and to this day 
the great railroads of the country, 
railroad management and railroad 
men have suffered as a result of 
the misdeeds of their forefathers in 
the business. 

Several years ago a prominent 
railroad official came in to a 
broker’s office in New York, open- 
ed his grip and dumped thousands 
of dollars worth of railroad se- 
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What Keeps Prices 
in Line 
SOMETIMES WONDER if con- 
sumers realize the debt they owe to 
the small and medium-size manufacturer 
and producer — the producer who is 
independent, substantial, reliable, and 
whose product is as good as the best! 
If it were not for these independent 
fellows,* the big boys would have us 
hog-tied in no time, and we would be 
paying through-the-nose for everything 
we buy. 


This has always been the case—elimi- 
nate the independents in an industry 
and prices skyrocket. — 


Many far-sighted buyers realize this 
situation and throw enough of their pur- 
chases to independent producers to 
assure their prosperity and continuance 
in business—they are actuated through 
self-preservation. 


In most every industry there are to be 
found thoroughly reliable, independent 
producers—if we are 
wise, we should seek 
them out and do 
business with them. 


*IN THE COATED ABRASIVES INDUSTRY 


CLOVER MFG. CO. 
NORWALK, CONN. 


A reliable, well-financed, independent business—making a 
complete line of the highest-class Abrasive Papers and 
Cloths, with representatives and warehouses located in 
principal trade centers—an organization which has always 
sold highest quality at right prices since 1907. 
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TRUCKS 
NEED CHAIN 
LIKE THIS 









) has need for tow chain, mud chains, 
stake chains or end gate chains. 
Elwel Twist Link Truck Chain is 
especially suitable for emergency re- 
quirements. It is a bright finish elec- 
trically welded steel chain with the ten- 
sile strength to insure excellent service. 
It is furnished in 100 ft. lengths, al- 
though longer pieces may be obtained 
if desired. 

A good year-round item, Elwel Truck 
Chain should be in the stock of every 
hardware dealer. Ask your jobber about 
the various sizes and specifications 





























and 
may you haue 
a Profitahle 
Christmas Season 
and a 
Prosperous’New Year! \/ 


AMERICAN CHAIN DIVISION 


AMERICAN CHAIN & CABLE COMPANY, Inc. 
BRIDGEPORT, CONNECTICUT 











curities on the table. He in- 
structed the broker to sell all of 
these securities at the market. 
When the broker inquired why he 
was doing this he replied: “I am 
getting out of railroading. It is 
no longer a business. We neither 
control the price of the services 
we have to offer, nor can we con- 
trol the wages we have to pay our 
employees. Everything in connec- 
tion with railroad business is at- 
tacked from some outside source. 
I am through with it.” 


Railroad Honesty 


Now let us forget ancient history 
and deal in present facts. Person- 
ally, I travel a great deal. I try to 
travel with my eyes open. In re- 
cent years I have become very 
sympathetic with railroad manage- 
ment and railroad men. I feel they 
are trying honestly to do a good 
job. I know positively that the 
old practices of the past do not 
exist now. As a class I believe 
railroad men today are just as 
honest, and I might say probably 
a little more honest than any other 
class of our citizens. At the Grand 
Central Station I have been called 
back several times by the ticket 
sellers to take change that in my 
hurry I have left at the window. 

I have frequently paid 50 cents 
to a taxicab driver to take me a 
few blocks to my station, and then 
I have paid 25 cents on my com- 
mutation book for a 25-mile ride. 
My commutation book for 60 trips 
in one month has cost me $14.95. 
I have actually been traveling for 
less than a cent a mile. In several 
years time I only remember two or 
three instances where my train was 
late, and this was usually on ac- 
count of a storm. For 50 years | 
have traveled from one end of this 
country to another. I have visited 
every state, and I have never been 
in or seen a single railroad acci- 
dent. For ten years I traveled 
10,000 miles a year on railroads. 
In all these years I have never 
come in contact with a railroad 
man who was discourteous. On the 
other hand, I have watched them 
use the greatest tact and patience 
with unreasonable passengers. 

It is my judgment that the years 
when the railroads of the country 
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were eating their husks as the prod- 
igal son did them a great deal of 
good, physically, mentally and 
spiritually. Now they are calling 
upon the country for help. While 
this article is being written, the 
nation’s class one railroads are 
presenting to the Interstate Com- 
merce Commission evidence which 
their executives hope will result 
in the granting of rate increases 
estimated at $508,000,000 a year. 
R. V. Bletcher, general counsel for 
the roads, is expected to emphasize 
the connection between the finan- 
cial health of the railroads and 
general prosperity of the nation, 
timing his appeal with the con- 
cern now felt in Administration 
circles over the current business 
decline. This case is known in 
Washington as the “15 per cent 
case” because the roads are asking 
a 15 per cent increase in freight, 
and involves more than the rail- 
roads, since it takes in virtually 
the entire transportation system of 
the country, except airlines. Prob- 
ably the railroads do not expect 
quite 15 per cent. Maybe they 
will be satisfied if they get 10 per 
cent, 


Increases Needed 


If I happened to have the power 
to grant them this increase I would 
certainly do it because I believe 
that nothing better today can be 
done to help this country and to 
help it quickly than to allow an 
increase of rates to the railroads 
and their connecting lines. Very 
few realize that the railroads buy 
70,000 different items. They have 
been on the brink of bankruptcy 
so long that they have not been 
able to buy what they need for 
several years. If this buying were 
suddenly opened up, if the rail- 
roads could see their way clear to 
buy and pay their bills, it would 
be a blood transfusion into the 
veins of commerce in this country 
that would go a long way to re- 
store the patient from its present 
condition of pernicious business 
anemia. 

The plain facts of the matter are 
that the railroads for their past 
misdeeds have suffered too great 
a punishment. For years it was a 
very popular thing for politicians 
to get up and berate the railroads. 





It is the old story of votes. A re- 
duction in rates, politicians figured 
led to more votes. But the voter 
has now awakened to the fact that 
the reductions in those rates has 
affected general business in the 
country, and he in turn has had his 
own pocketbook affected. It is fine 
for me to travel up and down to 
my surburban home for a cent a 
mile, but it is not so fine for me 
when I find that I save $15 or $20 
in railroad fare and lose $5,000 
in the value of securities that de- 
pend upon railroad prosperity. 


No Personal Interest 


I am not writing this article be- 
cause I] am personally interested in 
railroad stocks. I sold all I had 
long ago. My only financial con- 
nection with the railroads today is 
in the fact that I own ten bonds of 
the Boston & Maine railroad. 1 
paid 95 for these bonds and the 
other day they were quoted at 49. 
I understand this railroad suffered 
last year from floods. The princi- 
pal crop in Maine is potatoes, and 
I hear that potatoes have been sell- 
ing at the lowest price on record. 
Times are not good in Maine and 
therefore they are not good for this 
railroad. Then I understand that 
in some indirect way the Boston & 
Maine railroad is mixed up in 
some other old time railroad deals 
that are not working out so well. 
Possibly, however, if this road gets 
a 15 per cent advance in rates, the 
bonds may go up. I hope so any- 
way. These bonds were classed 
as legally good for trust estates. 

All this idea about the great ad- 
vantage of everything being so 
cheap does not always work out 
that way. I traveled in Kansas 
when I was young. Fresh eggs 
sold for 8 cents a dozen, a spring 
chicken cost 25 cents. Corn was 
so cheap that we burned it in 
our stoves for fuel. At that time 
Kansas was certainly the cheapest 
place on earth to live. Unfortun- 
ately, however, my sales were so 
small that my salary was also 
“cheap.” Then I was transferred 
to Colorado. Colorado was boom- 
ing. I actually had to pay $50 
per month for a house. Eggs were 
50 cents a dozen, a chicken was a 

(Continued on page 98) 
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SAWS 
HAVE TEETH THAT BITE! 


@ Nature provides all wild animals with strong, sharp teeth. 
Animals are dependent upon them to exist. Saws, too, depend 


on good teeth for long life and useful service. 


@ Atkins engineers combine 80 years’ experience in tooth de- 
sign with Silver Steel . . . Atkins exclusive saw steel ... to 
give every Atkins Silver Steel Hand Saw extra strong, sharp 
teeth that bite ... quick... smooth... and clean. 


@ Your customers buy Atkins Saws because they get longer ie 
: shiegiterse om SILVER STEEL 
service and easy sawing ... the only real measure of value. 


@ To you, the hardware dealer, this means quick turn-over of * 
high-grade merchandise ...a good margin of profit per saw. 
See your jobber. 


SAWS, SAW TOOLS, AND 
MACHINE KMIVES, ETC. 
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ROPERLY to understand 

the difference between CUT 

THREAD and ROLLED 
THREAD Bolts, we must first 
establish certain definitions and 
terms. Your subscriber no doubt 
refers to the difference in the type 
of bolts known commercially as 
ROLLED THREAD and CUT 
THREAD. Where the terms 
“ROLLED THREAD” or “CUT 
THREAD” are here used in the 
commercial sense, they are in 
capital letters. When used to de- 
note the method of manufacture 
we shall use small letters. The 
two uses of these terms must be 
kept in mind. 

As your subscriber states, there 
is no important difference in the 
strength or the accuracy of fit be- 
tween the two types of bolts. 

The type of bolt commercial- 
ly referred to as “ROLLED 
THREAD” has a shank of scant 
diameter, smaller than the out- 
side diameter of the thread. In 
other words, the shank diameter 
is half way between the root 
diameter and the outside or nomi- 
nal diameter of the thread. The 
thread on this type of bolt is 
made by rolling only, and the 
point is unfinished. 

The type of bolt referred to 
commercially as “CUT THREAD” 
may be made with a thread that 
has actually been cut, or has been 
extruded and rolled. Figure No. 
1 shows three Square Head Ma- 
chine Bolts, all of the same size. 
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Y What Is the Difference Between 


Rolled Thread and 


EDITOR'S NOTE:—This article was inspired by a question asked by 
one of our readers. The answers were provided by George S. Case, 
president, The Lamson & Sessions Co., Cleveland, Ohio, in collabora- 
tion with A. E. R. Peterka, advertising manager of that company and a 
recognized technical expert on such subjects. The reader's original 
question appears on the opposite page. 


The two bolts at the top are both 
of the CUT THREAD type. How- 
ever, the first one was made by 
extruding and rolling, while the 
middle one was actually cui. Both 
bolts have a shank diameter equal 


ee) 


Fig. 2 


to the outside diameter of the 
thread, and only an expert can 
distinguish between the two. The 
bolt on the bottom is the commer- 
cial ROLLED THREAD product, 
and above the thread the shank is 
smaller in diameter than the O.D. 
of the thread. Just below the 
head the shank has been upset 
so that it is equal to the outside 
diameter of the thread. Not all 
manufacturers put this collar on 
their commercial ROLLED 
THREAD Bolts. 

All CUT THREAD Bolts have 
finished points. ROLLED 
THREAD do not. This is shown 
in Figure No. 1. A finished point 
is unnecessary on a rolled thread 


bolt. When a thread is cut with 


chasers the last thread at the end 
of the bolt has a razor edge which 
is very easily damaged in han- 
dling. A cut thread bolt must 
have a finished point or it may 
be difficult to assemble with the 
nut. In the rolling of a thread the 
rolling operation leaves the crest 
of the last thread in a rounded 
shape which is not easily damaged. 

Figure No. 2 shows a ROLLED 
THREAD Bolt before and after 
rolling. You will readily note 
the difference between the out- 
side diameter of the thread and 
the unthreaded portion of the 
bolt. 

Figure No. 3 shows a CUT 
THREAD Bolt which was manu- 
factured by the extruded and 
rolled thread process. The blank 
has been extruded to a smaller 
diameter in that section which is 
subsequently rolled, then the roll- 





Fig. 3 
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Cut Thread Bolts? 


An Answer to 
These Questions 


» 


ing operation produces a thread 
whose outside diameter is the 
same as that of the shank. 

Figure No. 4 shows a CUT 
THREAD Bolt which actually has 
a cut thread. You will notice that 
the blank before threading is of 
the same diameter as the outside 
diameter of the thread. The mate- 
rial cut away from the bolt in 
making the thread is scrap ma- 
terial, whereas in the two previous 
cases no material is wasted in the 
making of the thread. 

Bolts of any given type, that 
is, Carriage Bolts, Machine Bolts, 
Cap Screws, etc., are all manufac- 
tured to their particular set of 
standards with- respect to dimen- 
sions, accuracy of thread, etc., 
regardless of the process followed 
in threading. 

Much has been written about 
the merits of the extruded and 
rolled thread type of CUT 
THREAD bolt, as compared with 
the bolt whose thread is actually 
cut by a chaser. It can be said 
without any exceptions that with 
equal material and workmanship, 
the extruded and rolled thread 
bolt is always as good as the cut 
thread product, and under cer- 
tain conditions may be better. 

In any given lot of bolts the 
uniformity is much greater with 
a rolled thread product than with 
a cut thread product. The wire 
for the bolts is drawn through 
a carboloy die, and tons and 
tons of it are exactly alike. The 
operator feeds it into the header, 
and upsets it without difficulty. 
It is trucked to the roller, another 
fast operation, and the bolts go 
through the machine at the rate 
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A Reader Asks— 


Can you tell us whether there is any practical difference 
between Carriage and Machine Bolts having-cut threads 
and those having rolled threads? 

We understand that in years gone by most Rolled Thread 
Bolts had a thread diameter larger than the diameter of the 
body of the bolt. Is it correct that today, with the use of bet- 
ter bolt machinery and thread cutting equipment, most 
Rolled Thread Bolts have the same diameter thread and 
body? It is our understanding also that there is no essen- 
tial difference in the strength of the different types of bolts or 


We would like to get authoritative information on this 
question and for that reason are asking your organization. 








of thousands an hour entirely 
automatically. Then they are 
ready for heat treating and pack- 
ing. 

The lead, thread shape, and 
size of rolled thread bolts are 
all controlled in the tool room. 
The size of the blank to be rolled 
is easily checked with ordinary 
micrometers, and all the bolts in 
one lot are alike. 

While all rolled thread bolts 
are tested frequently with a ring 
gage and pitch micrometers, the 
experienced operator or inspector 








Fig. 4 


can, in most cases, determine vis- 
ually without gages whether the 
thread is commercially accurate. 
If the blank is right, and the 
roller dies produce a well filled, 
smooth, nice looking thread, it 


just must be within the tolerances 
originally set. 

Greater strength is attributed 
to the rolled thread product, and 
it is true that the cold working 
caused by rolling, and _particu- 
larly extruding and rolling, in- 
creases the tensile strength of the 
bolt. Certain types of bolts call 
for heat treatment and in such 
cases this difference in strength, 
brought about by the cold work- 
ing, is largely dissipated. In the 
heat treating process the steel in 
the bolt is recrystalized. This 
makes the crystal structure, and 
therefore the strength of the heat 
treated extruded and rolled bolt 
and the heat treated cut thread 
bolt about equal—assuming, of 
course, that the chemical compo- 
sition of the steel and the heat 
treatment is the same for both 
products. 

The cutting of threads with a 
chaser has certain inherent dis- 
advantages. There is a constant 
wear on the thread cutting tools, 
so that the machine is set up to 
cut as loose a bolt thread as the 
tolerance will allow. The cutting 
tools are then used until the 
threads will just fit the Go gage. 
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Fig. 5 


and every lot normally contains 
bolts throughout the entire range 
of the allowable limits, whereas 
rolled thread bolts in one lot are 
all practically alike. 

In the cutting operation a con- 
siderable amount of skill is neec- 
essary to maintain a commercially 
smooth and accurate thread. 
Through variations in the setting, 
they may easily be produced with 
an “off lead” or with an imper- 
fect profile, or otherwise defec- 
tive. A little dirt or chip may 
cause the cutting head to stick, 
and produce a few defective 
threads which may not be caught 
by the inspectors. The operators 
and inspectors must be careful, 
well paid, and well trained men. 
They cannot hurry their work, 
and they must check their ma- 
chines and their product very 
frequently. 

A cut thread bolt usually ap- 
pears to have a closer fit than it 
actually has, due to small feather 
burrs and irregularities left by the 
cutting tool. The rolled thread is 
always smooth. At the present 
time it is necessary to cut the 
threads on sizes of bolts which 
do not adapt themselves to ex- 
trusion or other methods of re- 
ducing the diameter of that por- 
tion of the shank which is to be 
threaded. While very perfect 
threads can be cut, they are in- 
herently less uniform than rolled 
threads, and their manufacture 
with a satisfactory tolerance and 
finish is a difficult operation, only 
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possible with the very best equip- 
ment and thoroughly trained per- 
sonnel. 

Figure No. 5 shows a section 
through a rolled thread magnified 
to show how the crystal flow 
follows the contour of the thread. 

Figure No. 6 is a_ section 
through one thread magnified still 
further to show this flow of crys- 
tal structure. 

In conclusion, the commercial 
ROLLED THREAD type of bolt 
has only two things which are 
not equal to the CUT THREAD 
type. One is the scant shank, and 
the other is the lack of a fin- 
ished point. The user of the bolts 
must be the one to determine 
whether he can use the lower 
priced ROLLED THREAD type, 
or the more costly CUT THREAD 
The CUT THREAD type 


type. 





Fig. 6 


may be actually cut or it may be 
extruded and rolled. In either 
case CUT THREAD type bolts 
have full sized shanks equal to 
the O.D. of the thread, and fin- 
ished points. Whether the CUT 
THREAD product should be man- 
ufactured by actually cutting or 
by extruding and rolling, should 
be left to the manufacturer’s judg- 
ment. It is to his interest to make 
the bolt by the best method. If it 
is practical to do so, he will prob- 
ably manufacture the product by 
extruding and rolling because it is 
easier to maintain superlatively 
good quality by that process. 
All the above statements are 
generally true for mild steel com- 
mercial bolts. Where high car- 
bon and alloy steels are involved, 
some other comments and excep- 
tions might have to be made. 





Farm Conditions Favorable 


HE farm picture remains most 

favorable, despite the drop in 
prices of farm produce. The acre- 
age of winter wheat seeded is 
somewhat less than a year ago, 
but this crop enters the winter 
season with fair soil conditions, 
except in a limited area. The 
husking of corn is practically 
completed, and the latest returns 
show a continuing rise above the 
earlier estimates of yield. The 
average per acre is close to the 
high record of 1923, and the crop 
is generally of exceptional quality. 





More than a usual amount is be- 
ing fed on the farms—not only 
because of the relative shortage 
of other fodder, but because of 
the greater profit obtained. At 
the present price ratio corn that 
is fed to hogs is netting the farmer 
almost double the money obtain- 
able by selling the grain. An ear- 
lier and broader outlet is thereby 
established for a crop which 
would otherwise be piled high in 
emergency cribs, awaiting a more 
favorable market some time in the 
future. 


HARDWARE AGE 











DISPLAY BOOTHS A few very desirable Display Booths 


REMEMBER THE TIME AND PLACE 








fan Invitation to ttend the 


Western Hardware—Implement Show 
Municipal Auditorium, Kansas City, Mo., Jan. 18-19-20, 1938 


Modern times have one great advantage over the past—the freedom of 


choice for the average individual. 


Today a young man has a hundred careers to consider—his grandfather 
had ten. Many paths await the choice of the ambitious person. When we 
travel, we can choose between rail and bus, or car and plane. Everything we 


buy is one of many offered. 


THIS IS THE AGE OF SELECTION. The merchant who recognizes this 


truth and buys accordingly is assured of success. 


FOR HERE AT YOUR OWN SHOW, the largest of its kind in the United 
States, you'll see all the latest merchandise, get new selling ideas and hear 


inspiring, helpful talks. Meet your old friends—and make new ones. 


* Exhibitors in this Show will be drawn from Coast to Coast and from 
Canada to the Gulf, representing the nation’s largest wholesalers and manu- 
facturers. 

H. J. HODGE 
Secretary-Treasurer 
THE WESTERN RETAIL IMPLEMENT 
AND HARDWARE ASSOCIATION 


are still available for Manufacturers 
and Jobbers. 


January 18-19-20, 1938 at the 
MUNICIPAL AUDITORIUM, 
KANSAS CITY, MO. 
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Above is the classification for seasonable 
’, . 
goods. The letter doesn’t need an explanation. 


The Hardware Catalog 


Acquires a Sales Punch 


OLLOWING a. suggestion 

outlined in the September 9, 

1937, issue of HARDWARE 
Ace, Phillips & Buttorff Mfg. Co., 
Nashville, Tenn., has recently pro- 
vided its salesmen with special 
catalog sheets which group related 
items together to facilitate extra 
sales. This idea was the theme of 
an article by Saunders Norvell, in 
the issue mentioned. It was en- 
titled “Does the Moss-Grown Cata- 
log Need a Dose of Sales Punch?” 
In part, Mr. Norvell wrote: 

“All those who issue catalogs 
rather delude themselves, I think, 
with the old-time idea that cata- 
logs sell goods. In the old horse- 
and-buggy days, when the sales- 
man had plenty of time, he would 
sit down with his customer, turn 
through the pages of his catalog 
from cover to cover, and the 
catalog was a real selling help. 
But now the average merchant 
thinks he is too busy to do this. 
He has a want list. Buying and 
selling are done quickly. In most 
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Phillips & Buttorff 


of Nashville, Tenn., 


profiting by Saunders Norvell’s article 
in Hardware Age, include lists of season- 
able and related items in their catalog 


cases the catalog is truly an en- 
cyclopedia, and is used by the 
salesman and the buyer only as a 
book of reference. . 

“Leave the good old encyclo- 
pedia just as it is, but somewhere 
in the center of the book let’s add 
a new section. In this section all 
related goods should be listed, and 
opposite each item, the page num- 
ber where it may be found. When 
a salesman finds a dealer is in a 
hurry, instead of trying to per- 
suade him to turn through the 
catalog, page by page, he can have 
his prospect go over the list of 
related goods and _ seasonable 
goods—such as items that are 
used on the farm and in gardens, 
kitchen goods, etc. For instance, 
when you take a large catalog and 


study the various items used in the 
kitchen and classify these items 
into their various uses, you will 
be surprised to find what a long 
list can be made up.” 

Briefly, Mr. Norvell suggested 
that catalogs would take on an 
added sales value if the various 
firms using them would incorpo- 
rate some of the above-mentioned 
features. He also suggested that 
another section featuring new 
goods be added to the center of 
the catalog accompanied by a 
sales talk on the lines and the 
page reference numbers. 

These seeds of suggestion fell 
promptly upon fertile ground. F. 
H. Gates of Phillips & Buttorff 
Mfg. Co. wrote Mr. Norvell as 


follows: 
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Economy — increased 
volume — dependable 
service. When you are 
recommending equip- 
ment for a deep well, the 
importance of Myers 
Double Acting Cylinders 
cannot be overlooked. 

Mechanical perfection— 
higher efficiency—large- 


ly increased volume—.- 


eare-free operation. 
These proven Myers fea- 
tures appeal to the pros- 
pective purchaser who 
desires to secure more 
water from a small diam- 
eter well than is possible 
with an ordinary single 
acting cylinder, or in- 
creased volume from any 
well or cistern regardless 
of its size or depth. 
More water at lower cost 
means more sales and 
more profits for any 
dealer who sells Myers 
Double Acting Cylinders. 
Your inquiry will receive 
prompt attention. 


£, Take one 
o The 
RS 











No. 3525 


Exposed Face 

Of the Cylinder 

Is Depressed in 
The Ring 


The Eagle 
Quality 
Line 


Night Latches 
Trunk Locks 
Front Door Sets 
Store Door Sets 
Padlocks 
Cabinet Locks 
Wood Screws 
Stove Bolts 
Machine Screws 





BIG VALUE NIGHT LATCH 


A Sightly Night 
Latch That Meets 
Both QUALITY And 
PRICE Demands 


7 HIS latch pleases cus- 
tomers and is a strong 
seller. It looks fine qual- 
ity and IS! 


It is secure, handsome and 
stronger than ordinary— 
because drawn steel is 
stronger than cast iron. 


Strike and Case are beau- 
tifully japanned wrought 
steel. The five-pin-tum- 
bler-cylinder is furnished 
with three embossed bow, 
milled, German silver 
keys. 

It will pay you to make 
Eagle No. 3525 Night 
Latch a "Standard" in 
your stock. 
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PUMPS WATER SYSTEMS -HAY TOOLS ‘DOOR HANGERS 


THE F.E.MYERS & BRO.co- 
ASHLAND, OHIO 


PUMPS-WATER SYSTEMS-HAY TOOLS -DOOR HANGERS 





EAGLE LOG 


26 Warren Street: 


Branch Offices: 
521 Commerce St. 179 N. Franklin St. 114 Bedford S$. 


Philadelphia, Pa. Chicago, Ill. Boston, Mass. 


Works at Terryville, Conn. 
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“You may be interested in my 
adaptation of your idea as given 
in your HarpwareE AcE article of 
September 9th. I think it should 
be useful to our salesmen and | 
hope I can make them see it the 
same way. My thanks to you.” 

Accompanying this letter were 
three new pages reproduced here- 
with which had been included in 
the firm’s catalog. The first two 
bore the title “Related Items” and 
the following explanation: “The 
following lists of merchandise are 
of items commonly sold and used 
together. When your customers 
have not the time to go through 
your whole catalog, a quick sur- 
vey of these lists will suggest 
many articles.” 

The related items were grouped 
under the following  classifica- 
tions: Farm and Garden, House- 
hold, Kitchen, Cleaning and 
Washing, Repairs, Cooking and 
Heating, Sporting - Toys - Cutlery 
and Store Equipment. Grouped in 
each classification were the vari- 
ous items of that particular cate- 
gory and opposite each item was 
the page in the catalog on which 
it might be found. 

The third page bore the title 
“Seasonable Goods,” which was 
further described as follows: “The 
following articles should be in 
dealers’ stocks at least as early as 
the months under which they are 
listed. Most of them can be sold 
for future delivery several months 
prior to that time.” 

The various items were grouped 
under monthly headings, two 
months being given for each clas- 
sification. For instance, January 
and February listed poultry sup- 
plies, dairy supplies and pocket 
cutlery. Page references accom- 
panied each item. 

These pages were sent to all 
salesmen of the firm with instruc- 
tions that they be incorporated in 
their catalogs, suggestion being 
made that they be placed in ap- 
proximately the center so that the 
salesman might be able to work 
in both directions without turning 
pages in which the dealer might 
not be immediately interested. 

Although it is a bit early to get 
a complete reaction as to the 
value of this new departure, Mr. 
Gates is enthusiastic as to its pos- 
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PHILLIPS & BUTTORFF MFG. CO. _ 422A 


j RELATED ITEMS 


The following lists of merchandise are of items commonly sold and used together. When your 
customers have not the time to go through your whole catalogue, a quick survey of these lists 


will suggest many articles. 
































FARM AND GARDEN HOUSEHOLD—Cont. e KITCHEN—Cont. ‘ 
‘age age 
Dairy Equipment 278A-280, 00-455 | Sewn 1g. Machine Oil 317 | Stove Polish 317 
Churns 301, 754 | Toulet Paper and Holders 319 Kitchen Cabinets 506A-506D 
Well Buckets 289, 306 | Fly Swaster 373 Kitchen Tables 
Well Wheels 387 | Mouse and Rat Traps 373 Kitchen Chairs and Stools 
Pulleys 387 | 9 Hand _ 308B, a inks and ag — 
Ww. El } | Latches and locks 402, 
‘Sana 2 a 444, Pr | Lefrigerstors, Bec 1 
Harvest Kegs 306 | Ref Ice 497-505 | Electric Toaster 662B, 6621, 664 
Sprinkhng Pots 290 | Electric 691 lectric Plates ood Grills 142G, 662G 
Oil Cans and Tanks 291, 292 | Modtnne Cabinets 507 lectric Percolators 
Hog Rings and Ringers 387 | Nursery Equipment sul lectric Corn Poppers (062G, 666 
Calf. Weaners 387 | Lawn and Porch Purniture 512-514 ‘lectric Mixers 666 
Barn Brooms 310 Utility and Wall Cabinets 518-524, 530 
Horse Brushes sua | Saeereere, 7 CLEANING AND WASHING 
bn a 324 | nsware and Glassware 696-736, 749-760 | pai, and Scrub Tubs 288 
co oe | ks and Wate 587-590 
Manila and meal Rope 493 | Washing Mach 656-656K Scrub Brushes 309 
Work Glov 333, 334 | coesne |} a Brooms and Mops 307, 308 
} ving Machines 508, 509 
Picks and Mattock $ 389 | s Ma | Mop Buckets 307 
Mauls and Wedges 3a9 | Sewing Machine Motors 666 | Furniture Polish 313 
Seyth dS: 7 389 Electric Mixers $66 | Polishin Mop 313 
cythes ane Snaths Vacuum Cleaners 659-662 | Fy, 
Post Hole Diggers 389 | Electric Toasters 662B, 6621, 564 | Dox Pane — 
Wrecking and Crow Bars 389 | Electric Irons 664, 666A, 666B | [bg so? 
wn Hose 390 | Electric Fans 653-665, 666E | Vacuum Cleaners 659-662 
Hose Accessories - po Electric Heaters 142G, 662E | Carpet Sweepers 303 
are — eens = 393 | Electric Plates and Grills 142G, 662G | Washing Machines 656-656K 
ge Pruning and Grass Shears 5 lectric Corn Poppers 662G, 666 | Wash Tubs 288, 288A 
Weeders and Trowels Electric Perzolators 662H, 563 | Wash Boards 302 
Grass Hooks 395 Electric Waffle Irons 662), 664 Bluing 304 
Moen, Forks Rakes see, 30? | Etec Lacget Po eS | aes Rack ia 
Shovels and Scoops 398 | Electrical Sundeies (Sockets, Switches : — — Pins po 
Wheel Barrows 398 Plugs, Puses, Wire, etc.) 671-674 | Ironing Boards and Tables 305 
Garden Plows 398 a and Equipment 680-684 | Electric Irons 662C, 664, 666A, 666B 
ool Han: 398A, 398B tors 733 | Gasoline . 666C 
a Hand Tools 396B, 406-414 | Kerosene Lamps and Lanterns 737-742C | Wall Pa ny aoa 316 
_ stats 402A, 405 | pee = and Lanterns 743-748 | Step Ladders 304A 
e 398A | Gasoline 6660 
oa Cut ton and Handles KITCHEN | — and Metal Polish boo 
lers \7 
Sprayers 457-458A 
Lee 3 toe pagum 452, 459-460A | = Stove Ovens = 184 | REPAIRS 
ve ollowwar' | 
Latches eo Padloc’ 402, 403 | Drip Pans if Fi a4 | Extension Laddere 
and Machine Bolts 413 | Pry Pans and Spiders 231 | seegetien See ing. 423 
Japanned re Copper Rivets 419 Enameled Ware 257-268 | Reo! Cape and sad Si in Plate PH 
hoe Nails, Soles, Heels 419, 420 | Enameled Ware | a 
Family and Platf le Tinwa 278-287 Succ § 429 
Spring Bala: lances tform Seales ia | Galvanized Ware 287.292 Tin od “Galvanized Valley 434 
‘erosene Lanterns 742-742C | Japanned Ware Gutter, Pipe and Fittings 433-438 
Gasoline Lanterns 748 ensware and Glassware 696-736 73700 | Metal Ceilings 439-442 
> ooden — | Fee mr nue i Seats 414, 421, 422 
| Pressure kers and P.. rder ers Hardware 
HOUSEHOLD | Roasters cathe ee , 261, 269 | Hinges, Hasps, Butts 400, 401 
Waste Baskets 293 | Ki chen Tools an | dome an on 
| ir 
Gotten Hamper ws 3 | Eee On MOORES | Ee = 
26 | Bost Brushes Smal land Tools 398B, 406-414 
Step Ladders atu 310, 311 | Paints, Varnish, Brushes 471A-482K 
Household Cement and Glue 317 | Steel Wool sae White Wash Brushes 312 
Wire Scratch Brushes 311 
422B PHILLIPS & BUTTORFF MFG. CO. 


RELATED ITEMS—(Continued) 


COOKING AND HEATING 


Page Page Page 

Coal and Wood Ranges 860 | Vacuum Bottles and Jugs 386-386B Stove Lift Trucks 198A 
Gas Ranges and Cookers 118A-133 | Air Rifles 590A, 590B | Scales and Balances 446, 446A 
Electric Ranges and Cookers 142A-142E | Ammunition 591-595 | Curb Service Trays 256A 
Electric Plates and Grills 142G, 662G | Rifles and Shot Guns 396-616A | Restaurant Chairs rnd Tables 533, 534 
Oil Ranges and Stoves 143-176 | Gun Covers and Cleaners 618%A-618B | Ice Cream Dishers 380 
Wicks and Kindlers 176, 177, 181 Hunting Clothing 618C, 618D | Electric Food Chopper 384D 
Oil Stove Ovens 184 | Gasoline Camp Stove 182 | Water Coolers 300C 
Gasoline Camp Stoves 182 | Football Equipment 620 | Electric Fans 653-655, 666E 
Circulators and Heaters , 6-87 Baseball and Softball Equipment 621-623 | Electric Lamps 669, 670 
Water Heaters 80, 81 Tennis Equipment | Fire Extinguishers 388. 
Electric Water Heaters 142F | Golf Equipment 625, 626 | Delivery ets 292 
Electric Room Hea 42G, 662E | Croquet Sets 515 | Window Cleaners 318 
Kerosene and Gasoline Heaters 178 | Fishin Tackle 643-651 Gummed Tape 318 
Fire Place Fixtures 185-191 | Seine ne 324 | Tape Moisteners 318 
Stove Pipe and Elbo 192-194 | Flashlights and Batteries 6744-679 | Wrapping Paper and Supplies 319-325 
Flue Stops, Collars, Thimbles 196, 197 Pocket Cutlery 551-564 | Paper Trays and Plates 

mpers 197 | Radios and Desindeene 680-684 | Paper Cups and Utensils 322, 323 
Stove Putty and Cement 197 | Roller Skates 627-630 | Twine 324 
Tongs, ss thos Lifters 198 | Children’s Vehicles 777-820, 829-832 | 
Coal Hods and Fire Shovels 199, 200 | Bicycles 821-828F | 
Stove Boards and Mats 201 | Toys 841-858 
Stove Bolts 41s | 


SPORTING—TOYS—CUTLERY 


STORE EQUIPMENT 











Pages from the catalog showing the classification for related items. 


sibilities. He comments further as 
follows: 

“We believe that our Related 
Items page listing all the articles 
used by the consumer for a gen- 
eral purpose, such as cleaning 
and washing, accomplishes this in 
part at least. Our salesmen, who 
have adopted the idea, have found 
much time saved in taking down 
their customer’s ‘want book’ needs 
and that many items are easily 


added which would have been 
otherwise overlooked. For exam- 
ple, if the customer calls for a 
single item in this classification, 
our salesman can quickly turn to 
his list, which is on heavy, colored 
paper in the center of the book, 
and find 25 more lines related by 
use to this item. This time saved 
is then available for presenting 
new goods and ideas which, after 
(Continued on page 96) 
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Screen Door 


Hardware 
No. 250 


= No 514 


1735 No. 1925 
Wiought Set Screen Door Sets Wrought Stee! Garage Hardware 


* Quality Products Manufactured Since 1899 


RIFFIN 


Manufacturing Company 


ERIE. PENNSYLVANIA 








AGENTS 
NEW YORK: 45 Warren St. : BOSTON: 100 Purchase St. 





CHICAGO: 162 W. Clinton St. SAN FRANCISCO: 703 Market St. 
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For men who take pride 
in the work 


of their hands! 


HE man—be he mechanic or amateur— 

who takes pride in the work of his 
hands does not buy auger bits—he buys 
holes, and wants them accurate. Make no 
mistake about it; he wants the genuine 
Russell Jennings Auger Bit. 


Russell Jennings Auger Bits are micro- 
metrically sized when made, and will bore a 
hole as close as a thousandth or two of the 
marking on the shank. 


This means nothing whatever to the man 
who wants to make a hole in a timber to run 
a clothes line through—but, to the crafts- 
man who thinks in terms of snug fitting dow- 
els, spindles, chair rounds and other items 
of fine cabinet work, it means everything; 
and he will gladly pay a little more to get 
a tool that will do its job right. 


Russell Jennings Auger. Bits are not only 
extremely accurate —they are individually 
hand-sharpened and then tested in tough 
hickory. Being made of best high-carbon 
steel, they will last for years. 


Your Jobber Can Supply You 


GENUINE 





AUGER BITS 


Manufactured Only By 
THE RUSSELL JENNINGS MFG. CO. 


CHESTER, CONN. 
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New and Improved Merchandise—Display Helps—Sales Literature— 
Window Trims— New Packages — New Colors — Catalogs 


New Superkleen Display 


This brush and cabinet display de- 
signed by the American Can Co., 230 
Park Ave., New York City, completely 
assembled as shown, makes an attrac- 








tive floor display with adequate storage 
for additional stock. Without legs, the 
top becomes a counter display. Brushes 
are arranged on an inclined panel ac- 
cording to sizes. Under each group 
of brushes is a lithographed panel, 
showing uses to which brush is best 
suited. Devoe & Raynolds Co., Inc., 
1 W. 47 St., New York City. 


New Myers Catalog 


Catalog No. 70, the latest volume to 
describe and illustrate Myers pumps, 
water systems, hay unloading tools, 
door hangers, hay rack clamps, and 
store ladders is now available. The 
Myers lines are profusely illustrated; 
product descriptions are _ concisely 
worded, and tabulated matter is clear 
and easily followed. Accompanying the 
No. 70 catalog is copy of the Myers 
repair catalog, No. R38. This book has 
been simplified and brought up-to-date. 
and is completely indexed. All repair 
references in the new No. 70 catalog 
apply to this new repair catalog, which 
covers repairs for practically the entire 
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line as now manufactured with list: 
and prices of repairs for obsolete or 
discontinued goods also included. The 


F. E. Myers & Bro. Co., Ashland, Ohio. 


Schaefer Brush Lines 


New line of rust proof steel flue and 
furnace brushes, known as Royal Blue 
line. Maker states they have exceptional 
long life, are extra full-filled and are 
exceptionally resilent. Schaefer Brush 


Ufeg. Co., Milwaukee, Wis. 


Prudence Hotpoint Washer 


Tub is white vitreous 
enamel, inside and out. Tub covers 
and splash rim are of highly polished 
chrome. Has new type Thriftivator. 
12% in. high, of aluminum alloy, which 
creates a continuous washing cycle in 
the tub, and provides three separate 
zones of washing action. Super-Spin 
basket is driven by automobile type 
clutch and is equipped with automatic 
brake. Has easy-rolling, ball sock, 
hard rubber, 2-inch casters with soft 
rubber tread to absorb vibrations and 
prevent marring the floor. Pump is 
direct-drive impeller type with flexible 
rubber hose with heok-shaped nozzle. 
It can be hung on tubs or sink. Said 
to empty tub in two minutes. Has 


porcelain 





oa} 


4, hp. GE motor. Tub is 21 in. square, 
15 in. deep. Capacity—8 lbs. of dry 
clothes, 17 gallons of water. Approxi- 
mate operating cost, one cent per hour. 
Edison General Electric Co., Hotpoint 
Division, 5600 W. Taylor St., Chicago, 
Ml. 





Mayflower Refrigerators 


Have exterior finish of heavy steel 
Dulux everlasting white; interior finish 
of heavy gage porcelain enamel through- 
out with acid-resisting bottom. Hard- 








ware is of chrome brass with positive 
and easy door latch. Motor is of 
capacitor type, %4 hp. mounted in rub- 
ber. Compressor of the model shown 
is of the slow speed twin cylinder 
type. Has nine point temperature 
control, glass defrosting pan, and flex- 
ible cube tray. Model H-87, shown, is 
63 in. overall height; 37% in. overall 
width; and 24 15/16 in. overali depth. 
Storage capacity is 8.4 cu. feet, and 
shelf area, 14.75 sq. feet. Freezes 9% 
lbs. of ice at one freezing. Dealer’s 
cost of this model is $142.50; suggested 
retail selling price, $199.50. Mayflower- 
Lewis Corp., St. Paul, Minn. 


Modern Hardware Catalog 


No. 15—contains revised prices and 
new illustrations on modern door trim, 
builders hardware, push bars, chrome 
moldings, brass bar and hand ,ail- 
ings, theatre fixtures, bronze butts, per- 
forated sheets and grilles, door saddles, 
cabinet pulls, costumer racks, and show- 
case and refrigerator hardware.  S. 
Parker Hardware Mfg. Corp., Ludlow 
and Canal Sts., New York City. 
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ONLY ABW TOOLS 
ARE EQUIPPED 
WITH THE SHOCK 
BAND. 21% MORE 
HANDLE STRENGTH 


SINCE 


I//4 











THERE’S NOTHING LIKE EXPERIENCE 


“You see that little dark band on the 
handle right above my hand? That’s what 
they call the ABW Shock Band. It’s little, 
but say pardner it does a big job. 


**‘Now, I been usin’ shovels a long time, 
I make my living shoveling and I buy my 
own shovels. From experience I’ve found 
that the weak place in the handle is just 
above the socket. Until I got a hold of 
these ABW shovels with the Shock Band, 
seemed like 1 was always replacin’ handles. 


“They tell me that this little device in- 
creases the handle strength 21% by actual 
test. 1 don’t know about that, but I do 
know that I don’t have any more trouble 
with handles breakin’—they last as long as 
the shovel, and that’s money in my pocket.” 


Yes, and thousands of other users of 
shovels have found from experience that 
the ABW Shock Band adds strength where 
the greatest strain is encountered. This 
Armor casing for the handle stem is one of 
many ABW achievements born of one 
hundred and sixty-three years of experi- 
ence in shovel making. 


AMES BALDWIN WYOMING CO. 
PARKERSBURG, W.VA. _N. EASTON, MASS. 
SHOVELS ¢ SPADES ¢ SCOOPS 
FORKS e¢ HOES ¢ RAKES 
POST HOLE DIGGERS 



























Shouldered or plain 


Lawn Mower and Tractor. 
All standard sizes. 


SLIP 
HOOKS Sold by Leading Jobbers everywhere on 
Round an established policy through regular 
—— trade channels. 
or Twiste 
Eye, for 4" 
pny PHOENIX | 
100K OMPANY 
HOOKS MANUFACTURING C - 
4 beg 332 S. Michigan Ave., Chicago, Ill 





Accepted in the trade as the 
standards of value for half a 
century. Every Phoenix article is 
correctly designed and fabri- 
cated to give maximum service. 


METAL — Horse and Mule Shoes 


COLD SHUTS ®Blanks ® ToeCalks ® Lawn Mower 


end. Spuds ® Tractor Wheel Spuds 
® Grab and Slip Hooks ® Cold 
Shuts ® Forgings ® Tank Flanges. 
SPUDS 


RU BBER—Horse and Mule Shoes 
®DoorMats ® Force Cups,new style 
® Radiator Hose, 3-ply ® Moulded 
Rubber Goods, to order. 








NOISELESS 
RUBBER SHOES 
For horses. Open or 
Bar styles, Sizes 2 to 8. 






NOISELESS MULESHOES 
Sizes 2,3, 4 and 5. 


\ : 
PHOENIX SHOES 





SPORT SHOES 


For riding, running, 











Catasauqua, Pa. 








racing or polo. 
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Brass Bucket Force Pump 


For filling tractor or other tires with 
calcium chloride solution—non-freezing. 
It is specially equipped with six-foot 
discharge hose and Schrader valve stem 














extension, adapter and thermo leathers. 
Pump is entirely of brass and so 
arranged that labor of pumping is all 
done on the downward stroke of the 
piston and nothing on the up. The 
effect of this operation while pumping 
is to hold the pump down. Malleable 
foot rest steadies the pump, holding it 
in proper position. Will carry a 
pressure of from 50 to 100 lbs. Has 
agitator which discharges a fine jet 
in the bottom of the bucket to keep 
the solution thoroughly mixed at all 
times. The F. E. Myers & Bro. Co., 
Ashland, Ohio. 


“Driver” Power Tools 


Among the new tools in the 1938 
Driver line are the 24 inch jig saw with 
finger-tip control and direct motor 
drive; the 8 inch and 10 inch tilting 
arbor saws, in which the blade and 
arbor tilt to make angle cuts without 
moving the table; the direct-drive 
shaper, and the improved 16 inch band 
saw. The direct motor drive, maker 
states, eliminates slippage and waste 
of power associated with belt-driven 
machines. In addition to these new 
tools, Driver offers three complete lines, 
in three price ranges, of lathes, drill 
presses, jig saws, jointers, bench saws, 
band saws, belt-and-disk surfacers, 
bench grinders, tilting arbor saws, flex- 
ible shaft grinders, and accessories. 
Walker-Turner Co., Inc., Plainfield, 
mJ. 

Perfection Stove Catalog 

This catalog of 52 pages illustrates 
and describes oil burning cook-stoves, 
heating stoves, water heaters, air con- 
ditioning heating plants, and refrig- 
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erators. All illustrations are in full 
color. Only representative models of 
the Superfex oil burning refrigerator 
and the Superfex air conditioning heat- 
ing plants are shown, separate catalogs 
being devoted to the products of those 
two divisions. Perfection Stove Co., 
Cleveland, Ohio. 


SAE-Namel Chart 


A simple and practical color chart 
known as the “SAE-Namel Chart” 
illustrates in detail the color code for 
marking steel bars recently promul- 
gated by the U. S. Department of Com- 
merce, Division of Simplified Practice, 
National Bureau of Standards, as ap- 
proved by the National Association of 
Purchasing Agents. The chart is 22 by 
36 in. in size. It lists SAE numbers 
with corresponding color code colors 
and color combinations all of the 89 
SAE steels included in the color code 
as officially promulgated. The chart 
has been developed and copyrighted by 
Mill Service, P. O. Box 763, Spring- 
field, Ohio. 


Oven-Proof Casserole 


This oven-proof casserole is a com- 
bination of Everedy chrome with a 
“Brown Betty” color deep dish earthen- 
ware casserole. Chrome cover is 
self-basting and vapor-sealed. It is 


surmounted by a heat-resistant Bakelite 





knob, matching the casserole’s color. 
Earthenware dish is sét into a chrome 
base with four large sized handles 
that match the casserole. The Everedy 
Co., Frederick, Md. 
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Constant Level Oiler 


The new line of Levomatic level oil- 
ers automatically maintain an accurate 
level of oil in ring and ball bearings 
of motors, line shafts, pumps, and other 





machinery having oil wells. As oil is 
consumed in the bearing chamber, it is 
automatically replaced with fresh oil 
from the reservoir. There are no deli- 
cate parts to become out of order and 
no attention is required after the Levo- 
matic is installed except to fill the 
reservoir periodically. Crystal clear 
glass reservoir is screwed to the solid 
bronze cadmium-plated fitting and can 
be removed and conveniently refilled. 
Made in four sizes. Trico Fuse Mfg. 
Co., Milwaukee, Wis. 





Buhrman-Pharr Catalog 


No. 37 illustrates and describes the 
lines distributed by the Buhrman-Pharr 
Hardware Co., Texarkana, Ark., Tex. 
The catalog is bound in gold back and 
imprinted in blue. 





Stanley Trailer Hardware 


A folder illustrating and describing 
various styles of matched sets, pulls 
and hinges, hinges for entrance doors, 
lid supports for trailers, has been is- 
sued by The Stanley Works, New 
Britain, Conn. 


Electric Brooder 


This Warner Premier Electric 
Brooder is manufactured by The 
National Ideal Co., Toledo, Ohio. 


These brooders are made up to as 
high as 500 chick capacity. 
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ATLAS 





PRECISION MADE BLUED 


DOUBLE POINTED TACKS 





ALL SIZES 





Also Supplied Tinned or Copper Plated 


DRIVE FAST AND CLEANLY—HOLD FIRMLY 


Truly ATLAS in their engineered design and precise 
manufacture, these Double Pointed Tacks are the finest 
made. Their usefulness takes many specific forms, and 
ATLAS supplies them in a wide range of sizes to meet all 
needs. By stocking ATLAS Double Pointed Tacks, you, as 
dealer, profit from a demand which is both substantial 
and steady. And like all ATLAS Products, ATLAS Pre- 
cision-Made Double Pointed Tacks make loyal friends 
of customers—bring Repeat Business to your store. 





ATLAS TACK 


CORPORATION 


FAIRHAVEN, MASSACHUSETTS, U.S.A. 
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THE CUSTOMER 
EXPECTS YOU TO 


ell him 


ANY people come into your store know- 

ing just what they want — and one 

thing they DON’T want is to be SOLD the 
thing they came to BUY. 


But on some items — sash cord, for example 
— MOST customers WELCOME all the in- 
formation you can give them. They rely on 
you for quality in the merchandise they buy. 
They EXPECT you to tell them WHY one 
brand is a better value than another. Most of 
them are GLAD to know WHY Samson Spot 
Sash Cord can be safely forgotten for some 
TWENTY-FIVE YEARS after it’s installed — 
WHY its slightly higher price pays such div- 
idends in trouble-free service. 

That is why we have printed this new book. 
It contains the FACTS your customers EX- 
PECT to get from you — tells you how to sell 
a product that will help you hold the cus- 
tomer’s confidence and good-will. Write for 


SAMSON 
CORDAGE 
WORKS 


DEPT. HA 
BOSTON, MASS. 


your copy. 
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Metal Door Knobs 


“Polyflex” is a forged brass knob 
body of standard french shank cross- 
section, with forged brass tops that are 





interchangeable. These tops are avail- 
able in four standard patterns. It is 


claimed that Polyflex affords great 
flexibility in its architectural applica- 
tion since the knob pattern can be 
varied to suit the needs of each interior. 
Dealers can carry full assortment of 
patterns with little increase over the 
stock required for one pattern in a 
solid knob. Patrician plastic knob tops 
in four designs in ivory, black and 
pastel tones, may be combined with 
these metal bodies. The patented 
Dardelet set-screw is used in _ this 
model. Lockwood Hardware Mfg. Co., 
Fitchburg, Mass. 


Skilsaw Catalog 

A 50 page catalog on Skilsaw portable 
electric tools for productiun, mainte- 
nance, and construction is available. 
This catalog, No. 38, shows handsaws, 
drills, grinders, belt sanders, disk 
sanders, floor sanders, and_ blowers. 
Skilsaw, Inc., 3310 Elston Ave., Chi- 
cago, Ill. 


New Bommer Hinge 


A Torsion spring type checking floor 
hinge, constructed with precision and 
conforming to United States Govern- 
ment specifications, has been added to 
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the general line manufactured by the 
Bommer Spring Hinge Co., 251-271 
Classon Ave., Brooklyn, N. Y. 


Store Lighting 


A new pamphlet entitled, “Storelite 
a New Luminaire Designed to Sell 
Merchandise,” describes a new unit for 
lighting merchandise displayed on 
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counters and shelves. Included are 
construction features, application data, 
and illumination tables. Copies of the 
folder are available from the Lighting 
Division, Westinghouse Electric and 


Mfg. Co., Cleveland, Ohio. 


Rock Wool Insulation 


Barrett Rock Wool Insulation is 
being merchandised in the following 
types: standard batts, S-22, 15 x 23 in. 
semi-wall thickness, S-23, full wall 
thickness; paper backed batts, V-22, 
15 x 23 in., semi-wall thickness; V-23 
full wall thickness; V-43, 15 x 48 in., 
full wall thickness; type L, loose (long 








fibre) wool, and type G, granulated 
wool. The Barrett Co., 40 Rector St., 
New York City. 


Garden Hose Package 


In presenting the 1938 Goodrich 
garden hose line to the trade, all grades 
of that hose heretofore furnished in 
individually wrapped lengths are now 
available in display boxes for each 





length. Unusual design and_ bright 
colors make the package suitable for 
counter or window display. Important 
product information can be printed 
prominently on front of carton for easy 
reading by both salesmen and customer. 
Hose can be removed from carton for 
examination and replaced. In addi- 
tion Goodrich is also offering dealers 
a complete selection of sales aids such 
as special hose display stand, window 
streamers, and literature for counter 
and direct mail use. The B. F. Good- 
rich Co., Mechanical Rubber Goods 
Div., Akron, Ohio. 





Solid Bronze Flashlights 


Two new Bond flashlights in solid 
bronze are the No. 2298 standard two- 
cell Spotlite and the No. 2527 two-cell 





Baby Spotlite. The No. 2298 has a 


new case with lengthwise barrel corru- 


gations. Lens ring and end cap have 
been restyled. Octagon rim lens ring 
is recessed. Recessed base cap en- 
closes a 180-degree folding ring hanger. 
Reflector is silvered. Case has built-in 
candle-light construction, so that re- 
moving the lens and reflector leaves an 
electric candle, with operating switch. 
Has three-position safety lock switch. 
The No. 2527 is generally the same 
construction, having the same features. 
The ring hanger is omitted and the 
three-position safety lock type switch 
has the flash button ahead of the thumb 
slide instead of behind it. These lights, 
complete with Bond Super-Service 
Safety Seal Mono-Cells, sell at 99 
cents retail and 79 cents retail, respec- 
tively. They are available in combina- 
tion deals, packed in free patented 
Si-Me twin display container with 
batteries. Bond Electric Co., Division 
Winchester Repeating Arms Co., New 
Haven, Conn. 


Dover Open End Iron 


No. 36H—has visible fabric tempera- 
ture dial. Open-end handle in walnut 
eliminates hot metal support and is de- 
signed to fit all hands. Handle is 





supported by three spring blades, air- 
cooled, to give “spring pressure.” Iron 
has high-speed embedded element, in- 
serted and armored under pressure in 
grooves right in ironing surface. One- 
piece shell and heel rest eliminates 
loose and rattling heel rests. Rounded 
cover plate under rear of shell prevents 
drag or catching clothes. The No. 36H 
is a 110-120 volt, 600-watt model, to 
retail at $3.95. The Dover Appliance 
Co., Dover, Ohio. 
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SPENDING GOOD 
MONEY FOR TACKS 
IN OLD STYLE BOXES 
WHEN YOU CAN OB- 
TAIN THE BEST AT 
NO ADDITIONAL COST. 






STOP 


WE SPECIALIZE IN TACKS, NAILS, STAPLES, GLAZIER POINTS 


LOOK 


AUTOMOTIVE RIVETS AND THUMB TACKS TO THE HARDWARE TRADE 


VISIBLE QUALITY AND Qi , 
PERSONAL SERVICE. 
ANY ORDER LARGE OR SMALL IS GIVEN 
PROMPT AND CAREFUL ATTENTION. 
* THE HOLLAND TACK CO., BALTimore, mp. 
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AT THE NEW HOLLAND 
CELLOPHANE WINDOW 
BOXES BEFORE YOU 
PLACE YOUR NEXT 
ORDER FOR TACKS, 
NAILS, RIVETS, ETC. 





























= ELBE TE No. 94 “Screw-to-the-Boot” ; — , 
Figure Skates. Continental pattern. No. 52412 and 42412 
No. 1562 New Tubular Hockey Skate With Saw Tooth Toe Men’s Screw Clamp Hockey Skates 


UNION HARDWARE SKATES 


One of the chief reasons why so many dealers sell Union Hardware Ice Skates is 
because they are a firmly established brand. For more than 75 years these nationally- 
known skates have brought pleasure and satisfaction to thousands of skaters. The 


Nine Popular Selling Models For the Season of 1937-38 


will bring customers and make profits for all who display them. They are smartly 
designed, sturdily constructed and beautifully finished—they win skaters soon as 
displayed. There are Hockey, Clamp and Figure Skates for men, women, boys and 
girls in various patterns, sizes and prices that make selection an easy matter. Keep them 
displayed for the holiday trade. 


Every dealer should send for Cat. No. 35. It illustrates and gives full details about 
the complete line—a great help in ordering. 


Your Jobber 
Will Supply You. 









HARDWARE COMPANY 
a TLE 


AEC US. PAT OFF ESTABLISHED 1854 


pmon-a-a5 (cm me), pened, Lk Model of Nos. 52412L and 424¥2L 


NEW YORK C8 ee ee Ladies’ Screw Clamp Hockey Skates 
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Sun-Glo Broilette 


Combines electric cooking, broiling, 
and toasting in one unit. Cover tray 
may be used for frying and as a drip 
pan for broiling. Broiling is done by 
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means of a grill in the tray with the 
unit inverted as shown. Maker states 
it cooks and broils steaks, chops, and 
fish in quick time. Broilette is of 
chromium plated steel with black Bake 
lite legs and black enameled handles. 
Furnished in two models of different 
heats—high, 1,000 watts; low, 200 
watts. Operates on AC or DC current 
Vonmouth Stamping Co., 151 Cham 
bers St.. New York City. 


Stainless Working Methods 


\ new technical publication for engi- 
neers, designers, and other technical 
men ties up detailed instructions on 
methods of fabricating Ludlum. stain 
less with information as to the grades 
of tool steel best suited to each opera 
tion. It contains practical advice on the 
usual working operations and in ad- 
dition contains information on the 
proper selection, heat treatment, etc., 
of the tool steels for various operations. 


Ludlum Steel Co., Watervliet, N. Y. 


Gardex Tool Catalog 


Gardex has issued a new catalog on 
its “Soil-Flow” tools. Introduced in 
this booklet are several new tools such 
as cultivators Nos. 1553, 1563, and 1625 
which are designed with the company’s 
patented Diamond Point shares of spe- 
cial steel. These shares are also a dis- 
tinctive feature on the Gardex Pull Hoe 
Weeder, No. 110 and Soil-Air Condi- 
tioners, Nos. 171 and 172. Combined 
with a weeding blade they have been 
used to create the Culti-Weeder No. 
173. Other new and improved garden 
tools are also described fully and illus- 
trated in the catalog. Gardex, Ine.. 
Michigan City, Ind. 


Washer And Ironer Portfolio 


For jobber salesmen, it outlines two 
attractive sales plans of Westinghouse 
electric washers and ironers during the 
fall months and especially during the 
Christmas season. Plan No. 1 is a 
rental plan, a pay-as-you-go promotion, 
whereby the housewife rents a washer 
or ironer for a small amount for six 
weeks. The second plan is a free trial 
plan whereby a try-out of the ap- 
pliance is staged in the prospect’s own 
home. Sales and advertising literature 
for dealer promotion is described in 
detail in the portfolio, which is at- 
tractively presented in Christmas colors 
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and profusely illustrated. Neatly folded, 
the portfolio is light and easily car- 
ried in the salesman’s brief case. Mer- 
chandise Advertising Department, 
Westinghouse Electric & Mfg. Co., 
Mansfield, Ohio. 


Revere Folder 


Announces price reductions on Re- 
vere kettles and skillets and also in- 
troduces two new additions to the Re 
vere line—the Warbler 3-quart whistling 
tea kettle and the DeLuxe special 
streamline kettle. The former retails 
at $2.00 and the latter at $2.50. Revere 
Copper and Brass, Inc., Rome. N. Y. 


New Brush 


This streamline Met-L-Kalsomine and 
Casein Met-l-Kal brush is aluminum 
bound to eliminate possibility of rust- 
ing or bursting. There are no nails 
through the rubber setting. There is 





no wood in the entire brush part. 
Instead of wooden plugs, Hanlon & 
Goodman Rite-seT aluminum-bound 
brushes have metal-rubber plugs, mak- 
ing them water-proof and making it 
possible to clean them _ thoroughly 
right down to the setting. Handle con- 
struction embodies a steel stud in the 
wooden handle that screws into a 
steel nut, which is embeded into 
the vulcanized rubber setting. All Rite- 
seT aluminum bound brushes are 
made in a variety of lengths with 
pure bristles in either gray, white, or 
black. Hanlon & Goodman Co., Dept. 
20, Belleville, N. J. 


DeVilbiss Catalog “DF” 


Covers complete spray-painting equip 
ment for exterior and interior painting, 
automobile refinishing, and equipment 
for automotive service as well as air 
and fluid hose and other DeVilbiss 
specialties... This new catalog contains 
16 pages more than the 1937 catalog. 
Related or similar items have been 
grouped for easier reference, and a com- 
plete alphabetical index of the contents 
is in the front of the catalog. The De- 
Vilbiss Co., Toledo, Ohio. 





Cabinet Catch 


This cabinet catch, a feature item 
from the “Color-toned” kitchen hard- 
ware line of the National Brass Co., 
Grand Rapids, Mich., has no handles or 





protruding edges to catch clothes. The 
strike is concealed. The colorful plas- 
tic buttons are compressed to release 
the catch from the strike. Mounted 
closely to the door, the catch is univer- 
sally reversible for left-hand, right- 
hand, top-opening, or bottom-opening 
doors. Matched with this catch is a 
complete set of new hinges, pulls, and 
knobs. Color lines of these chrome 
finished sets are available in red, ivory, 
yellow, blue, or black. Complete in- 
formation on this line and the “Color- 
toned” edition of “Handy Reference to 
Cabinet Hardware” is offered free to 
dealers. 


O-Cedar Polish Assortment 


No. 500—consists of one and a half 
dozen four-ounce’ original O-Cedar 
Polish, with a retail value of 25 cents 
each; six 12-0z. bottles with a retail 
value at 50 cents each, and two 12-0z. 
bottles with a retail value of 50 cents 
each, which the dealer receives 
free. The total retail value of the as- 
sortment is $8.50, which the dealer ob- 
tains for $5.00. The assortment is 
packed complete in one carton, shipping 
weight, 30 Ibs. The company reserves 
the right to withdraw this assortment 
without further notice. O-Cedar Corp., 
1501 S. Western Ave., Chicago, III. 


“Economy” Flashlights 


This Economy line of flashlights fea- 
tures ratchet locking focus, compart- 
ment for spare lamp, lamp-protecting 
bumper block, foolproof switch, and 
seamless nickel plated brass barrels. 
Removable head-bridge, permits lodged 
cells being released from both ends of 
barrel. Burgess Battery Co., Freeport, 
Il. 
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@ STANDARD GRADES 


From large stocks in all standard 
meshes—with heavy coating of high- 
est quality zinc. 


@ SPECIAL GRADES * 


Plain steel, tinned wire, or galva- 
nized—wide variety of different 
meshes and gauges. 


@ GALVANIZED WIRE LATH CLOTH 
Various meshes and gauges. 

@ Made from WICKWIRE MILLS cop- 
per bearing open hearth steel with 


low sulphur content—a “depend- 
“ 
able’ source for over 60 years. 


Ask Your Jobber for WICKWIRE BROTHERS 


WIRE 

WIRE CLOTH 
POULTRY NETTING 
HARDWARE CLOTH 
WIRE NAILS 


WICKWIRE 


BROTHERS 


C Ome sa AN ©, N. Y. 








DECEMBER 16, 1937 

































La 
GREENLE 


pid 






“ 


4 


i 
\ 






7 
& 





Cons 


Your customers will not need to be “high-pres- 


Just let them see for themselves the advantages 
of being fully enclosed. It won’t take long to 
find that dust and dirt can’t get in, that oil can’t 
get out, and that it is impossible to pinch the 
fingers between the bit chuck and the body of 
the driver. 


Note the illustration to the left. Here the 
driver is fully extended, yet the spiral is entirely 
covered. Note, also, that this arrangement pro- 
vides an unlimited grip for the guiding hand, 
and that the shifter button is next to the handle, 
where it is easily operated with the thumb. 


sured” into buying Greenlee Spiral Screw Drivers. 





There are a number of other reasons why Green- 
lee Screw Drivers are easy to sell and why they 
make satisfied customers. Let us give you the 
whole story. Write now and mention the name 
of your jobber. 


GREENLEE TOOL CO. 


1715 Columbia Ave. Rockford, IIlinois 
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Blow & Mielke of 
Waupun, Wis., has 
built up business 
by capitalizing 
on its regular 
monthly contacts 





C] Seeds 
C] Furnaces and Stoves 
C) Setting Glass 


IMPORT ANT 

THIS IS Your 
INVOIGC E 
from 


THE Harpware Storr 
Blow & Mielke 


W aupun, W, #Sconsin 


Novel Invoice Card 
Helps Suggest Sales 


AKING use of the con- 
M tacts they have with cus- 

tomers by employing a 
business-securing plan in connec- 
tion with the monthly mailing of 
invoices has brought additional 
profits to Blow & Mielke, hard- 
ware dealers of Waupun, Wis. 
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These invoices are printed on 
stiff yellow cardboard in the form 
of a reply card. They can be 
folded neatly, held together with 
a small gummed sticker and 
mailed without difficulty. On the 
back of the reply card are listed 
a number of services in which the 


SLOW & MIELKE 


a sig Troughs and Sheet 
Mnesota Paint 





A glimpse at each side of this 
combination invoice and busi- 
ness reply card tells the story. 
Section “Detach and Mail To- 
\ day” is on reverse of address. 





C) Electric Appliances 


O ‘Speed Queen” Washers 
Metal Work 


recipient of the card might be in- 
terested. These include seeds, 
furnaces and stoves, setting glass, 
electric appliances, radio sets and 
repairs, washers, eave troughs, 
sheet metal work and paint. 
This type of card, says H. M. 
Blow, brings in many inquiries 
regarding the items listed and the 
firm frequently obtains leads from 
the cards which result in worth- 
while, immediate sales. The cumu- 
lative sales effect of the cards is 
considerable in that they serve as 
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tarrdwate relailes and potters — 
- 

By a unanimous vote Hardware Jobbers throughout the country have requested a con- 

tinuance of the Rogers Protective Sales Policy during the year 1938. We pledge our 

support and appreciate the good will of the hardware trade. 

So, during the coming year, enjoy this Protective Sales Policy. Cash in on it. Sell 

Rogers Liquid Fish Glue—the superior quality Glue that is not sold through chain 

stores, group buyers, or mail order houses—the Glue that you can build up a business 

with and not lose that business because of cut prices. 


Ask your jobber today about the Rogers Deals and Dealer Helps. Or write us direct 
for full information. 


ROGERS ISINGLASS & GLUE CO. 


GLOUCESTER MASSACHUSETTS 











paces WITH THE TIMES 


\ \ . . . 
» \ \ THESE famous casters roll along on ball bearings. No friction. No 
WW : FA effort. No damage to floors, rugs or floor covering . . . as up to date 
as a stream-lined train or 1935 motor car. 








A PROFITABLE ITEM FOR ANY HARDWARE MERCHANT 


A demonstration does it... merely roll an “ACME” « 
on the counter. Show the frictionless, quiet operation ‘ 
of the “ACME” and you’ve made a sale. A profitable 
item with repeat orders. Stock and sell “acmes.”’ 







THE ScHatz MANUPACTURING Co. 
POUGHKEEPSIE, N. Y. 


BALL BEARING =: 


CASTERS” 
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Patrician 
ALL-PLASTIC KNOBS 
Move Fast 


Here is a big new market in the 
builders’ hardware field. Patrician 
all-plastic knobs, in various color 
combinations and four attractive de- 
signs, sell on eye-appeal. The knob 
bodies and separate knob tops are 
readily interchangeable, and are 
available with shanks in any standard 
hardware finish. 

Go after this big opportunity for 
quick profits. Write for complete de- 
tails today! 





LOCKWOOD 


HARDWARE MFG. COMPANY 


Division of Independent Lock Co. 
FITCHBURG, MASSACHUSETTS 
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continual reminders to the neigh- 
boring farmers of their needs. 
This type of can be 
mailed at cheaper rates than an 
ordinary letter and the fact that 
they are printed on colored stock 
makes them different from the 
regular run of invoices. Both Mr. 
Blow and Mr. Mielke believe that 
an invoice like this brings a more 
prompt payment of accounts by 
reason of the fact that it is dif- 
ferent. It is not easily lost and 
stands out from all the others the 


invoice 


farmer may receive at his home. 

The attached business reply 
card often prompts a farmer to 
reflect, check what he needs and 
send the card to the firm. These 
return cards have proven extreme- 
ly valuable during the periods 
when the farmer is busy with his 
crops and cannot go to town to 
make purchases. At such times 
either Mr. Blow or Mr. Mielke 
visit the farmers who have mailed 
return cards and consult them as 
to their immediate needs. 


Sell Private Electric Plants 
To Sell Electric Appliances 


has em- 
widespread 


; gerry the nation 
: barked upon a 

program of rural electrification. 
large and sparsely populated farm 
areas still remain beyond the eco- 
nomic range of power lines. In 
such areas, farms must provide their 
own electric plants. Here is a vast 
farm market for the hardware dealer 
who serves a rural population. Not 
only can he sell his farmer cus- 
tomer a private electric plant but 
also the equipment that it operates 


lights for the home and farm 
buildings, water systems, milkers, 


cream separators, grindstones, radio 
receivers, washing machines, refrig- 
erators. irons, fans, toasters, and 
numerous other electrical appliances. 

A familiar type of farm electric 
power equipment is the wind-electric 


plant consisting of airplane-type 
propellers mounted on windmill 
towers. The propellers take their 


power from the wind to operate gen- 
erators from which the electrical 
current is conveyed through suitable 
wiring to batteries or for direct use. 

In most of the wind-electric plants 
now commercially available, the 
propeller starts generating in a seven 
or eight-mile wind. Two and three- 
blade propellers are used, although 
some utilization has been made of a 
four-blade unit. Experience — has 
proven that when the propeller and 
the generator unit are designed to 
start charging in seven or eight-mile 
winds and reach a maximum rate of 
charge with 15 to 20-mile velocities, 
the plant will be in operation the 
greater part of the time and pro- 
duce sufficient electrical energy for 
most farm requirements. 

Costs to the farmer for a com- 
plete 32-volt wind-electric plant will 
vary considerably with the individual 





requirements, but averages would 
probably range from $300 to $750 
for the better sets. A great many 
six-volt sets are being sold for oper- 
ating lights and radios only, in a 
price range from about $30 to $75 
for the complete outfit. 

A complete installation involves 
the propeller generator assembly, 
the tower and batteries. The most 
popular 32-volt sizes are probably 


those with 1.000 to 1,500-watt ca- 





Typical wind power installation 


pacities. The tower is of variable 
cost, depending upon its height. It 
should extend a considerable dis- 
tance above nearby buildings and 
trees. With most plants the generat- 
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ing assembly can be installed on | 


the .average windmill tower which: | 
might be available. The investment 
for batteries will depend upon the 


load. For normal requirements a | 


240-ampere-hour battery is consid- 
ered the minimum, while under 
some conditions of major utilization, 
a 400-ampere-hour battery would be | 
more satisfactory. In most plants | 
the batteries are charged with the 
surplus current generated, and the 


charged current is used only for 
occasional overloads and in periods 
of wind calm. 

Maintenance expenses are re- 


ported by farmer users as quite | 
normal. It is necessary to furnish 
new propeller blades about once a 
year where wooden blades are used. 
There is a slight occasional expense 
for distilled battery water, the bat- | 
teries requiring filling two or three | 
times a year. Allowances for bat- 
tery depreciation are estimated at 
about $30 a year for the 32-volt. 
To a large degree wind-electric 


plants have been purchased by farm- 
ers without a concentrated mer- 
chandising effort on the part of deal- | 
ers. Such effort has been largely | 
confined to the endeavors of manu- | 
facturers of this equipment and to | 
their immediate localities. Wherever 
active merchandising of this equip- 
ment has been attempted, satisfac- 


tory results have followed. One 
wind-electric plant in operation 
makes a permanent demonstrator 
for the dealers and encourages extra | 


sales. 


You Are Working 
for The Consumer 


7. you worked for someone 
else, you did as he said. If 
you had a good idea, you tried to 
sell it to him. If he accepted it and 
tried it out, you were often reward- 
ed; if not, you both dropped the 
matter like a hot brick. If I may | 
make the suggestion, you are work- | 


ing for the consumer, even though | 
you own your store building and | 
everything it contains. Try out your 
ideas on your customers. Some of 
them will be accepted and you will 
have your reward in the increasing 
ring of the cash register. Some of | 
them will not click. May I suggest 
that you drop these just as fast as 
you would the proverbial brick. 
-Wilford L. White, Chief, Market- 
ing Research Division, Bureau of | 


| 
Foreign and Domestic Commerce. | 
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NAT SAYS... 


Wishful waiting's not my dish, 


I'd rather work, because 


When | just sit around and wish, 


There ain't no Santa Claus. 

















Is there a Santa Claus? 


Far be it from us to take sides in this age-old controversy. However, we have 
learned that in this practical world of business, the only Santa Claus that 
matters is the customer who keeps coming back. And the only way to keep 
him coming back is to see that he gets the kind of product and the kind of 


service he wants — a little better, perhaps, than he can get somewhere else. 


NUTS AND BOLTS WOOD SCREWS WING NUTS 

MACHINE SCREWS COTTER PINS PIPE PLUGS 

CAP AND SET SCREWS SPOKES AND NIPPLES’ RIVETS, TACKS 
STOVE BOLTS 


aliona 





THE NATIONAL SCREW & MANUFACTURING CO. 
CLEVELAND « OHIO 








Friends Surprise Carl Prinzler 
As He Enters 5lst Year With Vonnegut 





Mr. Prinzler surrounded by the good wishes of his many friends in the hard- 


ware industry. He starts his 5lst year with the Vonnegut Hardware Co. 


7. swamped by tele- 
grams, flowers, letters, and per- 
sonally extended congratulations, 
Carl J. Prinzler, head of the Von 
Duprin Division of the Vonnegut 
Hardware Co., Indianapolis, Ind., 


and a member of its board of direc- 
tors, recently celebrated his 50th an- 
niversary with the company. Happy 
about the many felicitations that 
came pouring in, Mr. Prinzler was 
equally puzzled as to how word got 
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Sales of... 


DIXON’S FLAKE LUBRICATING GRAPHITE 


The favorite for. over a half century, this fine old Dixon product has always 
maintained its lead and today is still without a serious rival for quality and 
demand. The red can is familiar to engineers throughout the world. Sell Dixon's 
for lubrication, for coating gaskets and packing, and countless other uses. 


DIXON'S MICROFYNE FLAKE 
LUBRICATING GRAPHITE 


Of highest purity, processed to micro- 
scopic particles for use as a dry lubricant 
or ca-lubricant in oils or greases applied 
to mechanisms having unusually close 
clearances. 


Write for booklet C-40 


DIXON'S TICONDEROGA FLAKE 
LUBRICATING GRAPHITE 


No. | Large, lustrous, unctuous flakes of 
highest purity natural flake graphite. 


No. 2—Finely powdered flakes 


Joseph Dixon Crucible Co. 
Jersey City 


New Jersey 






Sy 


DIXON'S GRAPHITE PRODUCTIONS 


¢ wd ushu ut a helo ra’ E = f } on 7 Fend for 
are REASE 


Cede ae eS 









cthcuwblar 











@ 7995 


86 





about that it was his fiftieth anni- 
versary. 

Among the collection on his desk 
was a sketch drawn by an artist 
friend illustrating young Carl at the 
age of 16 pointing to a washing ma- 
chine of the 1886 vintage and telling 
a lady customer, “This is the slick- 
est churn you ever saw.” His sales 
ability was demonstrated by the fact 
that it took quite an argument on 
the part of a more experienced 
salesman to convince the lady that 
it was a washing machine, not a 
churn. 

The other drawing characterizes 
the field in which Mr. Prinzler is 
best known—his unceasing efforts 
for an easy exit out of buildings to 
preserve lives. 

To those friends of his who were 
gathered about him, Mr. Prinzler 
remarked, “It doesn’t seem possible 
50 years have passed. I can re- 
member every detail of the conver- 
sation in which I was hired.” 


Automotive Jobbers 
Seek Increased 
Profit Margin 


HE following resolution has 

been recently adopted by the 
Manufacturer Relations Committee 
of the Motor and Equipment Whole- 
salers’ Association: 

Whereas, Automotive Jobbers are 
burdened with an increased cost of 
doing business because of factors 
very largely beyond their control: 
and 

Whereas, it appears very unlikely 
that they will be able, under present 
conditions, to increase volume to the 
point necessary to offset such higher 
cost; and 

Whereas, it’s essential to manu 
facturers that jobbers be in position 
to make a reasonable return on their 
investment in order that they may 
continue to serve them in the dis- 
tribution of their products; and 

Whereas, manufacturers do have 
control of certain major factors in 
the determination of the jobbers’ 
margins of profit; and 

Whereas, the mutual interests of 
manufacturers and jobbers, as well 
as retailers and consumers, require 
continuance of a vigorous manufac- 
turer-jobber-retailer-consumer  sys- 
tem of distribution in automotive 
after-market products; 

Therefore, be it resolved by the 
Manufacturers Relations Committee 
of Motor and Equipment Wholesale 
Association that manufacturers be 
and they are hereby requested to 
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give the utmost possible considera- 
tion.to the problem of jobbers and, 
wherever possible, make provision 
for increased profit margins to job- 
bers in their distribution policies 
and plans for 1938; and 

Further, that it be and is hereby 
recommended to manufacturers that 
they carefully consider the various 
factors in their own policies and 
methods that result in excessive 
costs to them and their distributors 
to the end that return to jobbers 
may be in keeping with invest- 
ment, and turn-over maintained so 
that selling effort may be adequately 
rewarded and in order that manu- 
facturers’ costs may be kept on a 


basis that will yield an adequate 
return to manufacturers; and 

Further, that it be and it is hereby 
recommended to jobbers that they 
put forth their best efforts to do the 
best possible distribution job as a 
means of assisting manufacturers to 
reduce their own selling and operat- 
ing expense; and 

Further, that the Committee here- 
by expresses the appreciation of all 
automotive jobbers to those manu- 
facturers who have provided in- 
creased margins and re-states its 
desire to be of all assistance possible 
to both jobbers and manufacturers 
in meeting the serious situation in- 
volved in problem herein set forth. 





“Freezing Out” A Dealer 


ANUFACTURERS and other 

distributors doubtless have 
the right to select retailers to whom 
they are willing to sell and even to 
appoint exclusive retailers in par- 
ticular locations. But does a manu- 
facturer or wholesale distributor 
have the right to enter into an agree- 
ment with a dealer’s competitors to 
the effect that the manufacturer will 
sell the competitors but not the 
particular dealer against whom the 
agreement is directed? 

That very vital question was 
raised in a recent Missouri case. 
The court said: 

“By the agreement the manufac- 
turer and the other dealers agreed 
among themselves that the complain- 
ing dealer should-be hindered in his 
business of buying and selling mer- 
chandise, thereby eliminating com- 
petition. Anyone may exercise a 
choice as to whom he will sell his 
goods, but he cannot enter into a 


contract whereby he binds himself 
not to sell, for in such instance he 
barters away his right of choice 
and destroys the very right he 
claims the privilege of exercising. 

“Tt is argued that a person en- 
gaged in a private business has a 
right to buy from whomever he 
pleases, to sell to whomsoever he 
will, or to refuse to sell to a par- 
ticular person. That right does not 
extend to an agreement and con- 
certed action of such person with 
others similarly engaged, in a com- 
mon design to destroy the business 
of another or to the making of an 
agreement forbidden by law and 
concerted action thereunder inflict- 
ing an injury upon the public. What 
the parties could have done _in- 
dividually, by independent action, is 
essentially different from what they 
might do collectively, pursuant to an 
agreement between themselves and 
a resulting concerted action.” 


THIS WINDOW SOLD ELECTRICAL GOODS 





This interesting window display was featured by Foley Bros., Houston, 
Texas, during the recent opening of the firm’s new electrical department. 
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TALK LUFKIN —IT PAYS 








Lufkin combination 
square with all three 
heads attached. 


CUSTOMERS 


prefer 


LUFKIN TOOLS 


It's not by chance that mechanics 
favor Lufkin Precision Tools. It’s 
because they like their many out- 
standing features. It’s because they 
know that in every detail Lufkin 
Tools are top-notch in accuracy, 


balance, finish and durability. 


More than ever before, Lufkin 
Precision Tools are becoming the 
choice of good mechanics and 
others who want ‘good measuring 
instruments. 

Because a big percentage of the 
precision tool buyers choose Lufkin, 
it pays you to talk Lufkin — and 
profit from their ready acceptance. 


Write for Catalog No. 12. 


OF A/N 


New York City 


TAPES - RULES - PRECISION TOOLS 
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- Through the old craftsman 


methods of individual manufac- | 


turing and individual heat treat- 

To the final steps of rigid in- 
spection and testing, each pair of 
pliers that carries the Klein trade- 
mark represents the maximum in 
plier quality. 

Klein methods viewed in’ the 
light of modern mass production 
are necessarily more costly. 

On the other hand, for a man 
who demands a plier of Klein 
quality there is no way to pro- 
duce it except the Klein way. 


& Sons 
[sca IU] 











Alabama The Retail Hardware 
Assn. of, exhibition and meeting, June 
7-9, 1938, at the Gay Teague Hotel, 
Montgomery, Ala. J. H. Crowe, 410 N. 
21 St., Montgomery, Ala., secretary. 


American Hardware Manufac- 
turers Assn. and Southern Hardware 
Jobbers Assn., April 11-14, 1938, at the 
Peabody Hotel, Memphis, Tenn. Sec- 
retary, manufacturers association, C. F. 
Rockwell, 342 Madison Ave., New York 
City. Secretary, jobbers association, T. 
W. McAllister, 1020 Grant Bldg., At- 
lanta, Ga. 


American Hardware Supply Co. 
41-43 Terminal Way, South Side, Pitts- 
burgh, Pa. Jan. 24-25, 1938. Wm. M. 
Stout, general manager. 


Arkansas Retail Hardware and 
Implement Assn., Feb. 15-16, 1938, at 
Marion Hotel, Little Rock, Ark. G. L. 
Turner, Little Rock, secretary. 


California Retail Hardware Assn., 
Feb. 15-17, 1938, at Hotel Whitcomb, 
San Francisco, Calif. LeRoy Smith, 
417 Market St., San Francisco, man- 
ager. 


Connecticut Hardware Assn., Feb. 
23-24, 1938, at Taft Hotel, New Haven, 
Conn. Charles F. Freeman, Branford, 
Conn., secretary. 


Cycle Trades of America, Jan. 
11-13, 1938, at Hotel Commodore, New 
York City. E. H. Broadwell, Chanin 
Bldg., New York City, manager. 


Eastern Hardware Golf Assn., 
fourth annual tournament, May 19-21, 
1938, at Buckwood Inn, Shawnee on 
the Delaware, Pa. H. L. Gilliam, 50 
Church St., New York City, secretary. 


Gift Show and China, Glassware 
and Pottery Market, Jan. 31-Feb. 12, 
1938, in The Merchandise Mart, Chi- 
cago, Ill. 


Hall Hardware Co., 618 N. Third 
St., Minneapolis, Minn., Feb. 15-17, 
1938. 


Illinois Retail Hardware Assn., Feb. 
15-17, 1938, at Hotel Sherman, Chicago, 
Ill. C. G. Gilbert, 1155 Merchandise 
Mart, Chicago, managing director. 


Indiana Retail Hardware Assn., 
Jan. 25-28, 1938. Exhibit and meet- 
ings at Murat Temple, Indianapolis, 
Ind. Headquarters, Lincoln Hotel. G. 
F. Sheely, 915-35, 130 E. Washington 
Bldg., Indianapolis, managing director. 


Intermountain Assn., Jan. 25-27, 
1938, at the Bannock Hotel, Pocatello, 
Idaho. E. Bell, 211 S. Ninth St., Boise, 
Idaho, secretary-treasurer. 


Iowa Retail Hardware Assn., Feb. 
8-11, 1938, at Des Moines, Iowa. Ex- 
hibition, Coliseum; headquarters, Hotel 





Coming Conventions 
and Events 






Mason 


Savery. Philip R. Jacobson, 
City, Iowa, secretary-treasurer. 


Joint convention of American Hard- 
ware Manufacturers Assn. and South- 
ern Hardware Jobbers Assn., April 11- 
14, 1938, at the Peabody Hotel, Mem- 
phis, Tenn. Secretary, manufacturers 
association, C. F. Rockwell, 342 Madi- 
son Ave., New York City. Secretary, 
hardware jobbers association, T. W. 
McAllister, 1020 Grant Bldg., Atlanta, 
Ga. 


Kentucky Hardware and Imple- 
ment Assn., Jan. 18-20, 1938. Exhibit 
and meetings at Seelbach Hotel, Louis- 
ville, Ky. J. M. Stone, Seelbach Hotel, 


secretary-treasurer. 


Marshall-Wells Co., Duluth, Minn., 
Associate Congress—Jan. 31-Feb. 3, 
1938, in Duluth; Feb. 7-9, 1938, in 
Billings, Mont.; Feb. 15-17, 1938, in 
Portland, Ore., and Feb. 21-23, 1938, 
Spokane, Wash. : 


Michigan Retail Hardware Assn., 
Feb. 8-11, 1938, at Detroit, Mich. Ex- 
hibit, Convention Hall; headquarters, 
Statler Hotel. Harold W. Bervig, 1112 
Olds Tower Bldg., Lansing, Mich., sec- 
retary. 


Minnesota Retail Hardware Assn., 
Feb. 22-25, 1938, at Minneapolis, Minn. 
Exhibit, Municipal Auditorium; head- 
quarters, Curtis Hotel. C. J. Chris- 
topher, Nicollet at 24th St., Minne- 
apolis, manager-treasurer. 


Missouri Retail Hardware Assn., 
Feb. 22-24, 1938. Exhibit and meetings 
at Hotel Jefferson, St. Louis, Mo. Pey- 
ton C. Clark, 2861 Gravois Ave., St. 


Louis, secretary. 


Mountain States Hardware & 
Implement Assn., Jan. 17-19, 1938, at 
Cosmopolitan Hotel, Denver, Colo. John 
T. Bartlett, 637 Pine St., Boulder, Colo., 


secretary-treasurer. 


National House’ Furnishings 
Mfrs. Assn., Jan. 9-15, 1938, at Stev- 
ens Hotel, Chicago, Ill. Warren Ed- 
wards, 228 N. LaSalle St., Chicago, sec- 
retary. 


Nebraska Retail Hardware Assn., 
Feb. 1-3, 1938, at Omaha, Neb. Ex- 
hibit, Municipal Auditorium; head- 
quarters, Hotel Rome. Ed Hermanson, 
325 Insurance Bldg., Lincoln, Neb., sec- 
retary-treasurer. 


New England Hardware Dealers 
Assn., March 1-3, 1938. Exhibit and 
meetings at Statler Hotel, Boston, Mass. 
George G. Hoy, 140 Federal St., Bos- 


ton, secretary. 


New York Housewares Mfrs. 
Assn. show, July 10-16, 1938, at Hotel 
Pennsylvania, New York City. Execu- 
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tive secretary, Flo English, Hotel Penn- 
sylvania, New York. 


New York State Retail Hardware 
Assn., Feb. 8-10, 1938. Exhibit and 
meetings at Statler Hotel, Buffalo, 
N. Y. John B. Foley, 510 Hills Bldg., 
Syracuse, N. Y., secretary. 


North Coast Hardware and Imple- 
ment Dealers Assn., Feb. 10-11, 1938, at 
the Olympic Hotel, Seattle, Wash. T. S. 
Coy, Olympic Hotel, Seattle, secretary. 


North Dakota Retail Hardware As- 
sociation, Feb. 8-10, 1938, at Grand 
Forks, N. D. Exhibit, City Auditorium. 
Louise J. Thompson, 21 Clifford Bldg., 
Grand Forks, N. D., secretary-treasurer. 


Ohio Hardware Assn., Feb. 15-18, 
1938, at Columbus, Ohio. Exhibit, 
Columbus Auditorium; headquarters, 
Deshler-Wallick Hotel. John B. Conk- 
lin, 175 S. High St., Columbus, secre- 
tary-treasurer. 


Oklahoma Hardware & Implement 
Assn., Feb. 1-3, 1938. Exhibit and 
meetings at Civic Auditorium, Okla- 
homa City, Okla. C. F. Nelson, 301 
Key Bldg., Oklahoma City, secretary- 
manager. 


Pacific Northwest Hardware & 
Implement Assn., Feb. 7-9, 1938. Ex- 
hibit and meetings at Davenport Hotel, 
Spokane, Wash. Dale Strong, 523 
Realty Bldg., Spokane, secretary. 


Panhandle Hardware & Implement 
Assn., Feb. 7-8, 1938, at the Herring 
Hotel, Amarillo, Tex. C. L. Thomp- 


son, Canyon, Tex., secretary-treasurer. 


Pennsylvania and Atlantic Sea- 
board Hardware Assn., Feb. 1-4, 1938. 
Exhibit and meetipgs at Convention 
Hall, - Philadelphia, Pa. W. Glenn 
Pearce, 400 N. Broad St., Philadelphia, 
managing director. 


Pennsylvania Wholesale Hardware 
and Supply Assn., March 24-25, 1938, 
at the Hotel Astor, New York City. 
Samuel B. Smith, Steinman Hardware 
Co., Lancaster, Pa., secretary. 


Philadelphia Motor Boat & Sports- 
men’s Show, Jan. 22-29, 1938, at Com- 
mercial Museum, Philadelphia. Frank- 
lin H. Bates, 1509 Fox Bldg., Phil- 
adelphia, secretary of Boat Trades 
Assn. of Philadelphia, sponsoring or- 
ganization. 


South Dakota Retail Hardware 
Assn., March 15-17, 1938, at Sioux 
Falls, S. D. Exhibit, Coliseum; head- 
quarters, Cataract Hotel. C. J. Chris- 
topher, Nicollet at 24th St., Minne- 
apolis, Minn., manager-treasurer. 


Southern California Retail Hard- 
ware Association, Feb. 6-10, 1938. Con- 
vention and exhibit at Shrine Civic Au- 
ditorium, Los Angeles, Calif. Meetings 
on Feb. 7 and 8. J. V. Guilfoyle, 1126 
Rives-Strong Bldg., Los Angeles, sec- 
retary-treasurer. 


Southern Hardware Jobbers Assn. 
and American Hardware Manufacturers 
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Assn., April 11-14, 1938, at the Peabody 
Hotel, Memphis, Tenn. Secretary, job- 
bers association, T. W. McAllister, 
1020 Grant Bldg., Atlanta, Ga. Sec- 
retary, manufacturers association, C. F. 
Rockwell, 342 Madison Ave., New York 
City. 

Texas Hardware & Implement Assn., 
Jan. 25-27, 1938, at Hotel Baker, Dallas, 


Tex. Dan W. Scoates, College Station. 
Tex., secretary. 


Third International Housewares 
Show, Jan. 3-15, 1938, in The Mer- 
chandise Mart, Chicago, III. 


Triple Convention of the Southern 
Supply & Machinery Distributors Assn., 
the American Supply & Machinery 
Manufacturers Assn., the National Sup- 
ply and Machinery Distributors Assn., 
May 9-11, 1938, at the Hotel William 
Penn, Pittsburgh, Pa. Alvin M. Smith. 
Smith-Courtney Co., Richmond, Va., 
secretary of Southern Assn.; R. K. 
Hanson, 916 Clark St., Pittsburgh, sec- 
retary American Assn., and H. R. 
Rinehart, 505 Arch St., Philadelphia, 
Pa., secretary National Assn. 


Virginia Retail Hardware Assn., 
Feb. 22-23, 1938, at the Jefferson Hotel. 
Richmond, Va. R. A. Frayser, 602 E. 


Broad St., Richmond, acting secretary. 


Western Retail Implement & Hard- 
ware Assn., Jan. 18-20, 1938. Exhibit 
and meetings at Municipal Auditorium, 
Kansas City, Mo. Herbert J. Hodge. 


Abilene, Kan., secretary-treasurer. 


West Virginia Hardware Assn., 
Feb. 21-22, 1938, at Greenbrier Hotel, 
White Sulphur Springs, W. Va. H. B. 
Clower, Park Hill, W. Va., secretary- 
treasurer. 


Wisconsin Retail Hardware Assn., 
Feb. 1-4, 1938. Exhibit and meetings 
at Milwaukee Auditorium, Milwaukee, 
Wis. H. A. Lewis, Stevens Point, Wis., 
executive secretary. George W. Korne- 
ley, 3374 N. Green Bay Ave., Milwau- 
kee. Wis., exhibit manager. 


Thoughts of a Seedsman 


I’m a seed store owner. There 
probably are not more than 6000 of 
us in the United States. In num- 
bers, that’s a small group. But let’s 
look at it this way: 

People could live without the 40.- 
000 hardware stores in this country; 
they could eat without our 100,000 
drug stores; they could still exist 
without the 150.000 filling stations 
and the 25,000 stores that sell furni- 
ture: people might get by if the 
country’s 85,000 cigar stores went 
out of business. 

But my seed business has to be. 
Almost everything we have. eat and 
wear comes from seeds. I'll have my 
ups and downs, but they can’t get 
along without my seed store. 

National Seedsman. 


CENTER 
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on LITTLE 
GIANT’ 


When your customers ask for 


| screw plates, sell “em the best 
| and ring up better profits. 

| “Little Giant” Serew Plates are 
the best known and the most 
| widely used in the world, because 
their top quality has been proved 
by years of actual performance. 
The finest of materials and work- 
manship go into every part of the 
| serew plate assembly. Taps and 
dies are uniformly accurate, and 
tap wrenches and die stocks are 
strong and efficient. 

Recommend “Greenfield” “Little 
Giant” Screw Plates and your 
customers will come back to con- 
firm your good judgment and 
place reorders. 


| GREENFIELD TAP & 

DIE CORPORATION 
Greenfield, Massachusetts 

Detroit Plant: 2102 West Fort Street 

Warehouses in New York and Chicago 


In Canada: Greenfield Tap & Die Corp. 
of Canada, Ltd., Galt, Ont. 


GREENFIELD 
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SIZE MARKED 


PUMP LEATHERS 





Have you ever tried to convince a 
doubtful customer as to the size of a 
pump leather and—have you ever had 
to hunt for a rule and measure one to 
prove you were right? 


Well, you need never do it again. 





Here is the new way to sell pump 
leathers. They are all factory stamped 
with the size clearly shown. This idea 
was originated by us to help you speed 
up pump leather sales. 





Simplex size-marked pump leathers pre- 
vent mistakes, speed up sales, eliminate 
confusion and give you a larger net 
profit—but they cost no more than any 
pump leathers made of the same high 
quality material. 


Ask your jobber or write us 
for price list. 


MAN UFACTURI 
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From the painting by Frank Vining Smith 


“The Wander Bird” 


Qualified “To Spit to Windward” 


You can talk of balls and parties, 
At Palm Beach or Timbuctoo; 

But the thrills I had o’ sailin’, 
Come to just a very few: 

For when the seas are smashin’, 
And it’s blowin’ bloody hell, 
You’re on the Cape Horn passage, 

And you better sail it well! 

Now it’s Johnny this, an’ Johnny that; 
An’ “Johnny, what’s your name?” 
You’ve made the Cape Horn passage, 
And you're in the Hall of Fame! 

—After Kipling. 


CCORDING to sea-lore, only a 
man toughened by the west- 
ward passage of Cape Horn is 
powerful enough to spit to wind- 
ward! 

Leading members of The Hard- 
ware Merchants’ and Manufacturers’ 
Association of Philadelphia are 
prepared to testify to exactly such 
hardiness 07 the part of certain of 
the crew of the good ship Wander 
Be. 
*¢ at the Association’s Novem- 
| aeeting incontrovertible photo- 
graphic evidence of that act in de- 
fiance of the elements and of all of 
Nature’s laws, was discovered in a 
preview of the motion-picture “log” 
of Horn Rounder Wander Bird, 
shown in five reels by Crew Mem- 
ber John S. North, otherwise presid- 
ing officer of Philadelphia’s Hard- 
ware Association and president of 
North Brothers Manufacturing Com- 
pany. 

To all landlubbers. be it known 
that “rounding the Horn” is no 
week-end pleasure cruise around the 
tip of the South American con- 
tinent, but an exploit as far re- 
moved from a pleasant pastime as 
are the poles from the equator or 


from each other. Attempting the 
“Western Passage” by sail is rated 
as heroic sport! However much 
the satisfaction and pleasure in its 
successful accomplishment, the fact 
remains that at the Horn itself there 
is never anything “pleasant”—not 
even for a single instant of time. 

Rounding the Horn is a 50° to 50° 
proposition. That is, the westward 
passage begins at Latitude 50° S 
Atlantic Ocean, east of South Amer- 
ica, and ends at Latitude 50° S, 
Pacific Ocean, west of South Amer- 
ica. 

You sail south. 
—if and when you can! 


You sail west 


And you 





JOHN S. NORTH 


sail north—back to Latitude 50° S. 
Making sure it is Pacific Ocean, 
you realize that you are victor’ in 
the greatest sport known to sailor 
men of all the seven seas! 

The distance, 50° S to 50° S, is 
1000 miles on the chart—as you 
study it under the library lamp, 
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COPPER & BRASS 
Belt & Trunk 
Rivets & Burs 

Round, Flat, Counter- 
sunk Head Rivets 

Washers 






Multiple continuous twist by WRIGHT power looms 







gives you regular hexagonal mesh, securely and per- 
manently locked. Copper bearing steel exclusively. 


“BLAKE & JOHNSON CO. Est. 1849 | 3 F WRIGHT STEEL & 
Parc, Saesasees WATERVILLE yes WIRE CO. 











WORCESTER > MAS 5. 


SPOIADE FROM WIRE ona ROD CONNECTICUT - 


coh ies Re 


Complete 
less motor 





















FPere’s a handy tool that no 
woodworker can afford to be 
without! The Forstner Auger Bit 
is virtually a complete set of 
tools in one—it will perform 
many operations now done with 
chisel, gouge, scroll saw and lathe 
tool. Guided by a circular rim in- 
stead of a center, this bit operates 
in any direction, always leav- 
ing a clean, polished surface. 


MANY NEW 
USES! 




















Speedy Paint Sprayers 
Professional type with famous Clean Air 
’ * compressor on steel base, pressure feed in- 
WRITE a 7 DEALERS: ternal mix spray gun with quart aluminum 

‘ .. cup. List only $18.50—others $5.00—$14.00. 


Kee Send for price list, Autopower sprayers $2.60 and up. No cylin- 
PROMCO CATALOG discounts and details gers pistons or rings to wear out. Sturdy, 
w SRAND. 5, on electric and auto- efficient, yet low in cost. 


power paint sprayers. W. R. BROWN CORP. 
; ang PROGRESSIVE MEE. CO. 5724 Armitage Ave., CHICAGO, ILL. 
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Get This 


FREE 
S-COLOR 
COUNTER STAND 





; 
Fishing Tackle 4lonaat /isn/ 
EVERYTHING ANY GUN NEEDS 


TIE UP WITH 


ADVERTISING 
ON 





Write for FREE 5-Color Coun- 
ter Stand and illustrated give- 
away literature on Fiendoil. 
Everywhere—all over the coun- 
try—the demand is for this 
perfect gun cleaner. It's the 
only oil and solvent made 
specifically to clean firearms. 
Backed by a high-powered ad- 
vertising campaign, Fiendoil is 
making new friends and cus- 
tomers in every community— 
customers who always come 
back for more. 


Retail Price . . 40¢ 
Dealer Price . . $3.20 doz. 


The td 
McCambridge & 
McCambridge Co. 


12 L Street, S.E., Washington, D. C. 
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from the vantage-point of your easy 
chair. 

But aboard Wander Bird—en- 
countering in unending succession, 
gales of 60 to 80 miles an hour and 
even up to immeasurable hurricane 
velocities, battling mountainous seas, 
bucking raging currents of as much 
as 35 knots an hour—the Westward 
Passage of Cape Horn. by sail, log- 
ged 2.300 miles. 

This’ amazing passage. sailed by 
a schooner-yachc of 85 feet in length, 
was faithfully recorded with motion 
camera, day by day, often under 
impossible weather conditions, by 
John S. North, member of the crew. 

In fourteen years, Wander Bird 
is the first sailing ship to make the 
Westward Passage. The importance 
of these photographs can hardly be 
It is unlikely that 
any such motion pictures were ever 
taken, except by John S. North or 
by the Wander Bird’s skipper. So 
far as known, the only photographs 
ever taken of Cape Horn. are those 
taken on Wander Bird. 


So that was the “movie.” in five 


over-estimated. 


reels, viewed at the November meet- 
ing of The Hardware Merchants’ 
and Manufacturers’ Association in 
Philadelphia. If you chance upon 
a member who was present, he will 
acclaim the occasion as a rare treat! 
Adding either that he would give a 
lot to be able to duplicate John 
North’s experiences as Horn 
Rounder, or—that it would take a 
king’s ransom to get him to attempt 
the westward passage of Cape Horn. 


The Leader Must 
Be Right! 


HEN anyone steps into the 

limelight of leadership, a 
strange thing happens. No longer 
is one permitted the normal errors 
of human nature, but one must con- 
form to a code of infallibility which 
public opinion prescribes. . . . 

The small competitor may gamble 
by marketing a product that is still 
in the experimental stage. But the 
product of the leader must be thor- 
oughly laboratory-tested and_field- 
tested before it is offered to the pub- 
lic. It must be right! 

And it will be right. For the 
leader in any field of endeavor 
came to leadership because he pos- 
sesses the ability and the resources 
to do things as the public wants 
and expects them to be done.—From 
an Advertisement of The American 
Radiator & Standard Sanitary Cor- 
poration. 




















"Equipped with 
an {jy CONTROL!” 


Means Much to 
Your Oil Heater 
Customer. . 






Model 240 KR 
Constant Level 
Oil Control 


Show your customers the A-P Control on your 
Heaters. It's the manufacturer's final guaran- 
tee of Heater efficiency and dependability, 
of economical Home Heating Comfort. The 
only “operating’’ part on your heater, the 
A-P Control carries the great responsibility 
for the correct fuel feed to the Burner for 
any desired temperature. 


"Modern Oil Heat'' means A-P Controlled 
heating — either Manually operated or Auto- 
matic with the A-P Thermostatic Control. 
For a powerful sales story on Modern Home 
Heating convenience and comfort, — write 
for details on A-P Controls. 


AUTOMATIC PRODUCTS COMPANY 


2442 RTH 


MILWAUKEE 











AT YOUR SERVICE f 


Tue “Who Makes It” 
Editor will be glad to 
help you in your search 
for the name of the manu- 
facturer of that product 
you are interested in. 


If you do not find it or 
its trade name listed in 
the current Directory 
Number, in all probabil- 
ity it has been incorpo- 
rated in the revised list- 
ings that are being pre- 
pared for the next issue 
of the Directory Number. 
Many such changes are 
being made daily and the 
listings brought up to 
date. 


If your current Direc- 
tory does not give you 
the information you seek, 
write the “Who Makes 
It” Editor. He’s at your 
service! 
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The SILVER ARROW 


@ New! Streamline 1938 Design—America's 
most beautiful bath scale. Created by a 
famous designer to double your Holiday 
Business. Weighs up to 250 Ibs. —indicating 
each pound. Luxurious chromium trim— 
bathroom colors. Guaranteed by Good 
Housekeeping as advertised therein. 


Two Prices—Each a bargain for Hanson 


quality. Ask your jobber for catalog and 
prices. 


HANSON SCALE CO. (Est. 1888) 


510 N. Ada St., Chicago 1150 Broadway, New York 


HANSON 


SCALES 


BATH SCALES « 
Ll ee 
SCALES for DOCTORS' 


DIET SCALES 
NURSERY SCALES 
OFFICES 
PENNY WEIGHING MACHINES 











sanerihe Arm and Hammer 


Solid — and Dies 


Look for the 






Chasers 
Must be 
*“Backed-Off” 
Today 


ARMSTRONG BROS. Stocks are of Certi- 
fied Malleable Iron, accurately machined 
and now Cadmium plated. Trim, balanced 
tools, they take the awkwardness out of 
pipe threading. 

ARMSTRONG BROS. Dies for Special Va- 
nadium Tool Steel with “‘backed-off” teeth 
that start easily, cut with less effort, cut 
faster, smoother threads and come off pipe 
without tearing or jamming. 

Today pipe tool buyers know thé ut dies must 
be “backed-off” to eliminate ‘drag,’ to 
cut smoother threads. They have also 
learned to look for the Arm-and-Hammer 
Mark as the guarantee of highest quality. 
Write 

(eialog ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
314 N. Francisco Ave. 


Chicago u, 8 A. 
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“To Carload Buyers 
and Home-Made 
Competition” 


A letter to carload and former car- 
load buyers of wire nails in the Metro- 
politan New York City area by sales 
executive of large wholesale distrib- 
uting organization. Reprinted for its 
general interest by special permission. 


EW dealers may realize it, but 

there is such a thing as home- 
made competition. We have in mind 
the carload buyer or more partic- 
ularly the former carload buyer of 
nails. In recent years, due in some 
measure to the depression, carload 
buyers have turned to pool car buy- 
ing. This practice of getting sev- 
eral dealers in a nearby territory to 
pool their requirements for nails in 
order to make up a pool car and 
thereby enjoy the carload price 
without ordering a full car is smart 
buying for the small dealer but 
something akin to short-sightedness 
on the part of the large carload user 
of nails. 

The former carload buyer of nails 
who promotes pool car buying is 
making home-made competition. In 
an effort to keep his stocks down to 
a minimum he is creating new com- 
petitors in his own territory by help- 
ing small neighboring dealers who 
could not possibly use or purchase 
a carload of nails. to enjoy carload 
prices. In dull times these smaller 
dealers are apt to use this advantage 
in buying to cut prices and get new 
business rather than make additional 


profits. 
The carload buyer, therefore. 
might find it more economical to 


purchase an occasional full carload 
and to buy the necessary fill-ins 
from his jobbers’ stocks rather than 
create additional competitors in his 
backyard. There is enough com- 
petition for the average dealer with- 
out having it home-made. 
Don’t you think it warrants some 
thought? 
Rost. E. Dott, 
Mgr., 
Igoe Brothers, Inc., 


Brooklyn, N. Y. 


General Sales 


Atlas Catalog No. 28 


Illustrates and describes Atlas lathes, 


drill presses, arbor presses, and shap- 


ers. Two new Atlas machine tools are 
with a 


and a back-geared screw-cutting 


introduced: a 7-inch 
stroke, 
lathe a 6-inch swing. 
available from Atlas Press Co., 
Kalamazoo, Mich. 


shaper 


Copies 
Dept. 5 


with 
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rinslie Stove Lining 
Fireline saves time, and muss for 
it’s ready-mixed—comes ready-for-use 
in air-tight tins. In a few minutes any 
housewife can replace cracked fire box 
castings or burned-out stove brick in 
cook stove or range. Any handy man 
can repair the firepot of his heat- 
ing stove or furnace—can make even 
cracked and broken firepots gas-tight, 
and have heat the same day. 


fuss, 


Ask, your jobber, or write today for 
FREE sample, advertising helps, and 
information. 











FIRELINE STOVE AND FURNACE LINING CO. 
1859-L Kingsbury St. Chicago, U.S.A. 
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000 SLINE 
FOLLOW 





Follow the UTICA line 
and you will lead the field 
in profits. UTICA tools are 
made for mechanics who 
know and want good tools 
and bring the best class of 
. UTICA offers the 
widest range of high grade 
Alloy Steel pliers in the 


trade. 


world, enabling you to stock 
the numbers that move prof- 


itably in your community. 


UTICA Alloy Steel Side Cutting 
Plier No. 50 


(Illustrated above) 
Price Each for Finished Size: 
4" =" 6” a 8” 
$1.05 $1.15 $1.25 $1.40 $1.50 


UTICA 


DROP FORGE & TOOL 
CORPORATION 


UTICA - NEW YORK 














Regarding Veteran Members 
of The Kentucky Association 


Editor, HAarpwaARE AGE: 

I noticed in your November 4 
issue that you have been misin- 
formed as to Stephen Ogden being 
the only surviving charter member 
of the Kentucky Hardware Associa- 
tion. There are two other charter 
members, and more than charter 
members as they are the only living 
members out of seven men who 
banded together and wrote over 400 
postcards to hardware dealers in the 
state of Kentucky calling a meeting 
in this city. These men are Paul 
Wagner and J. C. Kirchdorfer. 

The first officers were: George 
Dehler, Jr., president; Paul Wag- 
ner, vice-president; and the writer 
secretary. 

Mr. Wagner and myself attended 
the first national hardware associa- 
tion held in Chicago in 1902. At 
that time I was the youngest hard- 
ware merchant in this city. There 
were twenty-six present at the meet- 
ing, a picture of which I now have 
in my store. 

While attending the meeting I was 
building a new store and purchased 
the first set of Warren fixtures south 
of the Ohio River. 

I well remember we were given 
a book about the trouble with job- 
bers. On the outside were these 
words, “Keep In Your Safe.” 

At the next meeting in order to 
distribute the offices J. C. Frederick 
of Owensboro was elected president. 
I was made vice-president and John 
R. Sower of Frankfort, secretary. 
Later I was chosen president and 
J. M. Stone, secretary. 

I have attended,a great many of 
the national conventions and no 
doubt you have a record of the auto- 
mobile accident in Florida in which 
Mr. Pfaff, Miss Wooddard, and my- 
self were injured in 1914. 

My store is now being run by Joe 
Kirchdorfer, Jr., my son, in the same 
building I built in 1902. 

I can tell you all about the Ken- 
tucky Retail Hardware Association 
from the time it started. 

I hope you make this correction 
as I would like for my fellow hard- 
ware men out in the state, who no 
doubt will remember us, to know 
we are still alive and healthy. 

J. C. KircuporFer, 
Louisville, Ky. 


P.S.—Here is a list of the dele- 
gates who attended the National As- 
sociation in Chicago as published in 
the special convention supplement 


of The Iron Age (forerunner of 
HarpwarE AGE) issued August 7, 
1920. 


O. P. Schlafer J. F. McGuire 


H. C. Weber W. H. Tomlinson 
C. A. Peck Paul Wagner 

H. N. Joy Frank A. Powers 
Geo. M. Gray Chas. F. Lander 


Z. T. Miller W. A. McIntire 
J. C. Kirchdorfer C. F. Bock 
Sharon E. Jones Fred Neudorff 

J. C. Frederick M. L. Corey 
John M. Pittman W. P. Lewis 

W. P. Bogardus H. G. Cormick 

C. N. Barnes L. H. Clark 

W. H. Keating Geo. W. Hubbard 





The Only Newspaper 


in Dodson, Texas 
(Continued from page 38) 


been to offer some item, usually 
of interest to women, at an un- 
usually attractive price. This has 
resulted in sales of from three to 
20 dozen of these items in a sin- 
gle Saturday afternoon. From 
this, and frequent comments by 
customers, we feel reasonably cer- 
tain that this ‘newspaper’ is read 
widely. Whether it has resulted 
in any considerable increase in 
sales we do not know, as, of 
course, we don’t know what those 
sales would have been without the 
advertising, and conditions in a 
sometimes-drought-ridden commu- 
nity make yearly comparisons 
worthless. 

“We do feel that this little pa- 
per offers us an unusual oppor- 
tunity to combat the mail-order 
menace by comparing merchan- 
dise and presenting honest reasons 
for preferring to deal with us. 
Perhaps we do not take advantage 
of this opportunity in the best 
possible manner, but we do as 
well as we can. We also discuss 
some local public problems, and 
find this is genuinely appreciated. 

“No doubt more experienced 
advertising men could make bet- 
ter use of this folder than we do. 
but we are well pleased with it. It 
is printed in spare time here in 
our store.” 

That should answer any ques- 
tion. Further comment is unnec- 
essary. 
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FOURCO GLASS CO. 
General Offices: 
CLARKSBURG, W. VA. 
Branch Sales Offices: 
NEW YORK «+ CHICAGO 
FT. SMITH, ARK. 


EASY ON THE EYES 











MADE BY CORBIN 


PADLOCKS 
CABINET LOCKS 
TRUNK AND SUITCASE LOCKS 
MAIL BOXES 
NIGHT LATCHES 
= MISCELLANEOUS SHELF HARDWARE 
KEYS AND BLANKS 


Ask Your Jobber or Write Us 


CORBIN CABINET LOCK CO. 


THE AMERICAN HARDWARE CORP., Successor 


NEW BRITAIN CONNECTICUT 
NEW YORK CHICAGO 


CORBIN LOCK CO., OF CANADA, LTD. 
BELLEVILLE, ONT 















MAILING LIST 


of 
WHOLESALE 
HARDWARE 
HOUSES 


Every One Selling Through 
Hardware Channels Needs 
a Copy. 





Indispensable for 


1 Calling on Hardware Jobbers 
2 Your Credit Department 
3 Direct Mail Work 











a 
It Lists: PRICE 
SHELF HARDWARE JOBBERS 
HEAVY HARDWARE JOBBERS a 
MILL SUPPLIES DISTRIBUTORS 
PLUMBERS’ & TINNERS’ SUPPLIES JOBBERS A COPY 
MANUFACTURERS’ AGENTS 
HARDWARE CHAIN STORES — 
HARDWARE ASSOCIATION LISTS 





HARDWARE AGE VERIFIED LIST 
239 W. 39th Street New York, N. Y. 























~( CHICAGO) ~~ 
DOOR SPRINGS 


The for The 
Molinnss Single Acting Doors Chic#8 
hung with 
springless hinges 


The “Chicago” and 
“Reliance” Door 
Springs have all parts 
fastened together, so 
they are never mis- 
placed. They require 
no special tool to apply 
the tension. The Re- 
liance is exceptionally 
heavy and more power- 
ful than other types of 
greater length. 











SHO 


Type 280 


Spring Hinges for every requirement. 


Chicago Spring Hinge Company. 
CHICAGO NEW YORK 
U. S. A. 
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We hope the 
find you happy. . 


closing a good business year... 


Holidays 
. that you also are 
that 
you believe, with us, that next year 


can be made even better. We thank 
you, one and all, for your courtesies, | 
cooperation and orders, and look for- 
ward to closer association, with mutual | 
profit, in 1938. 


The Westfield Manufacturing Co. | 
Westfield, Mass. 
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SOSS 
oon 


SIBLE 
HINGES 


| Never Seen 
| Never Heard 
| Never Trouble 


The modern hinge for 
every type of door— 
be it building or fur- 


niture. 
Write for proposition 


| SOSS Manufacturing Co. 


648 E. FIRST AVE. 
| ROSELLE, NEW JERSEY 
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A “Preview” Crowded 
This Store 


(Continued from page 33) 


Leeson store regularly employs 
eight store salesmen and five out- 
side salesmen. The outside sales- 
men, who work on a commission 
basis, are helped in their activities 
by very liberal carrying charges— 
one half of one per cent per month. 
Another line in the high unit of 
sales class is bicycles, machines 
handled ranging in price from 
$23.85 to $39.75. An added vol- 
ume in bicycle sales is realized 
from the sale of a complete line of 
bicycle parts and accessories al- 
though no cycle repairs are made 
in the store. 

While only hardware and re- 
lated merchandise is handled: in 
the hardware department’s own 
building some of its lines are also 
sold in the department store’s main 
building. A member of the Lee- 
son organization says that that 
store, “carries such merchandise 
as we deem best suited to the needs 
of our community. In the past, 
we carried lines that do not belong 
in the hardware stocks. Our hard- 
ware store should really be called 
a hardware emporium as we at- 
tempt to carry all items that are 
found in a_ hardware store.” 
Charge account customers of the 
department store are accorded the 
same privileges in the hardware 
department. 

The Leeson hardware _ store 
building was constructed in 1918. 
prior to which time ,the hardware 
department was housed in the 
main building of the department 
store. The approximate area util- 
ized by the hardware store is 19.- 
800 sq. ft., the three-story build- 
ing measuring 55 by 130 ft. 
Leeson’s hardware store has fine 
window display facilities with ap- 
proximately 125 ft. of plate glass. 





The Hardware 
Catalog 


(Continued from page 72) 


all, is the main purpose of the 
traveling salesman. 

“The listing of Seasonable 
Goods is purposely short in order 
to contain only the lines which 
must be in stock at certain times 














“Oh Boy! 
Am I 
Hot Stuff ?”’ 


EVEN the horse is proud of saddlery 
hardware finished with Eberite— 
our new plating that covers evenly and 
fully with a beauty that endures. 


anything heretofore offered in its re- 
sistance to rust, wear and weather. 
Fused to the base metal, it will not 


| 
| 
| 
| This remarkable new finish excels 
| crack or chip. 

} 


Eberite is an exceptionally bright 
and hard finish that surpasses in ser- 
viceability and attractiveness all the 
commonly known and used finishes, 
such as galvanizing, cadmium plating 
and chromium plating. 


Eberite is an exclusive feature of 
our Saddlery Hardware Division. 


Write for descriptive circular 


EBERHARD 


Manufacturing Co. 
Cleveland, Ohio 




















START THE NEW YEAR RIGHT! 


It is economical for the Hard- 
ware Dealer to handle 


TALOCO 
TINS 





1. He eliminates sloppiness and waste con- 
nected with bulk turpentine. 


2. He can reduce his inventory—a com- 
plete stock of all sizes can be carried by 
purchasing half the number of gallons 
necessary to fill a drum. 


SEE YOUR JOBBER TODAY FOR 
PRICES ON TALOCO GUM SPIRITS OF 
TURPENTINE. 

It complies with provisions of the Naval 
Stores Act, and U.S.P. requirements and 
specifications for oil of turpentine. 


TAYLOR, LOWENSTEIN & CO. 
Mobile, Alabama 
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Let — 

the record of Blake & Lamb dis- 
tributors (both wholesale and re- 
tail) many of whom are doubling 
and tripling their output of steel 
traps during the current season 
—be among your considerations 
when the time comes to choose 
the brand that You Will Carry 
In 1938. 





BLAKE & LAMB 


The Steel Trap of the 
Hardware Trade. Send 
for Catalog and Prices! 








THE HAWKINS COMPANY 
AMERICA'S OLDEST TRAP MANUFACTURERS 
SoutTy BRITAIN, CONNECTICUT 











EXPANSIVE BITS. 


For over 40 years these well known 


tools have given satisfaction. They 
are manufactured from a high qual- 
ity steel, made to our specifications. 
The different operations are held to 
close limits, producing a uniformity 
found only in high grade products. 
Beside the regular length, these bits 
can be furnished in Dowel .Jength 





for plumbers. Extra cutters for the | 


large bit will bore up to 6 inches. 
Insist on Con-Val-Co branded qual- 
ity tools. 

Send for Complete Catalog 


pon VALCO 


The Connecticut Valley Mfg. Co. 


Centerbrook, Conn., U.S.A. 
Incorporated 1874 
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sold at all. Its 
is to provide 


if they are to be 
principal purpose 
one more reminder of lines which 
should have been brought forward 


by the salesman several months 
earlier. 
“Our listing would not, of 


course, coincide as to season with 


jobbers in other sections.” 


WPABuysHandTools 
Worth $8,770,000 


OOLS, except machine tools, 
valued at $8,770,264 were 
among the nearly one-half billion 
dollars worth of materials, supplies 
and equipment purchased for proj- 
ects of the WPA during the first 26 
months of its operation up until 
September 1, 1937, according to 
records of the WPA Division of Re- 
search. Statistics and Records. 

Of this amount, $4,252,953 was in 
Federal funds from various em- 
ergency relief appropriations and 
$4,517,311 in funds of the sponsors 
of projects. 

Construction or repair accounted 
for 80 per cent of all the WPA ac- 
tivities, so it is not surprising that 
the aggregate purchases of tools was 
high, since the Federal Government, 
unlike the private contractor, had not 
sufficient supplies of tools on hand 
at the beginning of the Federal 
Works Program and necessarily be- 
came a large buyer in the open 
market, thus providing employment 
for thousands of men in tool-mak- 
ing factories. 

Because the Works Program was 
primarily to provide employment, 
projects employing hand rather than 
machine labor were encouraged and 
the consequence was an enormous 
need for picks and shovels, ham- 
mers and saws, and the like. In 
many cases, it would have been 
highly uneconomical for local spon- 
sors of projects to have bought out- 
right the tools for one or a few 
similar projects, but in the case of 
the Federal Government, the tools 
could be used over and over again 
until depreciation made replacement 
necessary. 

All of the purchases for the Fed- 
eral account were by the Procure- 
ment Division of the United States 


Treasury Department after open 
competitive bidding. As a general 
rule, the purchases were in com- 


paratively small lots for individual 
projects and bid awards went to 
dealers in the immediate vicinity of 
the projects. 


| Battle Creek 


| 
| ~ 
Bosososogototosotototo goto} 
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You have a stake in help- 


ing your customers to 
avoid trouble and loss 
when cutting glass. You 


can do it by selling them 
the very best cutter you 
have—a Red Devil 024— 
the cutter fitted with the 
precision machine-made, 
alloy-steel wheel and Monel 


Metal axle. j 
“It's “ALL re The WHEEL’ 


LANDON P. 

SMITH, INC. 

IRVINGTON, N. J., 
U.S.A. 


. 
tem \ 








SHERMAN 


Lawn Faucets 


Angle 
Pattern 





Fig. 508 





FINEST QUALITY 
MODESTLY PRICED 


Sold through Jobbers 


WL B. SHERMAN MFG. CO. 


Michigan 
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DO YOU SELL 
NINE CHURNS 


OR ONLY ONE ? 


DAZEY 


LINE PROVES 
9to1 FAVORITE 
IN RETAIL 
STORES 


ODAY, as for many 
years past, 9 out 
of every 10 churns 
sold in retail stores 
are DAZEY Churns. 















Such overwhelming 

? preference cannot be 

due to chance. It is 

based on the advan- 

tage of many exclu- 

SIZES: sive DAZEY features 
2 Ots. to and a superior qual- 
10 Gals. ity so outstanding 
4 that, for the discrimi- 
POWER: nating buyer, there 
Hand or ean be but one choice 
Electric —DAZEY. Why be 
content to sell one 











churn when you can 
just as easily sell 97 Stock the complete DAZEY 
line—especially ELECTRIC models if rural power 
a available. SOLD THRU JOBBERS 
ONLY. 


DAZEY CHURN & MFG. CO. 
4301 Warne Ave., St. Louis, Mo. 








INSTANT ACCURACY 


ON FAIRBANKS SCALES 
WITH PRECISION INDICATOR 


Time saved soon pays for 
Fairbanks platform 
scales with precision in- 
di - No guessing at 





Beam Balance... 
you know in- 
stantly whether 
weight is over or 
under. Accuracy 
increased 

every fraction 
caught. Bulletin 
ASME 202—11 
tells how to stop 
losses ... save 
time. Write 
Fairbanks, 
Morse & Co., 906 
S. Wabash Ave., 
Chicago, Ill. 


FAIRBANKS-MORSE 


BO 


Yeriksrs 





+ ie? 


98 











Give the Railroads a Hand! 


(Continued from page 64) 


dollar, and everything else was in 
proportion. How my wife com- 
plained of the high prices of every- 
thing. So I wrote to my boss and 
told him I could not live on my 
salary in Colorado. I gave him the 
facts. So he doubled my salary. 
Now the interesting thing is that 
business in all of the mining camp: 
in Colorado was booming. I sold 
five times as many goods as I did 
in Kansas. Ultimately I earned 
five times my Kansas salary, and 
with this condition prevailing we 
could well afford to pay the high 
prices of eggs and chickens. 


Interesting Facts 


Now here are a few facts con- 
cerning railroads that are inter- 
esting. The prices of things which 
railroads buy have gone up ap- 
proximately 40 per cent, taxes have 
increased approximately 25 per 
cent, wages have risen approxi- 
mately 18 per cent, while the level 
of freight rates has gone down 
about 10 per cent and passenger 
fares about 18 per cent. Average 
freight rates and passenger fares 
have gone down until, roughly, for 
hauling a ton of freight for a mile 
averages less than 1 cent for the 
railroads, and carrying a passen- 
ger a mile averages less than 2 
cents. 

My experience, while it may 
not be logical and my statistical 
friends may prove I ‘am all wrong, 
at least made me always prefer to 
live in a high-priced community 
rather than a low-priced one. I 
learned the simple lesson that low 
prices always meant hard times, 
while high prices always meant 
good times. 

The application of this homely 
philosophy to the railroads is that 
we have tried them out with low 
rates, and the result of this trial at 
this particular time is that both the 
railroads and all the rest of us have 
just about gone bankrupt. Now 
let’s try higher prices and when 
the Interstate Commerce Commis- 
sion grants them the increase they 
want, let us beg and borrow all the 
money we can and invest it in rail- 
road stocks and bonds, and in 


stocks and bonds of railroad equip- 
ment companies. Possibly if we 
have to pay higher rates for our 
freight and our traveling we may 
come out at the big end of the horn 
with the increase in the value of 
our securities. Possibly right now 
is a good time to buy. 

Here is an excerpt from a book- 
let called “The Need for Increased 
Railroad Revenues” issued by the 
Association of American Rail- 
roads, Transportation Building, 
Washington, D. C.: 

“During the period of great 
general prosperity and during the 
depression years as well, railroads 
continued to increase their effi- 
ciency, reduce their costs of op- 
eration and improve their service, 
principally through the means of 
large investment in better plant 
and equipment. This investment 
helped to create better conditions 
of business, through increased rail- 
road purchases at the same time 
that it made possible better meth- 
ods of railroading. 

“The savings so made were 
passed on to the shippers and 
travelers in lower rates. Between 
1921 and 1936, the average rev- 
enue received by the railroads for 
hauling a ton of freight one mile 
declined from 1.275 cents to 0.974 
cents, the average revenue for car- 
rying a passenger a mile declined 
from 3.086 cents to 1.838 cents. 
In the first six months of 1937, 
there has been a still further de- 
cline in average revenues. 

“Had railroads received for their 
1936 business the same average 
revenues, freight and passenger. 
which they got in 1921, the cost to 
freight shippers would have been 
$1,021,000,000, or 31 per cent 
more than it actually was; and to 
passengers, $280,000,000 or 68 
per cent more than they actually 
paid.” 

If you wish further information 
in regard to the present railroad 
crisis, write for the above-men- 
tioned pamphlet which will be 
sent you free of charge. A careful 
reading of this pamphlet will con- 
vince you that the prodigal son 
should be taken back home and 
given a square meal. 
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“Old Timers” 
~~ \) do the 

selling 
for you 











reg Stop Loss Traps are really “sold” out 

on the trap lines. The wily muskrat starts it by 
twisting out of an ordinary trap. Smart trappers 
have tried the new Victor Stop Loss and found it 
more than pays its way in added pelts. They pass 
the word along to the youngsters. 

All you have to do is put the Victor Stop Loss 
Traps out in front, where your trapping customers 
can see them, try them, buy them. 

If you haven’t got Victors, get them now from your 
jobber, quick. This time of the year you should have 

Victor Traps Out In Front! 


ANIMAL TRAP COMPANY OF AMERICA 
LITITZ, PA. 












@ A prominent sea 
searcher reports to us that he has 
never found sightlier sea search- 
ing than at The Claridge, Atlantic 
City's seaside skyscraper. No 
searching is needed, however, to 
discover the hospitality, com- 
fort and charm of The Claridge. 


European Plan: Single trom $4.50 
Double from $7 Also American Plan 


Joseph P. Binns, Manager 


New York Office: 500 Sth Ave. 
CHichering 4-6699 


Hotel CLARIDGI 


“The Skyscraper by the Sea” 


ATLANTIC CITY 
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SHEET METAL 
SCREWS 


CASE HARDENED 









THE AMERICAN HARDWARE CORPORATION, SUCCESSOR 


| 
| 
| 
| 
THE CORBIN SCREW CORPORATION 
| NEW BRITAIN, CONN 


ew York Chicago ° Philadelphia 














A new and complete line of ready te sail Heres, 

Mule and Bronco shoes. Strong, tough, tong 

wearing. Like all Diamond Shoes they are 

perfectly balanced, and shaped te fit the average 

horse’s foot without alteration. Nail holes are 

elean, correctly tapered and spaced. Easily nailed. 
Write fer informatica. 














ROCHESTER ADJUSTABLE 
SASH BALANCES 
>) A product of Cuar- 
anteed quality. Real 
profit in handling 
' them. 


Write for prices. 





@ 
Rechesier Sash Balance Co., Ine. 





BRechester, N. Y. 


foto) $7 Mi oi 11 07-14 
CLIPPERS 











“SALESMAN” 


Colorful fast-selling dile- 
play holds doz. clippers 


your jobber. Send for eata- 
log price sheet. 


ANSONIA, CONN. 





STKEL MORTAR HODS 
Ne dripping onto 
the user’s back. 


and handle. 
Edges are heavily 
reinforced. The 










Ne. 158 * nz fork is pressed 
deep from heavy gauge 


steel. 


Write for pricea. 
The Cleveland Wire Spring Co. 
© SAth St. and Hamilton Ave. 
& ¥ Cleveland, Ohio e o 











Better Laces— 
flexible, tough, dura- 
ble—that retain their 
fibre strength and toughness. 
— Specially tanned without 
lime, acids or injurious 
chemicals. Uniform thick- 
ness, accurate widths. 
Proof -tested for strength. 
Each dozen pair in a 
Counter Display Box. 
They sell themselves; 
build repeat business 


Chicago Rawhide Mfg. Co. 
1285 Elston Ave., Chicago, U.S.A. 


DENISTON 


**Lead Seal’? NAILS 


Get samples of this remarkable ‘rdofing nail 
which makes any kind of roofing give better service. 
Smart dealers everywhere sell it as a profit-maker 
and good will builder. Note the famous ‘‘Lead 
Seal’’—the lead wnder the head and down the 
shenk actually plugs the nail Hole with lead! .. . 
Ask your jobber or write us for samples and dem- 
enstrator blocks 


The DENISTON Company 
4840 S. Western Ave. CHICAGO, ILL. 


DASCO 

HAND FORGED 
DIAMOND POINT 

“SRS CTESTED 
























ASK 
YOUR 
JOBBER 


DAMASCUS STEEL 


PROD. CORP. 
ROCKFORD, ILL. 










MOUNTED ON THIS 


35¢ ea. Good profit. Ask 


The H.C. COOK CO. 
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Business and 


Government 


TYNHINKING out loud before the 
New York Advertising Club, 


Bruce Barton looked at his Govern- 


ment. 

What he said while he looked took 
on more than ordinary significance: 
for Mr. Barton soon may know how 
it feels to help govern. He is a 
candidate for Congress. (Mr. Barton 
is now a member of Congress.) 

Before the advertisers, he talked 
advertising language. Thus, he drew 
this striking analogy: 

“If the automobile had developed 
in the same way that the political 
machine has developed, it would 
now weigh ten tons and cost $5,000. 
It would have attached to it a steam 
roller, a lawnmower, an egg-beater, 
a permanent-wave machine, and 
Heaven knows what else. To get 
it out of the garage and onto the 


road would require the services of | 


five or six high-priced men.” 

And the political machine has 
thus complicated itself, Mr. Barton 
said, because its design has been 
left to politicians. 

What the country needs, this ad- 
vertising man believed, is not only 
less government in business. It 
needs, also, more business men in 
government—a hundred of them in 
Congress, divided about fifty-fifty as 


to general business executives and | 


advertising specialists. 


“In the Cabinet,” he said, “there | 
is not a single member who has ever | 


carried a sample case or called on 
a customer. There is no Secretary 
of Selling. They’re all Secretaries 
of Spending.” 

And further: “The _ politician 
thinks in votes; the advertising man 
thinks in.sales. The pdlitician’s solu- 
tion for every problem is to pass 
a law, or make an appropriation 
from the Treasury. The advertising 
man’s solution is to survey the mar- 


ket, perfect the product, and then | 


stimulate the kind of activity that 
breeds employment and_ produces 
revenue.” 

Printers’ Ink: hopes for Mr. Bar- 
ton’s election. We'd like to see him 
in Congress because we know that. 
all alone among the politicians in 
the lower house, he can demonstrate 


| and will demonstrate what happens 


when a fine mind, trained in busi- 
ness, attacks a problem. 

And further, he will serve to 
prove to other business men that for 


a business man to enter public life | 
is not to ruin his future, but rather | 
to expand, tremendously, the scope | 


of his usefulness.—Printers’ Ink. 








The 
“STRONGHOLD” 
Plug 
The woven— 
"*Non-split"’ 
Fibre Screw Anchor 
with the 
COPPER WIRE 


is now made in the U.S.A. 
under The Rawiplug 
Co.’s Patents 


Also a full line of Drills 


Distributors and Repre- 
sentatives wanted for 
exclusive territories. 


PALATINE Industrial Co., Inc. 
111 FIFTH AVE. NEW YORK, N. Y. 

















Make big profit from Warner Electric Chick 
and Turkey Poult Brooders! Exclusive ad- 
vantages include air-conditioning, no damp 
floors, Chromalox super-speed heating 
units, no fire worries. Send postal for 
dealer data. 
THE NATIONAL IDEAL COMPANY 
EXCLUSIVE Premier Poultry Equipment 
AOVANTAGES Toledo, io 


KEY BLANKS 


OF EVERY DESCRIPTION 


























Catalogue on Request 
GRAHAM MFG. CO. 


Dept. W. 
Derby, Conn., U.S. A. 














Scro-Grill 


Wrought Iron, 
Ornamen- 
tal Screen Door 


Grills of rare 
charm, good 
profit. If your 
Jobber cannot 
supply, write— 











At oabre, yo - & Co. 

by hundreds of jobbers; in- 

cluding Hibbard, Simmons, | 1019 N. Mont Clair 
Belknap, Townley. Dallas, Texas 

















E-Z CORN POPPER 


The Original Rotary 
Corn Popper 


The Popper That 
Puts The 
Pop in Pop Corn 

Use Any Kind of Heat 
| 0. S. KEENE MACHINE CO., - ELKHART, IND. 


| Non l orgel 


to mention that 
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you saw it in— 
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BOMMER 


Checking Floor Hinges 


CONFORM TO FEDERAL 
GOVERNMENT SPECIFICATION 


l cme ~ CONSTRUCTED 

















aie WITH 
SS PRECISION 


uf 


equaled by 
none 


tr 














Seal - Potted 


ROSE BUSHES, SHRUBS, 
VINES, ETC. 














A complete plant service. 
Full particulars on request. 


C. E. WILSON & CO, INC. , 
Manchester, Conn. "1894506 
SOUTHERN PACKING PLANT, Jacksonvitte, TEx. 















To completely satisfy your customers, ask your jobber for COLUMBIAN 
Tape-Marked. You can tell it by the Tape-Marker in all sizes and 
the red, white and blue surface markers in 34 inch diameter and larger. 





} st BRUSH-NU COMPANY Cin Rp Cony, Aen nde a NY 


7 BALTIMORE MARYLAND WATERPROOFED - GUARANTEED 


MAKE EXTRA PROFITS ON 
me Der 


ane 
if Yi; DOUBLE CUSHION 
yu Ou 


i 
4 A MUIWINs 
BRONZE WEATHER STRIPS 




















EVERYWHERE 








eS Easily installed without 
a gong Pump Filler, Jf | SS removing sash or doors! 


Now you can make quick, new profits by selling genuine Dennis 


No. 600A — Bottom Filler, T Handle ic os Double Cushion Spring Bronze Weather Strips for modernizing 

Pump, Polished Brass Finish. jobs and new homes. The easiest to install—comes attached to 

mpapemaiaens new parting stop. Patented ‘‘S’’ fold gives double spring action. Prevents 

No. 158A—Chrome Plated Tank and cold air leaks. Makes snug weather-proof seal conforming to all warping, 

Pum Full Skirted Windshield shrinkage and expansion of sash and doors. Endorsed by architects and 

= a ° builders for saving fuel. Ask your jobber or write for new 1937 Weather 


Strip Catalog. 


CLAYTON & LAMBERT Mrc. Co. | BAVYU Mn) a," Kom aD 


DETROIT, MICHIGAN 








2110-20 WEST LAKE ST. <««<«CHICACGO 
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information regarding sources of supply as pre- 
vided readers of Hardware Age by the “Whe Makes 
it?” editor is here presented as an aid te others in 
the trade who may be seeking the same articles. 
The inquiries reproduced have been selected because 
of their general interest to hardware merchants and 
buyers. This editorial feature in each issue supple- 
ments the service rendered by the “Who Makes It?” 
issue. When writing to the firms mentioned, state 
that you secured your information from the Hard- 
ware Age Directory Number. 


The “Who Makes It?” issue of Hardware Age enables you to quickly locate sources of 


supply and helps you answer many questions regarding brand names, products, etc. 


Waynesboro, Va.: Who makes the 
Drip-Pruf rubber bibb washers?- 
Mize Supply Co. 


ANSWER: Plumbers Specialties 
Mfg. Corp., 5723 S. Hoover St., Los 
Angeles, Calif. 


* * * 


St. Paul, Minn.: Who makes the 
Hull auto compass?—Kelley-How- 


Thomson Co. 


ANSWER: Hull Mfg. Co., War- 
ren, Ohio. 
* * * 


Oak Harbor, Ohio: Who makes a 
paint mixing machine suitable for 
breaking up paint in gallon and 
smeller containers? — The Gordon 


Lumber Co. 


ANSWER: Landon P. Smith, 
Inc., Irvington, N. J., Arlington Ma- 
chine Works, Inc., St. Paul, Minn. 


* * * 
Morrisville, Pa.: Who makes the 
Fiesta crockery?—J. W. Shuster. 


ANSWER: Homer 
China Co., Newell, W. Va. 


Laughlin 


* * * 


Lake Placid, N. Y.: Who makes 
the Sealdsweet juice extractor?— 
Lake Placid Hardware Co., Inc. 
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ANSWER: Magnavox Co., Ltd., 
Fort Wayne, Ind. 


* * * 


Aransas Pass, Texas: Who makes 
shot gun marked Mississippi Valley 
Arms?—Mills Robinson Hdwe. 


ANSWER: Special brand of 
Shapleigh Hdwe. Co., St. Louis, Mo. 


a 7” * 


Henderson, Ill.: Who makes the 
speed nut wrench?—R. E. David- 
son. 

ANSWER: Chicago Mfg. & Dis- 
tributing Co., 1958 W. 46th. St., Chi- 
cago, IIl. 


* * * 


Philadelphia, Pa.: Who makes the 
Cheshill door chain with a bell at- 
tachment?—Murta, Appleton & Co. 


ANSWER: Cheshill Mfg. Co.. 
501—7th Ave., New York, N. Y. 


* * * 


New Britain, Conn.: Who makes 
a toy trailer for large toy automo- 


biles?—Kolodney Bros. Hdwe. Co. 


ANSWER: American National 
Co., 200—5th Ave., New York, N. Y. 


* * * 


New Rochelle, N. Y.: Who makes 


the Benjamin air pistol?—Charles 
Librett. 


ANSWER: Benjamin Air Rifle 
Co., 613 N. Broadway, St. Louis. 
Mo. 


* * * 


Larned, Kans.: Who makes the 
Eldredge sewing machine?—A. A. 
Doerr Mercantile Co. 


ANSWER: National Sewing Ma- 
chine Co., Belvidere, III. 


* + 


White Plains, N. Y.: Who makes 
the Easy-Up curtain rods?—Build- 
ers Supply Co. 


ANSWER: Moriarty Mfg. Ce., 
5819—19 Ave., Kenosha, Wis. 


aa * * 


W. Collingswood, N. J.: Who 
makes the Burr-Key golf ball mark- 
er?—Fox’s Hardware Store. 


ANSWER: R. H. Buhrke Co.., 
4538 Fullerton Ave., Chicago, Ill. 


* o;,.@ 


Campbelltown, Pa.: Please fur- 
nish address of the Rathborn & 
Sard & Co., stove manufacturers.— 


A. M. Brandt. 


ANSWER: This company has 
been succeeded by the Standard Gas 
Equipment Corp., Baltimore, Md. 
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DEALERS—JOBBERS 


This posses 
chromium 

GLO BR AY I i. 
ETTE is the most 
sensational and 
modern appliance 
on the wr 
BROT Ss 
COOKS, FRIsS’ 
TOASTS. 

Will broil a 5 Ib. steak in 10 minutes. 

A necessity in every home and the most practical gift 


for Xmas. Send for booklet 


MONMOUTH STAMPING CO.., Inc. 
151 Chambers St. New York, N. Y. 


COBURN 


ROLLING STORE LADDERS 


Make full use of your top shelves. There is 
a Coburn Rolling Ladder designed to meet 
any special conditions. 

Send us a sketch showing the height of 
your shelves and any obstructions. We 
will send you our recommendations and our 
quotation. 


Since 1888 Coburn Products 
Dependable 


COBURN TROLLEY TRACK CO. 


50 CANAL ST. HOLYOKE, MASS. 




















Have Been 








SAND’S LEVELS 


- entices =) 


“7, eatery Built-In Accuracy” 
MASONS’ WOOD AND ALUMINUM 
CARPENTERS’ WOOD AND ALUMINUM 
TILE SETTERS’ WOOD AND ALUMINUM 
SAND’S-STEVENS SURFACE AND LINE 


Catalog on Request 














SaND’S LEVEL & Tool ComMPANY ¢« 


8631 Gratiot Ave. 


DETROIT, MICH. @ 
eee 


EXTRA PROFITS 


for Hardware Dealers 


| FREE BOOK TELLS HOW 




















Build greater sales . . . gain new customers . . 
make extra profits! Cash in on big Home Craftsman 
trade. Sell fancy wood specialties, model builder’s 
and amateur wood worker’s supplies. Extraordinary 
big profit margin. Quick turn over. Volume sales 
on small inventory. Thcusands of steady customers 
for our line in every section. Big new Catalog 
No. 10 tells all about it. Lists and illustrates hun- 
dreds of profitable items, scroll pattern designs, rare 
cabinet woods, veneers, special hardware, etc. Deal- 
ers write on your letterhead for Free copy. Others 
send dime. 


CRAFTSMAN WOOD SERVICE COMPANY 
2700 South Mary St. Chicago 




































Vaughans, 


FAFETY ROLL 5p, 


Can OPENER 


25,000,000 women can’t 
be wrong. Approved by 
Good Housekeeping. 
The simplest... best- 
cutting ...easiest-to-use 
can opener on the mar- 
ket. For quick turnover 
—and good profits—dis- 
play this Nationally Ad- 
vertised Popular Seller. 


, INC. 
CARROLL AVENUE, CHICAGO. ILLINOIS. U.S. A 
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STAR Heel Plates 
) are like fast race horses— 


They move rapidly and win money for you. 
Not a “Slow Stepping” STAR in any of the 
nine popular selling sizes which fit ALL 
sizes of shoes. STAR Heel Plates are easily 
attached, stay put and insure steady RE- 
PEAT sales. Profit with STAR’S. 4 gross 
pairs in box. 


Sold by Leading Jobbers 
Send ‘for Samples and Prices 


STAR HEEL PLATE CO. 
Newark N. J. 








OOOOOOOOOOS 








PORCELAIN ENAMEL 
INSTITUTE, tnc 


612 NORTH MICHIGAN 
AVENUE en On s 80 OF. UCIO) 





a 
Please send me, abso- § 
lutely free, a copy of 
your new, easy-read- 
ing, profusely illus- 
trated sales manual 
on Porcelain Enamel 







No 


* Firm 





Address 


—_ . CU LL 
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Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words.... $3.00 
All capitals, maximum, 50 words. . $4.00 
Each additional word.... .06 
Positions Wanted 
(Special Rate) set solid, maximum, 
BED. EwadectGtieviccedecieces .50 
Each additional word ........... 01 


illow Seven Words for Keyed Address or Your rv ddre as 


BOXED DISPLAY ee 
One inch 


Each additional inch 


DISCOUNTS FOR CONSECUTIVE INSERTIONS 


4 insertions, 10% off; 8 insertions 15% off. 

Due to the special rate, these discounts do 

not apply on Positions Wanted Advertise- 
ments. ‘ 


— @ 
REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
not currency. 
— @— 


HARDWARE AGE is published every 
other Thursday. Classified forms close 








15 days previous to date of publication. 


Use this section te reach Hardware Manufacturers, Manufacturers’ | 
Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 





NOTE 
Samples of Literature, Mer- 
chandise, Catalogs, etc., will 
not be forwarded. 

— @— 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
239 West 39th St.. New York City 














with at 
perience 
turing. 


239 W. 39th Street, New York City 


WANTED 
COST ACCOUNTANT 


practical ex- 
manufac- 


years’ 
hardware 


five 
shelf 


least 
in 
Address Box C-787 
Care of HARDWARE AGE 








YOUNG MAN WANTED 
work 
screw drivers and other specialty items 
energetic, 
contacting jobbers. 
in retail hardware, 


man 


Salary 
furnish car. 
WARE 


CATALOG: 
VOTE 

year 
write 
about 
experience, 
be a 
Address Box C-796, 
39th 


will 


Ww 


TO DO missionary 
line of 
Must be 
and capable of eventually 
Should have some experience 
preterably tools. Prefer single 
who will be able to travel considerably. 
$20 to $25 per week plus expenses. We 
Address Box C-793, care of Harp- 


Ace, 239 W. 39th St., N. Y. City. 


COMPOSITION MAN, TO DE 
his entire time to building jobber’s catalog 
round proposition; must have ability to 
concise, good consumer’s copy, know all 
electrotypes, engravings, etc. State age, 
salary expected, complete details. This 
steady position for the right person 
care of Harpware Ace, 239 
City. 


in midwest territory introducing a 


intelligent 


me ee 








60,000 
FINISHED OPEN END WRENCHES, 
as: 
Set-screw, Car, Structural, 


239 W. 39th Street, New York City 


SACRIFICE SALE!! | 


DROP FORGED HARDENED and 

such 

Engineers, Heavy-cap, Check-nut, Textile, 

Construction, etc. 
Address Box C-788, 

Care of HARDWARE AGE 








MERCHANDISE WANTED—I 


cash 
outs, 


items in the hardware and harness line. 
me what you have to offer. 


BUY FOR | 
small or large lots of manufacturers’ close | 
jobbers’ surpluses and any discontinued 
Write 
Address Harry J. 


Epstein, £15 Central St., Kansas City, Mo. 


FOR OUICK SALE.™ One of the most com 
plete stocks of hardware and appliances and 
faint in Northern Indiana, in town of 100,000, 


only one other downtown hardware; 


all new stock; 


store only three years old; have exclusive sales 
on all major items, about $35,000 stock, sales 
about $14,000 per. month Sales have been 
doubled in 1937 and can be doubled in 1938. 
Reason for selling, one of the owners leaving 


city 


space 
attractive 
terested 


once 


Acr, 


104 


and has other 


business-—over 10,000 feet of 
80 feet of front, can get an 
building or can buy. If in- | 
This store will be sold at | 
C-795. care of Harpware | 
St.. N. Y. City 


on first floor, 
lease 
act quickly 
Address Box 


239 W. 39th 


on 


| care of TlArDWaARE 


B s 3 tw Ai 43 

NEW BUCKET BLADE EXHAUST FANS 
at prices that sell, motor driven ready to install. 
16” at $20.50, 18” at $28.50. 20” at $34.00, 
4” at $55.00. Address Box C-802, care of Harp. 
WARE AGe, 239 W. 39th St., N. Y. babe 


MERCHANDISE WANTED 
CASH large and small job lots, close-out, discon- 
tinued numbers and surplus stocks of Hardware, 
Klectrical Goods, Tools, Cutlery and Allied Lines. 





WE BUY FOR 


Write us what you have to offer. Fair prices 
raid. Your offer receives prompt attention. Ad- 
dress—Continental Sales Co., 321 Broadway, New 


York City. 





FOR SALE: A PROFIT MAKING hardware 
business in a town of about 1,000 people located in 


the extreme northern part of Minnesota. Reason, 
owners desire to retire. Annual sales $50,000, 
inventory $15,000, and can be reduced, building 


and fixtures $25,000, building can be purchased or 
rented. - For complete details write to Box C-801, 
Ace, 239 W. 39th St., N. Y. 
City. 

TOOL MANUFACTURERS — INVENTOR 
OF PATENTED WOOD-BORING BRACE OF 
STANDARD TVESIGN WISHES TO DISPOSE 
OF ALL RIGHTS QUICKLY. CAN BE IN- 
STANTLY CONVERTED AS RATCHET OR 
CORNER BRACE REDUCING OPERATING 
SPACE GREATLY. MOTOR ATTACHMENT 
INCI UDED. INVALUABLE TO ALL WOOD- 


WORKERS. PROMPT ANSWERS ASSURED. 
ADDRESS BOX C 807, CARE OF HARTY 
WARE AGE, 239 WEST 39TH ST., NEW 


YORK CITY. 








Side-Line Salesmen Wanted 


To salesmen now calling on Hardware, Variety and 
General Stores in small towns and cities, we offer 
a good, staple side line of 10¢ and 25¢ Paints en 
a commission basis. Write adviging territory covered 
and lines now carried 


Address Box C-770, care of HARDWARE AGE, 
239 W. 39th Street, N. Y. City 











MANUFACTURERS’ AGENTS FOR 
neapolis, Kansas City, St. Louis, Cleveland, and 
New England. Commission basis. <A _ short but 


good line of household and janitor items from Mid- 
west manufacturer. Give information as to terri- 
tory and trade covered, lines now handling and 
experience. Address Box C-808, care of Harp- 


ware Acre, 239 W. 39th St., N. Y. City. 





SALESMEN NOW REGULARLY COVER- 
ING TERRITORY to represent manufacturer of 
brushes as side line on commission basis. Prefer 
men calling on hardware, paint, lumber, depart- 
ment store and automotive supply trade. State 
references and lines now 


age, territory covering, 
handled. Address—Bentzinger Bros., 317 North 
Third St.. St. Touis, Mo. 





| builders’ 


FACTORY WANTS SALESMAN NOW 
CALLING on jobbers, premium buyers, chains, 
etc., to sell small line moderately priced kitchen 
cutlery, Southern territory, East of River. Ad 
dress—Utica € wiery Co. (Est. $943) Utica, N. Y. 


WANTED: SALESMEN > WITH STRONG 
FOLLOWING in hardware trade to take on a line 
of paint brushes on commission hasis, in the 
States of Michigan, Illinois and Virginia. Ad- 
dress Box C-806, care of Harpwarr AGE, 239 W. 
39th St.. N. Y. City. 





AGENTS WANTED WHO ARE NOW sell 
ing to hardware and feed stores to take on fast 
selling livestock spray. Year around proven 
product guaranteed by nationally-known concerns. 


Territory available. Write Soy-O-Cide Divi- 
sion, Nowak Milling Corporation, Hammond, 
Indiana. 





MANUFACTURER’S REPRESENTATIVE 
DESIRED TO SELL nationally-known line of 
hardware on commission basis. Must be 
well established with the trade. State lines han 
dled and territory covered. Address Box C-792, 
care of Harpware Ace, 239 W. 39th St., N. Y 
City. 








SALESMEN WANTED TO SELL RE- 
LIABLE line of paints to dealers on commission 
basis. Excellent opportunity for salesmen to 
handle as side line. Have open territories with 
established business in Virginia, North Carolina, 
Vermont and Western New York. Address 
Manufacturer, care Atherton & Currier, 420 lex- 


| ington Avenue, New York City. 


| of the country. 


Min- 





PART OR FULL TIME--STRAIGHT (¢ COM 
MISSION-—selling to dealers (hardware, sport 
ing goods, bicycle, outboard motor dealers, motor- 
cycle, etc.)—America’s only  super-lightweight 
motorcycle—sells @ $140.00 delivered—-manufac 
turer well established—fourth successful year on 
the market. State experience, present connection 
and references. Address—Simplex Manufactur 
ing Corporation, New Orleans, La. 








EASTERN MANUFACTURER OF HARD 
WARE WANTS salesman with following to call 
on hardware stores, alteration contractors, store 
and bar fixture een etc. Not required 
to carry samples. Catalogues furnished. Open 
ings in Metropolitan New York and other sections 
May also represent other firms. 
State references and terri 
strictly confidential. 


Liberal commission. 





tories covered. All replies 
Address Box C-794, care of Harpware Ace, 23° 
W. 39th St., N. Y. City 

SALES AGENTS, JOBBERS, DEALERS 


ANIy SALESMEN WANTED IN ALL TERRI 
TORIES. WE HAVE A FIBRE EXPANSION 
PLUG, DRILLS AND DRILL HOLDERS 
GREATLY IN PEMAND EVERYWHERE 
USED BY MECHANICS IN ALL TRADES 
SOLD BY HARDWARE DEALERS, ELEC 
TRICAL SUPPTY HOUSES, ETC. MOST 
SPLENDID OPPORTUNITY FOR BIG PROF 


ITS. TERRITORIES PROTECTED. COM 
MUNICATE WITH ANCHOR SALES COR- 
PORATION. 65-67 MADISON AVENUE 
NEW YORK CITY 


HARDWARE AGE 




















PACIFIC NORTHWEST 
TERRITORY 


x & * 

We solicit correspondence with manu- 
facturers wishing to open, or develop 
an existing market, for. their products 
in Oregon, Washington, British Co- 
lumbia, Idaho and Montana. 
Adequate sales and warehouse facili- 
ties for handling heavy hardware 
products used by the Lumber, Pulp & 
Paper Industries, in addition to the 
Hardware Jobbing Trade. 
Established 10 years. Bank and Com- 
mercial references. 

Address Box C-791, care of 

HARDWARE AGE 
239 W. 39th St., N. Y. City 











MANUFACTURERS’ REPRESENTATIVES 
COMPLETE SALES, MERCHANDISING 
and warehouse service covering wholesale and re- 
tail hardware trade and kindred trades in Cali- 
fornia. Address—I.. E. Pearson, 444 Market St. 
San Francisco, Calif. . 





SALESMAN—ALERT, WELL QUALIFIED, 
28 years of age, desires connection with manufac- 
turer of a reliable, major, repeat product appeal- 
ing to retail hardware and/or lumber dealers in 
Illinois (exclusive of Chicago) or Iowa. Com- 
mission preferred. Works steady. References 
aplenty. Employed at present. Address Box 
130, Peoria, Illinois. 





,, MANUFACTURER’S SALES REPRESEN- 
rATIVE, SELLS THE hardware, mill, ma- 
chinery and oil well supply jobbers in Texas and 
Oklahoma is interested in adding one or two 
more lines to the jobbing trade. Commission 
basis. Well connected and travel territory regu- 
larly. Address Box C-804, care of Harpw ARE 
Acre, 239 W. 39th St., N. Y. City. 





’ HARDWARE MANUFACTURER’S REPRE- 
SENTATIVE DESIRES ADDITIONAL exclu- 
sive lines for Michigan. Now selling jobbers 
and retail hardware dealers, lumber dealers and 
plumbers. Want brass valves, bibbs and plumbers’ 
fittings, woodenware, ladders, tools and stable 
hardware lines. Office Detroit, Michigan. Corre- 
spondence solicited. Address Box C-803,’ care of 





Harpware Ace, 239 W. 39th St.. N. Y. City 


Positions Wanted 

WANTED—POSITION BY HARDWARE 
MAN;; best of references from factories, agencies, 
and wholesalers. Experienced in all lines. New 
England preferred. 
HarpwareE AGE, 239 W. 39th St., N. Y. City. 

HARDWARE AND PAINT SALESMAN, 
age 32, single, fifteen years’ experience in chain 
and independent stores, wishes to represent or 
sell near New York. Reliable reference. Ad- 
dress Box C-775, care of Harpware Ace, 239 
W. 39th St., N. Y. City. 

EXPERIENCED HARDWARE SALESMAN 
COVERING A large portion of North Carolina 
wants connection with national hardware jobber. 
Salary and expense or salary, expense and bonus 
arrangements. Address Box C-809, care of 
Harpwarr AGE, 239 W. 39th St., N. Y. City. 


TRAFFIC MANAGER OF WHOLESALE 
HARDWARE and mill supply house in one of 
the central states, wishes to make a change, pre- 
ferably to the west or southwest. Services avail- 
able after reasonable notice to present employer. 
With present company eight years. Address Box 
C-800, care of Harpware Ace, 239 W. 39th St., 
N. Y. City. 








WANTED POSITION WITH RELIABLE 
MANUFACTURER. Have covered New Eng- 
land for the past twenty years, six years with 
nationally-known manufacturer of electrical ap- 
pliances, contacting both retail and wholesale 
hardware trade. Consider any good offer. Can 
furnish my own car. Excellent references. Ad- 
dress Box C-777, care of Harpware AGE, 239 
W. 39th St., N. Y. City. 








SALESMAN EXPERIENCED IN HARD- 
WARE AND mill supplies wants position with 
hardware jobber or mill supply company. Pre- 
fers North Carolina or states near by. Would 
consider position with manufacturer in same terri- 
tory. However, will go any place. Age forty- 
two. Now employed inside. Wants to return to 
road. Address Box C-797, care of HarpWARE 
AcE, 239 W. 39th St., N. Y. City. 

HARDWARE MAN THOROUGHLY Ex. 
PERIENCED IN retail and wholesale hardware, 
paints, sporting goods and kindred lines desires 
a position with responsible retail firm. Refer- 
ences. Capable of buying, bookkeeping and store 
management. In late forties and good health. 
Free to go anywhere. Middle West or South pre- 
ferred. Salary secondary. Address Box C-668. 
care of Harpware AGE, 239 W. 39th St., N. Y 
City. 





Address Box C-789, care of | 





Poritiows Wanted 








Hardware Personnel 


Our tiles contain applications of several hundred 
experienced and well trained ecimployees in the 
hardware industries 


NO CHARGE TO EMPLOYERS FOR THIS 
SERVICE 


we can be of any help to you, just phone 


If ) 
ASSOCIATED PLACEMENT BUREAU 
152 West 42nd Street New York City 
Wis. 7-1802, 1803 














SALESMAN DESIRES POSITION WITH 
MANUFACTURER, | tifteen experience 
establishing jobbing connections calling on paint 
and hardware trades, definite knowledge of all 
phases of sales promotion in marketing specialties. 
Ten years with present concern. Ohio territory 
working out of Cleveland. Salary or commission, 
will furnish own transportation. Address Box 
C-805, care of Harpware Ace, 239 W. 39th St., 
N. Y. City. 


years’ 


DEPARTMENT MANAGER—AVAILABLE 
JANUARY 15TH former chain store hardware 
department manager with thorough experience in 
modern retail merchandising, sales promotion, 
buying control, advertising and display hard 
ware, paints, housewares, farm equipment and 
specialist on power tools. Seeks position with 
progressive firm desiring above qualifications. Age 
34. Address Box C-799, care of Harpware Acer, 
239 W. 39th St.. N. Y. City. 





YOUNG MAN, 29 YEARS OF AGE, with 15 
years’ experience selling retail hardware and 
paint lines, desires position as traveling salesman 
with jobber or manufacturer. Have never sold on 
road. Would lke to contact firm to train me for 
selling in any territory in United States. Salary 
basis or possibly combination salary and commis 
sion with all traveling expenses paid under either 
arrangement. Best of references. Address Box 
C-798, care of Harvware Ace, 239 %. 39th St., 
N. ¥. City. . 


SALESMAN WITH ONE MANUFAC. 
TURER OF fence wire products for fifteen years 
desires connection with a _ reliable company. 
Would like a wire products line, but would favor- 
ably consider other hardware lines. Have traveled 
Colorado, Utah, Wyoming, Montana, Idaho and 
Louisiana calling on hardware dealers and jobbers, 
lumber yards and general stores. Willing to con- 
sider any territory, but would prefer Central 
States or West Coast. Can furnish the best of 
character and reliability references. Address Box 
C-759, care of Harpware Ace, 239 W. 39th St.. 
N: ¥., Ce. 




















Hardware Age. 











DECEMBER 16, 1937 


Which Classification 
Are You Interested In? 


Whether you want to buy or sell a paying hardware 
business—or seek dependable sales representatives—or 
contact some desirable accounts — or secure a good 
position in the hardware trade—or need help for your 
expanding business—or wish to market a worthy prod- 
uct — use the Classified Opportunities Section of 


Your advertisement in this section will put you in touch 
with the particular “CLASS” you want to reach. Year 
after year Hardware Age has led its field in both the 
volume and results of its classified advertising. It enjoys 
the confidence and following of the hardware trade. 


HARDWARE AGE 


A Chilton Publication 
Classified Opportunities Department 
239 West 39th Street, New York, 


A.B.C.—Charter Member—A.B.P. Inc. 


S. ¥. 
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The Dash (—) Indicates that the Advertisement Does Not Appeer in 


This Issue 





Alabastine Co. . 
Aladdin Industries, 
Allen 
Alliance seeeee 
Aluminum Goods Mfg. Co.... 
a ga Chain and Cable Co.. 
American Chain Division. ines 
American Fork & Hoe Co., The. ° 
American Pad & Textile Co.. 
American Safety Razor Corp... . 
American Steel & Wire Co.. 
American Weekly, The.... 
Ames Baldwin Wyoming Co..... 
Animal Trap Co. of America... . 
Arcade Mfg. Co... 
Archer-Daniels-Midland Co. 
Armstrong Bros. Tool Co...... 
Arnold Schwinn & Co... 
Atkine & Co., E. C.... 
BERS TOG Gc ccccccccsss 
Automatic Products Co...... 


Ballonoff Metal 
Barcalo Mfg. 
Bayer-Semesan Co. 
Behr-Manning Corp. 
Bemis & Cal Odiccccc..ss- 
Benjamin Franklin Hotel... 
Bethlehem Steel Company... 
Birdsell Corp., The..... we 
Bissell Carpet Sweeper (o.. 
Blaisdell Pencil Co......... 
Blake & Johnson Co...... 
Bommer Spring Hinge Co. an 
Borg-Warner Corp. . 
Boston Woven Hose & 
Mk. Bweweasvescnaddn ea 
Begee Ce... The A. @..... 
Briddell, Inc., Chas. D..... 
Briggs & Stratton Corp... 
Bristol-Myers Co. ; 
Brown Corp., W. R.... 
Brush-Nu Co. 
Burden 


Products Co.. 
Co 


Iron Co., 


Calbar Paint & Varnish (Co. 
Capewell Mfg. Co., The.. 
Carborundum Co., 
Carnegie-Illinois Steel Corp..... 
Carrollton Metal Prod. Co.. The. 
Champion Hardware Co., The 
Cheney Hammer Corp., Henry 
Chicago Lock Co............ 
Chicago Rawhide Mfg. Co. 
Chicago Spring Hinge Co 
Chicago Wheel & Mfg. Co 
Chisholm-Ryder Co., Ine... 
Clancy, Ine.. J. R 
Claridge Hotel ......... 
Clayton & Lambert Mfg. Co 
Cleveland Chain & Mfg. Co 
Cleveland Wire Spring Co.. The 
Clover Mfg. Co....... 

Coburn Trolley Track Co 
Columbian Rope Co...... 
Columbian Vise & Mfg. (o. 
Connecticut Valley Mfg. (o.. The 
Continental Screw Co. 
Continental Steel Corp 

Cook Co., The H. C. 

Corbin Cabinet Lock (o.. 
Corbin Screw Corp., The 
Craftsman Wood Service (Co 
Crescent Tool Co...... 

Cross & Co., Inc., W. W..... 
Cycle Trades of America, Inc 
Cyclone Fence Co..... 


Datey MG. Odicccccccccee ° 
Damascus Steel Products Corp.. 
Dazey Churn & Mfg. Co.. ‘ 
DeLaval Separator Co., The 
Deniston Co., 
Dennis & Co., W. J....... 
Devoe & Raynolds Co., Inc... 
DeWitt Operated Hotels pteenese 
Diamond Calk Horseshoe Co.. 
iets Ge. BB. Bh... Seeseces 


Rubber 
7 . 3 
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~ | tess Co., 


100 
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100 
101 
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| Hanson 


| Modell 


Disston & Sons, Inc., Henry.... 
Dixon Crucible Co., Joseph... . 
Domes of Silence..... 


Eagle Lock Co...... ‘ 7 
Eberhard Mfg. Co............- 
“clipse Machine Cov., 
town, Ill. 
Edlund 
Elastic 
Empire 
Empire 


Tip Co........-. 
Electric Co...... i 
Level Mfg. Co..... 


F 


Fairbanks Morse & Co... 

Farm Journal ...... 

Faultless Caster Corp... 

ne Stove & Furnace Lining 
mae Stove Co.... 

Fourco Glass Co.... 


Gardex. Inc. 
Gem Division, 
Razor Corp. 
General Electric Co., Bridgeport 
Conn Appliance and Mdse 
DOME. ccccccscssccccccseces 
General Electric Co., Nela lark. 
Cleveland, Ohio 
Giant Grip Mfg. Corp...... 
Gibson Electric Refrigerator 
CP. ck cctenecscegecces 
Globe American Corp....... 
Joldsmith Sons, Inc., er 
Goodyear Tire & Rubber Co... . 
Graham Mfg. Co........ 
Gray & Dudley Co....... ‘ 
Greenfield Tap & Die Corp.. 
Greenlee Tool Co....... 
Griffin Mfg. Co......... 
Gulf Refining Company.... 
Gullborg Mfg. Co., John S8.. 


American Safety 


H 


Metal Products Co., Inc 
ee A eee 
MORRO Giicccccsccsccss 
Harris Hdw. & Mfg. Co., D. P. 
llawkins Company, The.... 
Heller & Co., W. C... 
Heller Bros. Co.. 
Inc., The c hi arles. 
Mfg. Co.. 
Chain 7S eae 
Mfg. Co., The. 


Hamlin 
Hampden 


Ilindley 


Holland 


lloppe, Inc., Frank A 
Horton Manufacturing Company. 
{lotel Benjamin Franklin 
Ilotel Claridge 

| Ifotel Hollenden 
Ituenefeld Co. ....... 
Hustler Corporation 


| Hfutchinson 





& Co.. R. Il. 


I 
Imperial Bit & Snap Co....... 
Independent Lock Co........ x 
Ingersoll Steel & Dise Div. 
Borg-Warner Corp. ........ 
International Harvester Company. 
DE. kndecdedeeeiagadews oes 
Irwin Auger Bit Co., The.. 
J 


Jennings Mfg. Co., The Russell. 
Jones & Laughlin Steel Corp... . 
Pe OE eee eee 


K 


Katzinger Co., Edward...... 
Keene Machine Co., O. §8.... 
mee Bie, Gis Be Bhccc ss. sss 
Kelvinator Division, Nash-Kel- 
re 
Keuffel & Esser Co........... 


100 


so 


81 
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Keystone Steel & Wire Co....... — 
Miles B Meme, Me sccc civics cccccs 88 
Knapp-Monarch Co. ........... — 
Koral Mfg. Co........ eucgaer, ae 


L 


Lamson & Sessions Co., The.... 59 
Landers, Frary & Clark...... _ 
Leonard Refrigerator Div.. 

Kelvinator Corp. .......-.-- — 
Libbey-Owens-Ford Glass Co.. —_ 


| Lincoln Engineering Co..:...... — 


Lincoln-Schlueter Floor Machine 

Ge, eccosvsvcrcccensesscss — 
Lockwood "Hawe. Mfg. “Co... S4 
Lufkin Rule Co., The.... 87 


M 
McCambridge & McCambridge 
Wi TE ven eicage 0eeeeaes 92 
McKay Company, The......... ae 
McKinney Mfg. ©o..........-- 101 
McLaughlin, Gormley, King Co. — 


Marble Arms & Mfg. Co...... — 
Martin-Senour Co.. The....... - 
Masback Hardware Co., Inc... - 
Mayhew Steel Products, Inc... — 


Merchandise Mart ..... ose 6 
Metal Sponge Sales Corp...... — 
| Mid-State Steel & Wire Co.. - 
Miller, Inc., Robert E.. 108 
' Minnesota Mining & Mfg. Oo... — 
Monarch Metal benormereted 
MD . vercaneraewes eoee -= 
|! Monmouth Stamping Co. 103 
Moore Push-Pin Co.. vets 108 
Moto-Mower Co., The ........ — 
Murphy’s Sons Co., Robert... - 
Murray Ohio Mfg. Co., The.... — 


Myers & Bro. Co., The F. E... 7 


N 
Nash-Kelvinator Corp. ........ 4-5 
National Cash Register Co., The 13 
National Ideal Co., The....... 100 
National Mfg. Co............. 10 
National Pressure Cooker Co.... 
National Screw & Mfg. Co.... 85 
| Nicholson File Co........ 108 
Norcross & Sons, C. S......... - 
Norge Division Borg-Warner 
ar ener rrr -9 
Northwestern Barb Wire Co... — 
Norton Abrasives Fu 19 
Norton Door Closer Co.... 
2 Oe eee -- 
Oo 
Ohid Stove Pipe & Mfg. Co. 
Oliver Iron & Steel Co..... 
Osborn Mfg. Co., The.... 22 
P 
Palatine Industrial Co., Inc.. 100 
Patent Cereals Co.... cas 
Peck, Stow & Wilcox Co.. ee 
Peerless Novelty (Co....... 
Perfection Stove Co........... - 
ere 75 
Pittsburgh Plate Glass Co., 
(Bruch Div.) .....ccccccocss — 
Pittsburgh Plate Glass Co 
(Paint bP cecesencecncede _— 
Pittsburgh Plate Glass Co., 
(Pennvernen Div.) ....cccee- -- 
Pittsburgh Plate Glass Co., 
GN DOOMED cecdcccnaess -— 
Pittsburgh Steel Co............ 14 
Plastic Wood Div. of The A. S. 
MOUND GR. ce cesscicsces mises — 
Plumb, Inc., Fayette ree — 
Porcelain Enamel Institute, Inc. 103 
Premet PROGRES ..cccccccceses —_ 
Progressive Mfg. Co., The... 91 
Puritan Cordage Mills.... — 
R 
Raybestos-Manhattan, Inc. (Ray- 
Bentes BSP.) cccccccce. on _ 
Ray-O-Vac Co. ....... i ae 











Red Jacket Mfg. Co... 
Republic Steel Corp... 
Republic Steel Corp. 
tural Div.) cccce 
— Steel Corp. (Upson ‘Nut 


(Agricul- 


Me ‘Wire Co. ee Te Te Tee ~ 
Rich Pump & Ladder Co., The.. 

Richards-Wileox Mfg. Co...... ~ 
Ridge Tool Co., The.......... 

Robertson, Arthur R.......... a 
Rochester Sash Balance Co., Inc. 100 
Rogers Isinglass & Glue Co.... 83 
Rubberset Co., The 
Russell. Burdsall & —— Bolt 

& Nut Co 


“Ios. Se 93 


Ryerson & Son. Inc. . 


Samson Cordage Works......... 7 
Sanderson Bros. & eens. 
Li 


Sand’s Level & Tool Co.. 
Sandvik Saw & Tool OCorp...... — 
Save Electric Corp. ......-...- — 
Schalk Chemical Co........... 101 
Schatz Mfg. Co. 
Schollhorn Co., The Wm.. hen 
Shapleigh Hardware Corp....... — 
Sheffield Bronze Powder & Sten- 

GE Gai. MBicccece 
Sherman Mfg. Co., H. B..... 
Sherwin-Williams Co., The...... 
Signal Elec. Mfg. Co.........- 
Simplex Mfg. Co. esha 
Smith, Inc., Landon P.. 

Smith & Son, Seymour...... 
Soss Mfr. Co.. 

Stanley Rule & Level Plant... 
Stanley Works, The. 
Star Heel Plate Co... Siete vetranioca 
Stearns & Co., E. C...... aan _ 
Stensgaard & Asso., Inc., W. i _ 
Sterling Paint & Varnish Co.. _ 


PI Sr Sor isi 


T 


Taylor Instrument Companies... - 
Taylor. Lowenstein & Co...... 96 
Technical Glass Co., Ine.....-. — 
Three-in-One Div. of The A. S. 

Boyle Co. ....ececcece — 
Tobacco By-Products ‘& Chemical 

Corp., Ime. .ecceeeees _— 
Triplewear Brake “Linings Corp... _ 
Triplex Screw Co., The...... _— 
Tubular Rivet & Stud Co.. 16 
Tucker Duck & Rubber Co. . _ 
Turner Brass Works, The...... — 
a ai Day & Woolworth Handle 


Union Fork & Hoe Co., The... —- 
Union Hardware Co........ 7% 
United Royalties Corp..... ; —_— 
U. 8. Rubber Co.....c...00.. — 
UT. &. Seed Gee. ccsccscciccs _ 
Utica Drop Forge & Tool Corp... 94 


Vv 
Vaughan Novelty Mfg. Co...... 103 
w 
Wall Rope Works..........-. — 
Washburn Co., The.........-.- -- 
Western Hardware & Implement 
Association ....-ccccseese: 69 
Westfield Mfg. Co., The...... 96 
Wickwire Brothers ........- 81 
Wilson & Co., Inc., C. E...... 101 
Winchester Repeating Arms Co.. — 
Witt Cornice Co......... cocee — 
Wood Shovel & Tool Co...... -- 
Wooster Brush Co............-. -- 
Wright Steel & Wire Co., G. F. 91 


Y 


Yale & Towne Mfg. Co., The... 8 
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Simplify Your ‘Stock Taking with the WHITE 
























































Actual size of sheets 9% by 12 inches 


over all; 11, 
inches. Sheets printed on both sides, 
of good white bond paper, with 28 entry 
lines on each side. Price $1.00 for 200 
sheets (400 pages) plus 25¢ mailing 
charge. 


writing area 8l/, x 


CONDENSED HARDWARE AGE INVENTORY FORM 


To make your annual inventory taking an 
easier, surer job, we asked 1,000 leading retail 
hardware dealers to help us design a new 
HARDWARE AGE Inventory Record Sheet. 


From the many suggestions we received, a 
new sheet was designed—in a new size and form 
to sell at a new low price—200 sheets for only 
$1, plus 25c mailing charge. As these sheets are 
printed on both sides of good white bond paper, 
this means you really get 400 pages of inventory 
record sheets. Each page has room for 28 items. 
Your $1.25 investment provides inventory space 
for 11,120 items. 


During the past years, thousands of retail hard- 
ware dealers and wholesalers have used mil- 
lions of HARDWARE AGE Inventory Sheets be- 
cause they found them simple, convenient and 
handy to use. This new form is the best ever— 


it's even more simple, more convenient and 
easier to use. Our entire effort was directed to- 
ward making your annual inventory taking an 
easier and surer undertaking. 


These new HARDWARE AGE Inventory Sheets 
will fit the HARDWARE AGE Inventory Sheet 
Binders which are used by. thousands of dealers 
who reorder their HARDWARE AGE Inventory 
Sheets year in and year out. 


Due to the exceptional low price at which 
these sheets are sold and which applies to the 
United States and its possessions only, please 
have youf money order or check accompany 
your order. Use the coupon below to order 
your supply today and make your inventory 
taking this year easier and surer with these 
sheets. 





eeccnenescncccccncceccccccsceces USE THIS COUPON. ...........222-2-e2eeeee220000- 


HARDWARE AGE. 
239 West 39th Street. New York. N. Y. 
Gentlemen: 


. Please send me..........hundred white HARDWARE AGE Inventory Sheets (200 for $1.00, plus 

Binders (50c each). 
.FIRM NAME 
CITY 


Here is my $ 


25c mailing charge). Also send me.. Send these to me by return mail. 
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NEW YORK, CHICAGO, BOSTON, ATLANTA, DALLAS AND SAN FRANCISCO 


MOULDED RUBBER GOODS ano SPECIALTIES 


CHAIR TIPS CRUTCH TIPS 








PLAIN AND MUSHROOM BUMPERS 


«e O@ » 


RUBBER HEAD NAILS 
K TOILET SEAT BUMPERS 
SUCTION RUBBERS 


SEND FOR CATALOGUE 


| A New Principle 





THE ELASTIC TIP COMPANY 


370 ATLANTIC AVE. BOSTON, MASS. 











TAKE A LOOK! 


8 PAGES 
BERNARD 


PLIERS — PUNCHES 
NIPPERS—PRUNERS 
and othes SPECIAL 
Y 20) 1 2@)) an 110) &) 
se Ne in the July 29th 
DIRECTORY ISSUE 
OF 
HARDWARE AGE 
Also includes 
BARGAIN SALES UNITS 


The WM. SCHOLLHORN CO, 
416 CHAPEL ST NEW HAVEN, CONN. 


Genuir° DOMES & SILENCE 


SLIDE SILENTLY - SOFTLY - SMOOTHLY 
—n SET-10c SET- 10¢ SET SAVE FURNITURE 
\7”" & FLOORS-CREATE QUIET 


Name "Domes of Silence"’ 
on each genuine Glide. 





















Domes of Silence 

Rubber Cushion Glides 

For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 








Ask your Jobber. If he is not supplied write to 


DOMES of SILENCE, Inc., 35 Pearl St., N.Y. C. 











“CONTROLLED 






of 
File Construction 


Means Faster 
Filing 
Increased File 
Sales 


NICHOLSON FILE COMPANY 
Providence, R.1., U.S. A. 





PATENTS PENDING 


(A FILE FOR EVERY PURPOSE 





ed —" 
~ ter|| 


our 


oj To} 


EAST JAFFREY, N.H. 


Pea 1 \\ LA\S, 








“en 
Improved Adjustable S Nut Wrench 
The standard wrench of its kind. Well designed and 
amply strong for all-around work. Ideal for use in 
corners and hard-to-reach places. Easily adjusted by 
the thumb of the hand which holds it. Has a steel 
operating nut and a drop-forged sliding jaw. Inter- 


changeable parts. Sizes: 6, 8, 10, 12 and 14 ins. Big 
seller to Motorists. Good profit. 


Ask Your Jobber 
BEMIS & CALL CO. SPRINGFIELD, MASS. 


















Easy Sales and Y ' 
Big Profits Hang __mm FREE! 
on Small Items like Hii Y dasa, 
gid revolvin 

MOORE femtcig &: 
PUSH-PINS and cmt 4 with each 
PUSHLESS HANGERS ment of 
pac 8. 


And these easy sales will double 
or triple when this handsome dis- 
play cabinet is kept in sight. Na- 





tional advertising has taught your 
customers the need for these 
handy products, already in use in 
most homes, but there is a growing 
need for more .. .aneed which this 
cabinet will quickly bring to mind. 


MOORE PUSH-PIN CO. 
Manufacturers of MOORE Push-Pins 
and MOORE Pushless Hangers 
113-125 Berkley St., Philadelphia 


Tew sees 
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len’s Oil Burning Parlor Furnace No. 288 


of the DAY! 


BIG NEWS 
for Dealers who 
“xpect to go places 
in 1938 


8 a3 


Mi CNS 5 PARLOR Furnace*“OIL 


FEATURES OF “TWIN-EIGHT” 
ALLEN’S PARLOR FURNACE for OIL 
—MODEL No. 288 


1 “Twin-Eight” Heating Unit — more heating 
surface, higher efficiency. Inner heating unit 
is built with two separate, standard size, eight 
inch, Breeze Burner heating units. 


2 Beautiful, modern cabinet finished in porce- 
lain enamel. 


Flue connection low; may be connected 
straight into a fireplace. Only one connec- 
tion for the twin units. 

4 Oil control valves concealed; located just 
inside front door. Each unit’s oil supply 
controlled by separate constant level valve. 


5 New style perforated sides give abundant 
radiant heat at sides. 
§ Built low to warm floors. 


7 Equipped with reliable and efficient Breeze 
Pot-Burners. Products of combustion travel 
over a baffle—holds heat in unit longer— 
gives higher efficiency. 


8 Large heating capacity. Compactly built. 
Requires minimum floor space. 


9 Greater flexibility of heat control. 


| 


GAIN Allen leads—with a new but proven idea 

of the “Twin-Eight” Parlor Furnace for Oil. 

What home owners and dealers alike have been wait- 

ing for—the new simplified Allen Oil Burning Parlor 

Furnace, built inside and out to, the high efficiency 

standards of the famous Allen Parlor Furnace for 

Coal-Wood. Engineered in every detail to burn oil 

with a new degree of satisfaction and economy. No 

wicks; no moving parts; nothing to cause trouble. 
Safe, clean, odorless—silent in operation. 


What others have strived for in oil heating, Allen has 
achieved! You are on the road to volume sales—to 
domination of the quality market—when you tie up 
with Allen. Wire or write today for the details of the 
complete line of Radiant and Circulating Oil Burning 
Allen Parlor Furnaces. 





HOLTITE 


Fastening Units For Every Purpose 








‘ie 
yy 


CONTINENTAL SCREW CO 


New Bedford.Mass...Warehouses at Detroit & Chattanooga 
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